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1 HEPORT PERSISTS THAT SOME 
4) MODIFICATION ON VALUATIONS 
YAY BE MADE BY CONNECTICUT 


1) Believed Commissioner Dunham 
Will Make Statement Before 
- Week Ends 


BANKS BEING PROTECTED 


Comptroller’s Rule on “Worth” 
Attracts Attention of Com- 
‘ pany Executives 








©) Before this week ends Commissioner 
©} |unham is expected to make a new pub- 
Flic statement which will guide companies 
©} in their annual statements filed with the 
** Connecticut Department. It is believed 
Pe that he will pave the way for more lee- 
#) way in the valuation of securities. All 
fy companies and Departments are watch- 
*} ing Connecticut where sometime ago it 
a was announced that December 31, 1931, 
) values would be required. . 
» Company executives intervieWed in 
S) New York by The Eastern Underwriter 
called attention to an interesting point. 
® They say that the law cited by Commis- 
Py sioner Dunham requiring December 31 
By values was passed since 1921, the last 
s previous year when modified valuations 
e) were permitted. The question is whether 
ee Powers given the Connecticut Commis- 
my sioner elsewhere in the law would not 
(permit him to set modified values in ex- 


a ordinary emergencies. This law, it is 
pcontended. has not been interpreted in 
a this respect. 


Some Will File Supplementary 

; Statements 
Most of the companies will avail them- 
sclves of the average values method 
adopted by the commissioners. Some 
companies have decided to file their 
statements with the average values in all 
states and in those states in which end 
i the year values are required it is 
planned to file a supplementary state- 
ment giving the differences in the state- 
nent as the result of using December 
31 values. 

4 The rulings of the individual commis- 
sioners that hive been made public so 

ony show a difference on the subject of 

Wee 'Ortization of bonds. Several of the 

me stetcs will not accept amortized bond 

valu ‘s although permitting the average 

; ~ccurity values instead of December 31. 
‘he rulings of a number of the states 

re given elsewhere in this issue of The 

Hee eastern Underwriter. 

i _Comptroller’s Ruling on Banks 

{ q E Xecutives have been following the rul- 

"es on valuations as applied to banks 


4 a Comptroller of the Currency, John 
fs -, Pole, hows notified national bank ex- 
? eng \ t nat banks will be permitted to 

‘tty bonds at their intrinsic worth in- 





+ pica ' of at market quotations. In ex- 
| ining the purpose of the ruling the 
mptr ller is quoted as saying: “What 

* are interested in primarily is the 
mm. vency of a bank. After that we are 

is mag in its liquidity. There is every 

eee to believe that the principal and 
will | t of most of these bond holdings 
lg paid. Why should we ignore 

‘hese facts and take values from a black- 


(Continued on Page 32) 
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They Will Be Told 


In 1932—by more than a hundred thousand life 
underwriters, through millions of advertising leaflets, 
through an increasing number of advertisements in 
newspapers and magazines, and through radio broad- 
casts,—the public will be told that life insurance is an 
“Aa” investment, with beneficial features not contained 
in any other form. And this should be done without 
indiscriminate depreciation of other types which finance 
the nation. 


High rate of return, plus ‘safety, the thinking life 
underwriter will show, is not the sole desideratum of a 
Grade “Aa” investment. And that adaptability to a 
need, coupled with safety of principal and certainty of 
income at a specified time or in a specified situation, 
should be the first consideration of the man whose own 
welfare and whose family’s welfare, in life and in death, 
depends upon the plan he adopts for building his sav- 
ings, or his profits, into a foundational estate. This 
lesson was taught by the experiences of the last twelve 
months. 





THE PENN MUTUAL LIFE INSURANCE CO. 
WM. A. LAW, President 


Independence Square PHILADELPHIA 




















CANADA TO VALUE BONDS AS © 
OF DECEMBER 31, 1930, IN 
CO. ANNUAL STATEMENTS 


Stocks May Be Carried At Market 
Values On June 30, 
1931 


COMMITTEE SETS VALUES 


Valuation Committee Of Superin- 
tendents’ Association Makes 
Report 





The committee on valuations of the 
Association of Superintendents of Insur- 
ance of Canada, composed of Superin- 
tendents R. Leighton Foster of Ontario 
and B. A. Dugal of Quebec, have made 
a report on the valuations to be used in 
annual statements. These valuations as 
given in the report are authorized by the 
Superintendent of Insurance of the Do- 
minion, G. D. Finlayson. In the report 
the valuations are given as recommenda- 
tions but it is expected that all provinces 
of the Dominion will follow the commit- 
tce formula as the committee was cre- 
ated by resolution at the last annual con- 
ference in September for the purpose of 
finding a basis of valuation of securities 
that all provinces could prescribe. The 
superintendents of Ontario and Quebec 
were made a standing committee on val- 
uation of securities to report each year 
not later than January 15. 


Bonds Valued as of December 31, 1930 

The most marked difference in valua- 
tion method between the State Insur- 
ance Departments and those of the Do- 
minion is in connection with bonds 
Bonds held on December 31, 1930, and 
not in default may be valued as of mar- 
ket values of that date. For bonds ac- 
quired since that date the values at the 
end of 1931 will apply. For the valua- 
tion of stocks the Canadian departments 
will follow the action of the National 
Convention of Insurance Commissioners 
and the market value of Tune 30 are 
specified. 

The committee explains in its report’ 
that by “market value” it does not mean 
the market prices but the market value 
set by the committee for the specific 
security and the committee will prepare 
a list of securities with valuations to be 
used in compiling annual statements 
This list will be distributed by the sec- 
retary of the association. 


Committee Report 


The formula for valuing securities as 
embodied in the committee report fol- 
lows: 

“Your committee has concluded to rec- 
ommend that the values of bonds, deben- 
tures and stocks shall be fixed in respect 


(Continued on Page 15) 
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Home 


Life 


of New. York Conference 





Expansion Features 
Home Life 1932 Plans 


PRESIDENT FULTON OPTIMISTIC 





Company Continues Disability Feature; 
New Policy Forms Give Broad 
Equipment 





The Home Life of New York is enter- 
ing the new year with plans for vigor- 
ous expansion and business development, 
new policy forms and selling methods, 
President James A. Fulton told the gen- 
eral agents at the conference held in 
New York this week. He said puLuc 
appreciation of life insurance is at a high 
tide and the agents can make it a good 
year if they determine to do so. 

" “Prom every angle, those of us asso- 
ciated with the Home Life can enter the 
new year with a feeling of assurance and 
optimism,” said President Fulton. “The 
company’s financial position is strong and 
stable. The wisdom of its conservative 
method of investment whereby safety 
has always been made the first consid- 
eration has been amply demonstrated in 
the trying period of the last year. 

New Policy Forms 

“New business, while somewhat less 
than the preceding year, has held up re- 
markably well under the circumstances 
and insurance in force shows a substan- 
tial increase. With the introduction of 
the new Life Income contracts, the 
Home Life presents a line of policies 
which, while simple in form, cover in an 
unusually adequate way, practically ev- 
ery life insurance need. The Preferred 
Whole Life Policy—the unique Educa- 
tional Income Contract—the Family In- 
come Policy, the Personal Income Pol- 
icy, and finally the new Annuity con- 
tracts, offer a wide range for the buyer 
of insurance. 

“We are continuing to grant total and 
permanent disability coverage on a lib- 
eral basis to that group of people which 
experience has shown are the best dis- 
ability risks. 

“There is one point that I should like 
to emphasize and that is that the ability 
to do things generally has back of it the 
courage not to do things. Most of the 
liberal things we do today are made pos- 
sible by our not having done something 
unsound in the past. A conservative in- 
vestment policy and sane underwriting 
make possible the continuation of policy 
dividends. It would be possible to enu- 
merate many instances where this sane 
principle holds true. Sometimes there is 
a tendency to confuse rashness with 
courage. It has been amply demonstrat- 
ed in the last two or three years that the 
popular thing and the temporarily liberal 
attitude is by no means always the sound 
thing for the long pull. It does not take 
courage to run with the pack. It has 
taken courage to decline to do some 
things and from that courage comes the 
further courage to do some sound con- 
structive things in the future. I should 
like to take this opportunity to pay trib- 
ute to the splendid way which our field 


f organization, both general agents and 


soliciting agents, have met the admitted- 
ly difficult situation of the past year. 

“We enter 1932 with a group of gen- 
eral agents who. by the courageous and 
intelligent way in which they have met 
conditions of the past vear, have amply 
demonstrated their capacity and enter 
the new year stronger men. heading 
sounder agencies than ever before. There 
have been splendid additions in the sales 
organization itself and the whole Home 
Life field force is rapidly developing into 
that type of quality organization which 
1s Our goal. 

“Under the direction of Vice-President 
Cameron, splendid strides have been 
made in the effectiveness of the home 
office organization. By a process of sim- 
nlification and centralization of responsi- 
bility, I believe your business is being 


(Continued on Page 5) 


Home Life General Agents Greet 
News of New Policies and Plans 


The general agents of the Home Life 
of New York are meeting at the new 
Waldorf-Astoria in their annual round 


table conference with the officers of the 
company. The meeting started yesterday 
and will continue throughout today. 

This conference launches the 1932 pro- 
gram of the company which is marked 
by a number of new features that were 
greeted with enthusiasm by the field rep- 
resentatives. The keynote of the meet- 
ing and of the agency force is “Organ- 
ized Effort,” and the Home Life’s new 
“Simplified Selling Plan” is an important 
part of the new program. 

Among the new features which were 
enthusiastically received in addition to 





ETHELBERT IDE LOW 
Chairman of the Board 


the “Simplified Selling Plan” was the new 
series of Retirement Income policies 
which are planned to meet conditions 
confronting the agent in the field today. 
A new guide to agency building for gen- 
eral agents and several other additions to 
agency and field equipment were also 
announced. 

The annual banquet of the general 
agents was held Thursday evening and 
was followed by dancing. The announce- 
ment of the winners of serviee medals 
was made at the dinner and the presen- 
tation of the President’s Cup to Harry 
Jacoby, New York, leading agency of the 
company, took place. This is the third 
consecutive year he has won this cup and 
it now becomes his property. : 








JAMES A. FULTON 
President 





HOME OFFICE CO-OPERATES 





Vice-President Cameron Says. Home 
Office Organization Should Be 
Sales Conscious 

Everyone in the home office organiza- 
tion of a life insurance company should 
be sales conscious, said Vice-President 
W. J. Cameron of the Home Life of 
New York, in addressing the general 
agents’ conference this week. 

“I believe our whole home office or- 
ganization is thoroughly conscious of the 
fact that they are just as much a part 
of the business-getting machinery of this 
company as are the organization in the 
field,” said Mr. Cameron. “To me there 
is no line of demarcation. Every letter 
that is written, every act that is per- 
formed by home office employe whether 
it be the highest official or the newest 
clerk, either helps or hinders in the 
securing and keeping of business. 

“We are far from perfection, but I be- 
lieve with this constant realization of the 
fact that this is one organization, all 
playing some part in one great objective, 
we are having a steady striving toward 
betterment in those things in the home 
office which can do so much toward help- 
ing the man in the field. I believe, also, 
we have made very substantial progress.” 


JOHN H. SCOTT HEADS ASS’N 


Re-elected President of Home Life 
Agents’ Association at Meeting 
This Week 

The Home Life (New York) Agency 
Association held its annual meeting on 
Thursday and John H. Scott, general 
agent at Brooklyn, was re-elected presi- 
dent, Raymond C. Ellis, New York, be- 
ing re-elected secretary-treasurer. 








UNDERWRITING PROBLEMS 





Changed Economic Conditions Created 
New Difficulties for Underwriting 
Department 


How the changed economic conditions 
have created new problems for the un- 
derwriting department was explained to 
the Home Life general agents at their 
conference in New York this week by 
Leigh Cruess, head of the company’s un- 
derwriting department. 

“The radical adjustments in the busi- 
ness and social structure in the last two 
years have created many underwriting 
problems, said Mr. Cruess. “We feel, 
however, that with the splendid co-opera- 
tion of our agency force, we have ad- 
justed ourselves successfully to these 
changed conditions. 

“Our -field representatives realize fully 
that it is no more to their interest that 
we should take poor business than it is 
to the company’s as a whole. In my 
own work I have found it necessary only 
to explain in common sense terms why 
risks are good and why they are bad 
and the response of the men in the field 
is one of realization and wholehearted 
assistance. 

“Our records show that 70% of your 
business is being issued on the same day 
that the completed papers are received. 
Our object is to issue every clear case 
at the earliest possible moment and clear 
up every doubtful case with the greatest 
possible speed. 

“We see no need for apprehension or 
uncertainty in the present situation. 
Having adjusted ourselves to the changed 
conditions, we feel that the company and 
its sales organization can go forward 
with sureness and precision.” 


Chairman E. I. how On 
Home Life’s Finances 


COMPANY IN STRONG CONDITION 


Of More Than $30,000,000 in Mortgages 
Only $16,000 In Property Owned 
By Foreclosure 








The general agents of the Home Life 
of New York were deeply impressed by 
the strong financial condition of the 
company at the end of the year as dis- 
closed by Ethelbert Ide Low, chairman 
of the board, who told them of the fa- 
vorable experience of the company at 
the annual conference at the Waldorf- 
Astoria yesterday. Chairman Low is 
recognized as a financial authority in 
the financial district of New York and 
the company’s results in this difficult 
year reflect its skilful guidance. 

With mortgage investments alone of 
$30,455,000 the company now owns prop- 
erty taken under foreclosure in only two 
instances involving $16,000. The normal 
expected investment income from mort- 
gages, bonds and preferred stocks for 
1931 amounts to $2,830,000 and only $18,- 
300, or 64/100 of 1%, was unpaid at the 


end of the year. 
Strong Cash Position 


On the subject of the company’s finan- 
cial transactions Chairman Low said in 
yart: 

“While the final figures for the year's 
business are not completed, there are a 
few facts relating to our financial situs- 
tion that are worthy of comment. 

“Our cash position is strong. For some 
months we have had in our banks be- 
tween two and three times our normal 
balances. On December 31 our bank 
balance amounted to over $990,000. We 
have maintained these balances to insure 
against the necessity of selling any of 
our securities at the present market 
prices, which are far below their intrinsic 
worth, or in the event of any unfore- 
seen contingency, such as a heavy in- 
crease in our policy loans. 

“Our company holds some $21,000,000 
of bonds and $2,600,000 of preferred 
stocks, carrying interest and dividends 
amounting to over $1,150,000 annually. 
During 1931 coupons amounting to $7,500 
on one block of bonds and dividends of 
$1,500 on one issue of preferred stock 
were not paid. 

“We hold $30,455,330 of mortgages. In- 
terest received during the year on these 
mortgages amounted to $1,670,683.—$9,303 
or fifty-five one hundredths of 1% was 
unpaid on December 31. 


Only Two Foreclosures 


“The sum of $2,016,105 of our mort- 
gages are unguaranteed. We have taken 
over under foreciosure but two pieces of 
property: one covering a mortgage of 
$4.000 and one for $12,000. As I have 
said before, on December 31 interest 
amounting to but $9,303 was unpaid. This 
was due on December 1, 1931. We are 
still receiving payments. Some of these 
mortgages may have to be foreclosed. At 
present we have but two foreclosures 
pending, one for $7,500 and one for 
$8,100. 

“$28.439,225 of our mortgages are guar- 
anteed by strong companies. In the case 
of these guaranteed mortgages, where 
there has been default in either payment 
of interest or taxes, the guarantee'ne 
company has in every case taken the 
mortgages over, paying us the principal 
and interest in full or, at our option, 
substituting other mortgages. We have 
lost nothing either in principal or inter- 
est on our guaranteed mortgages, amplv 
demonstrating the value of guaranteed 
mortgages and the strength of the mort- 
gage companies with which we do busi- 
ness. 

“Out of $23,600000 of bonds and pre- 
ferred stocks, only one issue of bonds 
and one issue of preferred stock have 
failed to meet their payments in full. 


(Continued on Page 5) 
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You owe it to that boy, or girl of yours—and to your 
wife—to send for our booklet, “Now We Ail Cao 
Be Fair To Our Families”. It cells how it is now pos- 
sible for a man, even on a small salary, to provide a com- 
fortable living for his loved ones when they need it most. 


: Nail T ‘i 


Today! 








Name 


qualified to offer helpful 
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COMLNG: 


VEN that big bowlful of supper is forgotten when 
Mother calls, “Look who's coming! Here’s Daddy!” 
And what a thrill you, his Daddy, get out of it, too! 


And how your imagination leaps ahead! How you picture 
him in the years to come proudly saying—-“*Boys, this is my 
Dad”. . . and later still, in the prime of his success, ““Gentle- 
men, my Father”. . . You're planning to do so much for him. 


But!—Are you safeguarding those plans? Are you mak. 
ing sure he would have the advantages you want him to 
have, even if your hamecomings should suddenly become 
only a childhood memory ? 


How thoroughly have you provided for his future, his 
mother’s future, should you be taken from them? 


This is a question that finds its answer, even for a man 
of moderate means, in Aitna’s Family Income Policy. 


Its outstanding advantage is that in the event of your 
death it will provide until the twentieth year from the date 
of the policy, a definite yearly income equivalent to 12% 
on the policy's face value, payable monthly. 


A $5,000 policy will produce an income of $50 a 
month; a $10,000 policy, an income of $100 a month; a 
$20,000 policy, $200 a month, and so on— 


And there is also a further understanding that at the end 
of the twentieth year from the date of the policy, its full 
face value ($5,000, $10,000... or whatever it may be) will 
then become payable, either in cash, or as you may other. 
wise direct—this, in addition to the monthly payments that 
will have been made since death. This is a most important 
feature—for in later years, when your boy is grown and 
on his own, such a policy will thus also assure financial 
support for your wife, when she needs it most. 


The Atna Lite turucaoce Company, Hareford, Connecticut | 
Please send me your free bookle:, “Now —-_ ‘ 
We Au Con Be Fair to Our Families. . 


Trained Aitna representatives ia every part of the United States and Canada are 





Be in ging your life i program. 


The 4tna Life Insurance Company, The Aitna Casualty & Surety Company, The Auto- 
mobile Insurance Company, The Standard Fire insurance Company of Hartford,Conn. 


THERE IS AN ATNA-IZER IN YOUR COMMUNITY --HE IS A MAN WORTH KNOWING 








“Look who's coming!” is a full page advertise- 
ment appearing in the November : 4th issue of 
The Saturday Evening Post -emphasizing the 
value of the AEtna Life’s new Family Income 
policy in providing for the future of a man’s 
children. Aitna-izers tie in with these periodic 
messages to the public and profit accordingly. 





Aatna Life 
Insurance 


Company 








Lighted Entrance 


Hartford, Connecticut 





The 42tna Life’s New Home 
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WILLIAM J. CAMERON 
Vice-President and Actuary 











LEIGH CRUESS 
Head of Underwriting Department 








: rogram Objectives 
Told by C. C. Fulton, Jr. 


ES AGENCY GROWTH FOR YEAR 
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perintendent of Agencies Says Agency 
Development Can Best Be Handled 
“ By General Agents 





)The method of business development 
d agency building followed by the 
me Life of New York is to furnish 
e equipment and facilities for such ex- 

lansion to the general agents themselves 
r they must do the work, said Cecil C. 
lton, Jr., superintendent of agencies, 
addressing the conference of general 
ents at the Waldorf-Astoria, New 
ork, this week. 

) “The program of our company for 1932 
neither fantastic nor visionary in any 

ny,” said Mr. Fulton. “The objectives 

r the company and for the individual 

encies have been set up only after a 

orough study of particular territorial 

d agency conditions and of conditions 
general. The objectives are practical 

es and we confidently expect the prac- 

al attainment of them. 

Such accomplishment brings definite 

atifications for the whole Home Life 

gency plan is designed to offer the max- 

Mum of reward for the really successful 

in, and frankly, the smallest possible 

lucements for the man who does not 

Ttorm. 

™ Every man has the satisfaction of 

howing that he is building permanently 

t himself for the future because re- 
wals, both to agents and general 
ents, are absolutely and unconditional- 
vested after they have once made a 
irt. Our expense arrangements, which 
€ our contracts, are standard, provide 

bt only for taking care adequately of 

e€ normal expenses of an office, but 
tomatically create funds to carry for- 
rd a vigorous program of building and 
velopment. 

Job for Man in Field 


“The company makes no attempt to 
riorm for the general agent those 
ency building functions which, in our 
lgment, he can perform far better than 
can. No elaborate home office agency 
ganization is maintained nor contem- 
ted. The money that would go into 
ch an organization is being placed at 
€ disposal of the general agents in the 
ld who must actually do the job. 

Our new ‘Simplified Selling Plans’ for 
ents and our ‘Guide to Profitable 
ency Building’ for general agents set 
th in the simplest possible terms those 
ndamental processes which experience 
Ss demonstrated will bring success in 
lling and in agency building. 
By placing these and other 
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Builds Top Agency Of 
Home Life in Four Years 


HARRY JACOBY WINS TROPHY 


Gets President’s Cup for Third Year; 
L. L. Rothstein, Two Months in 
Business, Wrote $1,000,000 








The Harry Jacoby agency of the Home 
Life of New York, located at 1440 Broad- 
way, New York, was the leading agency 
of the Home Life both for December 
and for the entire year 1931. The agency 
had a record December total of new 
business, one of the best month’s pro- 
duction records of any agency in the 
company. 

This agency is only four years old, Mr. 
Jacoby starting from scratch in June, 
1927. He has built in this short time 
the company’s leading unit countrywide. 

Mr. Jacoby was further honored this 
week by the presentation of the Presi- 
dent’s Cup to him by Ethelbert Ide Low, 
chairman of the board of the company. 
This is the annual award for the agency 
which leads in the total of new business 
from new men. This beings the third 
consecutive year he has won the cup, it 
now becomes his property. 

Five members of the Jacoby agency 
qualified for the President’s Club of the 
Home Life and will go to Florida later 
in January for the annual meeting of 
that organization. These five are Leon- 
ard L. Rothstein, Mayer Wolff, Myron 
H. Cohen, William Citron and Abraham 
Freundlich. 

Mr. Rothstein, who is vice-president of 
the agency, made an outstanding record 
by writing over $1,000,000 in new busi- 
ness, although only in the business and 
with the Jacoby agency the last two 
months of the year. 

At the opening of the year, in setting 
up a new quota for 1932 which will make 
a new high record for the agency, ten 
associates of the Jacoby agency pledge’ 
themselves to produce individually at 
least $10,000 in new paid premiums dur- 
ing 1932. 





helps at your disposal, by facilitating in 
the home office agency organization in 
every conceivable way the handling of 
your business, and by a sympathetic and 
agency-minded viewpoint on the part of 
the whole official staff, we believe the 
company has done all that is within its 
power to make success in the field pos- 
sible. 

“The Home Life’s program for 1932 
contemplates the vigorous growth of our 
present agencies and the creation of a 
group of new agencies at points which 
are in line with our present plan of de- 
velopment.” 





ALAN B. DORAN 
Assistant Superintendent of Agencies 





President Fulton 


(Continued from Page 3) 
handled more promptly and more ade- 
quately than ever before. The home of- 
fice staff are loyal, thoroughly interested 
in the success of the field and ready at 
all times to do anything within their 
power to further that success. 

“Unlike our chairman of the board, I 
shall indulge in prophecy. It is this: 
1932 will be a good year for those who 
mike it a good year. Public apprecia- 
tion of the value of life insurance is at 
high tide. Millions of people who have 
temporarily had to drop life insurance 
are ready to replace it as soon as their 
personal adjustments to the present 
situition have been comnleted. Faith in 
ourselves and in our business, and prop- 
erly directed effort, will bring results. 

“The Home Life’s plans for 1932 con- 
template vigorous growth and expan- 
sion. 











HARRY JACOBY 
General Agent, New York 





Chairman Low 


(Continued from Page 3) 

With $30,455,330 of mortgages, we close 
1931 owning but $16,000 of real property 
taken under foreclosure and with but 
two foreclosures pending, totaling $15,600. 

“Of a normal expected investment in- 
come from mortgages, bonds and pre- 
ferred stocks for 1931 of $2,830,000, only 
$18,303 or sixty-four one hundredths of 
1% was unpaid.” 


Y ork c on f erence — 





CECIL C. FULTON, JR. 


Superintendent of Agencies 





Problem in Conserving 
General Agents’ Time 


SHOULD BE GIVEN TO CONTACT 





Assistant Superintendent A. B. Doran 
Says Administration Details Should 
Be Avoided 





There is often a tremendous encroach- 
ment upon a general agent’s time of the 
details of agency administration and his 
efforts in attempting to analyze produc- 
tion, conservation and financial aspects 
of his agency, said Alan B. Doran, assist- 
ant superintendent of agencies of the 
Home Life of New York, speaking be- 
fore the conference of general agents in 
New York this week. 

“Of course, every hour spent in such 
work is an hour less than could be spent 
in the essential tasks of contacting, re- 
cruiting and training new agents and the 
procuring of new business,” said Mr. 
Doran. “In the last year we have taken 
several steps to help our general agents 
in the better use of their time. Each 
month we have forwarded them a com- 
plete picture, already summarized, of the 
three important phases of their agency: 
production (including both new agents 
and new business), conservation and fi- 
nancial, so with little effort on the part 
of anyone in the agency, the general 
agent is enabled to know the exact stat- 
us of ‘these three important aspects of 
his business. 

New Helps Planned 

“In addition, we are preparing individ- 
ual summaries, along the above lines, for 
the year 1931 with which we have out- 
lined individual programs for 1932 giving 
a rather brief but comprehensive picture 
of all phases of agency activities. 

“It is our purpose shortly to introduce 
in the agencies new systems to aid con- 
servation, a new sales kit for the agent 
just recruited, a new experience record 
to aid the general agent in his decision 
as to whether or not to contract with a 
prospective agent. 

“It is our aim to render as much help 
to our agencies as is possible, confining 
these functions which can be more prop- 
erly performed outside of the agency at 
the home office and to simplify to as 
great an extent as possible those activi- 
ties which must necessarily be done in 
the agency office. 

“As a result, it is our firm conviction 
that the Home Life general agent need 
snend little time in activities other than 
the procuring of new manpower and the 
carrying forward of such sales activities 
which lead to a bigger and better devel- 
opment of the agency and the company.” 
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On its Eightieth Anniversary, the Phoenix Mutual Life Insurance Company of Hartford, ploye 
Connecticut, re-affirms its belief in the simple, logical principles upon which its pro- B inhi 
gress has been built. Each passing year has deepened the conviction that (1) adequate im ploye 
service to the public can be accomplished only through men carefully selected and Musing 
thoroughly trained, and (2) that such representatives will uphold the high standards the | 


of the Company and make the greatest contribution to the welfare of its policyholders. in b 


life 

’ Life 
The Phoenix Mutual will continue to build its field organization of carefully selected . te 
and thoroughly trained men. It will continue to support them liberally with advertising 
and other selling aids. Its purpose is to enable them to enjoy the generous rewards 


made possible by quality business and the most efficient use of time. T 


That is why Phoenix Mutual service will always be attrac- Conr 
tive to business men of outstanding ability and discernment. force 
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Prudential Dividends 
$92,700,000 This Year 


RECORD IN INDUSTRIAL FIELD 





$61,300,000 To Weekly Payment Policy- 
holders; $31,400,000 for Ordinary 
Life Assureds 


Dividends of $92,700,000 for 1932 have 
been announced by the Prudential. This 
is a new record, topping last year’s $86,- 
299,000. 

Of this year’s total, $61,300,000 was for 
holders of Industrial policies, with week- 
ly premiums. This is said to be the larg- 
est amount ever apportioned to the In- 
dustrial policyholders of a life company. 

For the holders of Ordinary life poli- 
cies with premiums paid quarterly, semi- 
annually, or annually, together with In- 
termediate monthly premium policies, 
dividends of $31,400,000 have been pro- 


vided. 








C. F. WILLIAMS LOOKS AHEAD 





1932 To Have Outstanding Insurance 
Accomplishments, He Tells Western 
& Southern Agents 


The year 1932 will be a most prosper- 
ous insurance year, Charles F. Williams, 
president of the Western & Southern 
Life, told the field force of the company 
on the last day of 1931. He also praised 
the relationship of life insurance employ- 
ers and employes. He said, “1932 will be 
a year of outstanding insurance accom- 
plishments. The year just closed was ex- 
cellent for us. It exceeded by many mil- 
lions of dollars the production of 1930, 
so will 1932 exceed 1931. We are enter- 
ing the most remunerative year for life 
insurance men, due to the recognized and 
accepted conclusion that the people can 
save with safety, by the absolute guar- 
antee of a legal reserve life insurance 
policy. The stock market debacle has 
convinced many men and women that the 
safest investment in the world is life in- 
surance and the millions of new applica- 
tions for life insurance submitted bear 
witness to this very evident circumstance. 

“The relationship between life insur- 
ance employer and life insurance em- 
ploye can truthfully be termed a sincere 
brotherhood for the uplift of mankind. 
To attain maximum results we must sur- 
round ourselves with an intelligent and 
competent staff of workers. The em- 
ploye must be paid a wage commensur- 
ate with his ability and made to feel safe 
in his employment. This plan is a posi- 
tive one and is assurance to the em- 
ployer that increase in production is 
forthcoming. 

“The life insurance companies are 
using, as an instrument for educating the 
masses, the medium of advertising, both 
the printed page and pictorial advertis- 
ing. This method is a powerful factor 
in bringing together the institution of 
life insurance and the investing public. 
Life insurance is typically American and 
the printed page has oft told of its great 
beneficence.” 





CONN. MUTUAL BUSINESS 


December a Record Month; 57% Better 
Than December 1930; $105,000,000 
Paid for in Whole Year 


The past December’s business for the 
Connecticut Mutual was 57.35% better 
than the same month in 1930, the agency 
force paying for $17,959,780 as against 
$11,413,998 previously. The week of De- 
cember 17, when $4,687,266 was issued, 
was the largest week the company has 
ever had, and the month of December 
exceeded all other months since organi- 
zation. 

_ The company had $105,000,000 paid for 
in 1931, according to the company esti- 
mates. 

For the past three months the issued 
business of the company has been great- 
er than the corresponding business for 
the year before. 
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AGENTS’ LAPSE REPORTS 





Connecticut Mutual to Send Quarterly 
Records to General Agents to 
Show Individual Standing 
The individual lapse record of every 
full-time producer of the Connecticut 
Mutual will be sent by the company to 
the general agent having charge, reports 
going out every four months, under a 
new conservation plan. These reports 
will be based on only those lapses where 
two full premiums or less have been paid. 
These reports of individual agents’ 
lapses will enable the general agent to 
determine immediately the amount and 
number of such terminations that each 
agent has contributed to the general 
agency’s total. At the close of each year 
when individual lapse rates will be com- 


I9s2 


SPARTA—rearing her young sons under 
the iron hardships of famine, exposure, and 
violent physical suffering in order to pro- 


puted, the performance of every man can 


be accurately measured. From a consid- 
eration of his lapse rate and production 
record, his value to the agency and the 
general agent can be determined. 

These reports are not only expected to 
offer an opportunity to improve the 
structure of the agency organization, but 
also to enable the home office to analyze 
the work of all full-time agents in a 
more thorough manner than has been 
attempted. 





DR. J. T. SHERIDAN RESIGNS 


Dr. J. T. Sheridan, medical director of 
the Philadelphia Life for the past five 
years, has resigned. He first came with 
the company in 1925 as an assistant med- 
ical director, becoming head of that di- 
vision in 1927. 





duce soldiers who could stoically withstand 
injury, pain, and the wasting ravages of 
hunger and thirst that struck down their 
less-hardened opponents—what a mother of 


Titans! . 


America—now emerging from the painful 
yet purging economic punishments of 1930 
and 1931, cleansing fires that literally drove 
business into more shrewdly calculating 
management that wrings the last penny of 
profit from every dollar invested, and a citi- 
zenry schooled to the wisdom of true thrift 
with the fruits of employment—what a land 
of opportunity for courageous men and 


women! 


1932 extends a promise that, unlike the 
prophecies of other years, is pledged to 
sound progress and lasting profit because 
the foundations upon which workers will 
build is of the solidity of rock—not the 
treacherous sand of an ephemeral pros- 


perity. 
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Northwestern Nat'l 
First to Give Figures 


COMPANY HAD SPLENDID YEAR 
Gain in Assets of $3,907,055; Outstanding 


Insurance Showed a Substantial 
Increase 


The first announce de- 
tailed annual figures of 1931 business was 
National Life of 
Minneapolis, which released the data of 
its 47th annual statement on New Year's 
Day. 

The company closed the year showing 
most satisfactory gains all along the line 
as the following table discloses: 
.$360,223,946 
during 


company to 


the Northwestern 


Insurance outstanding, now... 
New paid-for business 
WO n.65iea brand eeetietooe ens 66,982,515 
45,920,327 

3,907,655 


1,000,000 


DO, GO sicdsresasccesseks 
Gain in assets during year..... 
Contingency reserve .......... 
Profits for distribution to policy- 

BONNE Gascienan coca ewtonans 2,310,935 


Surplus to policyholders (includ- 
ee ee 2,751,882 


The company’s insurance outstanding 
increased from approximately $350,000,- 





O. J. ARNOLD 


000 a year ago to its present total, 
$300,223,946, a most substantial gain for 
1931. 


White & Odell Agency’s Gain 


The $66,982,515 new paid-for business 
produced during the year represented 
a decrease of only 7% from 1930. Among 
the agencies which showed an increase 
over 1930, the White & Odell agency of 
Minneapolis, the company’s home state 
agency, led with a production of over 
$16,000,000 for the year, representing a 
gain of more than 13% over 1930. 

In 1931 the Northwestern National 
paid $2,097,432 to beneficiaries of de- 
ceased policyholders and $4,130,602 to liv- 
ing policyholders, making a total of $6,- 
228,035 paid policyholders and _ beneficia- 
ries during the year and bringing the 
total paid since organization to $50,281,-, 
663. 

“In view of general conditions prevail- 
ing during the year just closed, and in 
the light of the company’s record as dis- 
closed by the financial statement, I re- 
gard 1931 as Northwestern National’s 
most satisfactory year,” O. J. Arnold, 
president, declared. “A gratifying fact 
which becomes apparent upon analysis 
of the statement is that 43% of the 
company’s assets are in cash, U. S. Gov- 
ernment bonds, and other readily mar- 
ketable high grade securities.” 





Carl C. Mullen, assistant secretary of 
the Columbian National Life, has been 
elected a member of the company’s 
beard of directors. He has been with 
the company nearly twenty years. 
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A Thrift Week Suggestion 


A WELL INSURED FAMILY CAN BE WISE SPENDERS 


F is not moved by fear for the 
future, nor need it indulge in reckless efforts to recover from 


catastrophes of the present. 


The man who is well insured is not responsible for keeping 
back good times. He can maintain his living standard and pay 
his bills without depriving his family of protection. He can take 
advantage of favoring winds, for he has behind him the support 


of reserves. 


In times of stress life insurance is a strong anchor of safety. 


It becomes not only protection, but a source of credit as _ well. 








LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


Life Insurance funds paid to policyholders by this Company in 1931 will approximate 
87 million dollars; by all companies, 2 billion 600 million dollars. 
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Northwestern 


Mutual 


Meeting 





“Capitalize on What You Know,” 
Slogan of Northwestern Mutual 


Record-Breaking Attendance of Nearly 500 Turns Out for 
Milwaukee Company’s Seventeenth 
Annual Eastern Meet 


Advice in the past of honest, reliable 
life insurance men who know their busi- 
ness, their clients and the latter’s needs 
has proven prophetic, with the result that 
such advice is accepted with little dis- 
count today. Contracts they sold have 
been and are being fulfilled, and hence 
no body of business men stand any high- 
er with the public than do the members 
of the insurance fraternity. When so 
many fortunes are shrinking through no 
fault of the owners of estates it is most 
gratifying to know that the life insurance 
policy in the strong box is one item of 
the estate which is constantly increasing 
in value. 

That, in brief, was the sentiment this 
week behind the annual convention of 
the New England, Middle Atlantic and 
South Atlantic States agencies of the 
Northwestern Mutual Life, meeting at 
the Hotel Pennsylvania. Above the ros- 
trum was a large banner, giving the slo- 
gan of the meeting and reading, “Putting 
Into Effect What You Know—About 
Yourself—About Your Business—About 
Your Company.” 


Seventeenth Annual Convention 


The Eastern agencies of the North- 
western Mutual Life have been meeting 
annually for seventeen years. Other 
agencies in the Atlantic Seaboard and in 
New England soon joined the others in 
the convention. The idea originated with 
William F. Atkinson, general agent of 
the company in Brooklyn, seventeen 
years ago when he had a luncheon with 
T. L. Fansler, then general agent in 
Philadelphia; and O. L. Gooding, general 
agent in Newark. Royal S. Goldsbury, 
Pittsburgh, was also one of the pioneers 
enthusiastic about the idea. It was the 
thought of the originators of the conven- 
tion that as all representatives of the 
company in the East cannot go to the 
head office convention of field men they 
should have a convention of their own 
which would be attended by Home Of- 
fice representatives and others. . The first 
convention was at the Hotel Walton, 
Philadelphia. A convention was also held 
in Washington. 

The convention this week was a rec- 





Committee Chairman 











__ .W. J. CUNNINGHAM 
District Agent, Charleston, W. Va. 


ord breaker. The attendance at the 
meeting was nearly 500. At the banquet 
Monday night more than 800 were pres- 
ent, including many wives of agents. The 
convention opened with song led by 
Frederick W. Carberry, Milwaukee. 
There was a fine spirit of optimism. 


Kutcher Chairman at Opening Session 


George J. Kutcher, member of Recht 
& Kutcher, general agents in New York 
City, and chairman of the committee on 
arrangements, presided at the opening 
session and introduced the convention 
theme, “Putting Into Effect What You 
Know.” He emphasized that the present 
is no time for slipshod sales methods; 
that the agent who puts into effect what 
he knows will get results now just as he 
has in the past under more favorable 
business conditions. There is plenty of 





General Chairman 














EARL E. LINCOLN, 
General Agent, Rochester 


opportunity today, Mr. Kutcher said, and 
the main need is to get rid of faulty 
mental attitudes. 

One of the Northwestern’s leading pro- 
ducers, Henderson Peebles of Pittsburgh, 
was the first speaker introduced. Mr. 
Peebles paid for more than $1,000,000 of 
business his first year in the business and 
has increased this production steadily 
since that time. He pointed out, at the 
outset, that the thoughts he would give 
had been derived from any number of 
sources and that every agent has this op- 
portunity to educate himself through 
studying the sales methods suggested by 
the home office and by reading every- 
thing available on the subject of life in- 
surance. 


Careful Preparation 


Every man and woman has some prob- 
lem in life, Mr. Peebles asserted, and the 
agent’s main job is to find this problem 
and then help this person realize his or 
her ambition. Life insurance deals in 
ideas and cannot be sold for itself alone, 
he said, adding that those agents who 
are very thorough in preparing each case 
and in afterwards presenting it with the 
same thoroughness, will usually be the 
ones to succeed. Most anyone can learn 
the chief fundamentals of selling, the 





speaker said, but more agents need to 
worry about preparation. Too many fail 
to dig deep enough, to take advantage of 
every educational opportunity. 

A number of actual cases were cited 
by Mr. Peebles to illustrate important 
selling points. He told of one instance 
where he solicited a prospect in a city 
outside Pittsburgh and was confronted 
with the objection that the man thought 
it was his duty to do his business with a 
local insurance man. Mr. Peebles point- 
ed out how much more adaptable his pro- 
posal was than the ones which local 
agents had submitted and then closed the 
case by getting a favorable reaction to 


this statement: “Do not penalize your 
heirs for the sake of personal gratifica- 
tion!” Having studied the case from 
many angles before approaching this 
prospect Mr. Peebles knew the situation 
at hand and had prepared what he con- 
sidered a perfect solution. This careful 
preparation was the thing that counted. 
Public Attitude Better 
That the mental attitude of the public 
is now undoubtedly better for the life in- 
surance man was also stressed by the 
speaker. He urged them to take advan- 
tage of the situation by “being on their 
toes,” by being effective in every angle 
(Continued on Page 20) ° 


Americans to Rebuild Estates, 
Says Vice-President Cleary 


Insurance Will Be Big Factor in Economic Reconstruction of 
Country, Northwestern Mutual Convention 


Is Told 


Events of the past two years have shat- 
tered estates in this country. Those es- 
tates will be rebuilt, and the public will 
turn to insurance men in the rebuilding 





| Gave Inspiring Talk 





M. J. CLEARY, 
Vice-President 


of them. Those insurance men who are 
«best prepared with knowledge of their 
business and who have retained the com- 
munity’s confidence by conscientiously 
writing the insurance in the years that 
have gone will fit into the picture and 
help more than any other factor in mak- 
ing the rebuilding of estates possible. 

That was the summing up in a remark- 
able speech about the safety of insurance 
and the solidity of the insurance struc- 
ture made by Michael J. Cleary, vice- 
president of the Northwestern Mutual 
Life in the final address at the conven- 
tion this week of field representatives of 
that company in the Eastern and Middle 
Atlantic sections of the country. It was 
delivered following the luncheon on 
Tuesday afternoon. When Mr. Cleary 
concluded the hundreds of agents, gen- 
eral agents and managers present rose to 
their feet and gave him a great ovation. 

American Resources and Ingenuity 

In talking of the estate situation, Mr. 
Cleary said in part: “During the past 
twenty-six months many estates have 
been completely wrecked and all of them 
have suffered by shrinkage. But Ameri- 
cans are not the kind of people to let the 
situation remain that way. They are am- 
bitious to rebuild; they have the imag- 
ination and the initiative to build and 





they have proven it in the past by won- 
derful achievements in the construction 
of their economic, industrial and financial 
civilization. True, those who have suf- 
fered shrinkage are now worried because 
their craft is temporarily on the rocks 
and some wind has been taken out of 
their sails, but it takes more than the 
events of the past twenty-six months to 
change them into pessimists and to make 
them give up the ship. 

“To rebuild they will need new capital 
and new credit,” he continued. “All will 
require that most precious factor of time. 
I am not a prophet and do not know 
what the time will be, but whether a few 
months or a few years, of one thing we 
are certain, and that is that in this proc- 
ess of rebuilding, life insurance will do 
its share. To help them we must be in- 
telligent, resourceful and ready to do our 
part unselfishly. 

“Americans will insist upon rebuilding 
their estates because they have always 
been builders of estates. Their spirit is 
comparable to a flame which lights up a 
desire to own a home, to rear a family 
comfortably, to see that their children 
have every advantage. Estates make all 
this possible. It is the realization of that 
bright aspect. of American life which 
makes us want to protect our own and 
to safeguard the future in every way 
within our power. 

“In order to rebuild, heads of families 
and those in business will require new 


(Continued on Page 20) 





Committee Chairman | 











GEORGE J. KUTCHER 
General Agent, New York 
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As the ideal 
family investment 
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family a carefree investment 
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National Life Insurance Day—January 21, 1932 
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Chosen As a Speaker, 
Binns Had To Make Good 


FIXED DECEMBER $100,000 GOAL 





Newark Man Used Dividend Payments 
As Arguments For More Insur- 
ance; Approach Talk 


John Binns of the Northwestern Mu- 


tual’s production force in Newark, and 
who began as a clerk in the former John 
I. D. Bristol agency in New York, told 
the Northwestern Mutual convention 


here this week how he had paid for 
$93,000 in December. Having been in- 
formed that he was to be on the pro- 
gram he decided to set a goal of $100,000 
for himself, “to justify my choice, to get 
as much information as possible to com- 
municate to you of conditions in De- 
cember.” 

One of the most successful series of 
visits he had was with prospects a few 
days before they received dividend an- 
nouncements, thus breaking the news of 
the dividend. That was especially suc- 
cessful with persons receiving first divi- 
dends. He succeeded frequently in har- 
nessing the dividends to larger insurance 
programs. 

\nother interesting series of inter- 
views was with people worried about get- 
ting their salaries cut. Such talks would 
not seem very encouraging, but if the 
prospect had started from the bottom of 
the ladder and had made considerable 
progress, when Binns threshed over their 
careers, the retrospect showed they had 
done very well, and that the present 
mental depression of the prospect was 
‘robably just a temporary phase. 


Writes Short Letters 


In describing how he got new pros- 
pects Binns said he usuaily wrote a very 
short letter, in which he asked permis- 
sion “to exchange views.” He also said 
that when he was seeing a man in a 
manufacturing or other large establish- 
ment he made it a point to get permis- 
sion to copy names from doors or eleva- 
tor directory boards. In one establish- 
ment he has twenty persons insured. “Tt 
's not difficult to acquire names. but be 
indicious in your choice,” he said. “Get 
backgrounds before you make calls. Re- 
member that some people are modest; 
that you cannot tell all about them by 
a once over. I know of an agent who 
called On a man and said ‘You should be 
carrying $50,000 insurance.” The pros- 
pects retort was, ‘I must be over-in- 
sured. I am carrying $75,000 now.’” 


Young Agents Tell Methods 
At Quiz Session on Tuesday 


Prepared Sales Talks Help Younger Men; Clifford L. Mc- 
Millen, George J. Kutcher and Russell L. Law 
Chairmen of Session 


Clifford L. McMillen, George J. Kutch- 
er and Russell L. Law, three of the well- 
known general agents of the Northwest- 
ern Mutual Life, were leaders at the 
Tuesday morning session of the North- 
western Mutual Life’s field convention 
here this week, each of them drawing 
out the experiences of the agents who 
were on the program. Most of the agents 
interrogated for the convention were 
young, although a few veterans, such as 
Herman Duval, have been outstanding 
with the company for some time. The 
younger men said they used prepared 
sales talks. Duval doesn’t. 

Washington Agent’s Thrift Talk 

J. B. Sutherland of Washington was 
introduced by Mr. McMillen, the first 
chairman, as “a fine example of what 
a new man can do if he is in earnest.” 
Since entering the business last August, 
the young Washington agent has paid 
for two or more lives weekly. He uses a 
thrift talk almost exclusively, emphasiz- 
ing that the insurance contract is not go- 
ing to “cost” the prospect one cent but 
that it entails regular savings over a pe- 
riod of years. By flashing five or ten 
dollar bills before the prospect’s eyes at 
intervals, he reminds him that he is trv- 
ing to sell him money for the future, 
emphasizing always the profit which can 
be derived from the transaction. He 
also points out the valuable features of 
death benefit, disability protection and 
old age retirement fund which further 
enhance the investment feature. 

Leaves Rate Book in Office 

At this time Russell L. Law, general 
agent from Baltimore, took charge of the 
interrogation, first quizzing Frank L. 
Montague of Richmond, Va. Montague 
told how he took three months to learn 
the business before launching into actual 
field work. He found this a valuable aid 
in building a substantial foundation to 
work on but said that he made a mistake 
in paying too much attention to the 
mathematical end of the business. To- 


day he often leaves his rate book in his 
office, tries to get the: prospect to grasp 
the big ideas of life insurance rather than 
the relatively unimportant consideration 
of cost. 

Another agent under contract with Mr. 


W. F. ATKINSON, 
General Agent, Brooklyn 


Law, William Chapman, twenty-three 
years of age and ten months in the busi- 
ness, told the convention how beneficial 
cold canvass had been to him in selling 
in a city where he was unknown. Like 
Sutherland, he uses a thrift approach, 
oftentimes saying: “I’ve just stopped in 
to see if you would like to start a sav- 
ings account this morning.” Chapman 
stressed the value of the organized sales 
talk to the new agent, telling how his 
business dropped when he stopped using 
it. 

Mr. Law commented on the enthusiasm 
and voice inflection of several of the 
speakers as being an important factor in 
their being able to influence their pros- 
pects. 

Fred Tornow Is Quizzed 

George J. Kutcher of Recht & Kutcher, 
New York, next ‘took the chair and in- 
troduced Fred Tornow, the company’s 
leading producer in Buffalo, N. Y. Mr. 
Tornow, who has qualified as a million 
dollar writer many years, gave a num- 
ber of important sales tips. Among 
other things he strongly recommended 
regular working hours. He spends two 
evenings a week working on material to 
present to his prospects, after putting in 
full days on the street. 

Mr. Tornow, who specializes in pro- 
gramming large lines, usually has three 
or four interviews before he sells a pros- 
pect. He gets acquainted on the first, 
gets his information and the man’s poli- 
cies, if possible, on the second, and pre- 
sents his proposal on the third. In most 
cases he gets a check for the first pre- 
mium when he takes the application. The 
Buffalo agent also stated that he has 
found it worth while to send birthday 
cards to children of his policyholders as 
well as to the clients themselves. He 
has gotten good reactions. Questioned 
as to the use of the telephone, Mr. Tor- 
now remarked that he only uses the 
’phone to make appointments with people 
he knows quite well. 

Hahn Sells Older Men 

The next speaker, Albert R. Hahn of 
Philadelphia, was frank in admitting that 
he doesn’t like or use cold canvass or 
standardized sales talks; that neither 

(Continued on Page 13) 





CLIFFORD L. McMILLEN, 
General Agent, New York 





HARRY L. RICKER, 


Assistant Secretary 





Urges Agents To Sell 
Instalment Options 


HARRY R. RICKER’S ADDRESS 





Assistant Secretary of Company Says 
Business Written for Specific Pur- 
pose Will Aid Conservation 





Harry R. Ricker, assistant secretary 
of the Northwestern, gave a thorough 
discussion of the problem of “Building 
for Permanency,” in an address before 
the Monday afternoon session of the 
convention. He stressed the point that 
the agent’s business will stay on the 
books usually if it is written for a defi- 
nite purpose and especially if it is ar- 
ranged on an instalment option basis. 
Through years of experience of handling 
cases in the home office, Mr. Ricker said 
that he had come to the conclusion that 
when there is a fixed purpose a policy- 
holder will not drop or even borrow on 
his insurance except as the last possible 
resort. 

The necessity of agents’ adapting their 
clients’ settlement options to conditions 
of the present was emphasized by the 
speaker. He pointed out how an inves- 
tigation of many old policies at the home 
office had disclosed that a great number 
were not adjusted to the present situa- 
tion of the policyholder. Moreover, es- 
necially in the past few years, loans had 
become prevalent, and after they are 
taken, agents as a whole take too little 
interest in re-establishing the man’s in- 
surance along the original lines set out. 
In other words, said Mr. Ricker. through 
improper attention, the policyholder’s in- 
terest can easily be thwarted. 

A Good Attention Getter 

Settlement option presentations were 
recommended by the speaker to be one 
of the agent’s best attention getters. No 
agent needs to postpone presenting this 
feature, for no policy is too small to be 
nlaced on an ontion basis, Mr. Ricker 
declared. The maiority of policyholders 
still know little about these options or 
what they can accomplish but are ac- 
customed to dealing with lump sums in 
insurance. The sneaker then discussed 
in detail the Northwestern’s various 0»- 
tions, citing the particular instances when 
each were advantageous. Among other 
things he stressed the value of reason- 
ably flexible options. so that the policy- 
holder would not he tied down too close- 
ly to a program which might not suit his 
future needs. The arrangement should 
he elastic to a certain extent, providing 
for contingencies. Funds for emergency 


(Continued on Page 20) 
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ORE and more, General Insur- 
M. ance Agencies are finding Life 

Insurance a source of substan- 
tial income. In choosing a Company 
to represent, certain factors are ex- 
tremely important. A group of Gen- 
eral Insurance Agencies has found the 
Home Life a thoroughly satisfactory 
company to represent, for the follow- 


ing reasons: 


Impregnable Strength 


1. It is one of the oldest legal re- 
serve Insurance Companies in the coun- 
try, with a background of 71 years’ 
unquestioned and unquestionable ser- 
Founded in 1860, it has built 


consistently to a position of importance 


vice. 
in the business. For 71 years its name 
has been synonymous with high ideals 


and impregnable strength. 


Investment Security 


2. No one thing is so important in 
the business of Life Insurance as un- 
questioned security. A review of the 


Company’s last annual statement re- 


veals an impregnable financial condi- 
tion. After providing for all liabili- 
ties and assigning funds to take care of 
all contingencies, the report shows un- 
assigned surplus in excess of $3,000,- 
000, while $75, 


000,000. 


assets total over 


Expansion Program 


3. The Company is now expanding 
and growing at a greater rate than in 


any previous period, as indicated by the 


following totals of Insurance in 
Force: 
1860 — Incorporated 
1910 — $100,000,000 
1920 — 200,000,000 
1926 “= 300,000,000 
1931 o- 400,000,000 


This type of growth lends to prestige 
A 


growing company is always a good one 


and creates greater opportunities. 


to represent. 





Sympathetic Leaders 
4. At the head of the Home Life 


are officers who know the problems and 
The President 
of the Company, James A. Fulton, 


needs of the field men. 


started with a rate book, has hired and 


trained agents—and therefore, senses 





least important part of which is a well- 
rounded folio of printed sales helps. 


Preferred Company 


6. The keynote of the Company’s 
present development is its Preferred 
position. The new Preferred Life 
Plan—which enables the better than 
average risk to effect a savings on his 
insurance, just as impaired risks have 
to pay an additional charge—has done 
more than establish a new principle of 


underwriting. It has created a higher 














A MESSAGE FROM THE PRESIDENT 





CITY HALL SQUAR 





In this booklet just issued, James A. Fulton, President 

of this Company, talks directly and personally to the 
man who is contemplating entering the Life Insurance 
business. If you would be interested in seeing a copy, 


it will be a pleasure to send you me upon request. 


HOME LIFE INSURANCE 
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A COMPANY OF OPPORTUNITY 














the factors which make for agency 
success. 


Complete Equipment 


5. One result of this type of leader- 
ship is an equipment which is com- 
plete in all details. Home Life agents 
have in their kit a complete array of 
saleable contracts, meeting every mod- 
ern need. Further, they have at their 
command modern equipment for aiding 


in the sale of these contracts, not the 





type of business and attracted a higher 
type of agent. It has distinctly made 


the Home Life a Preferred Company. 


Liberal Contracts 


7. The contracts given those who 
the 


among the most liberal in effect to- 


associate with Home Life are 


day. In addition to the usual features 
has been added the principle of Com- 
plete Vested Renewals—no penalties or 


deductions in case of termination for 





any cause. This applies both to agents 


and general agents. 


Keen Understanding 


8. Throughout the relationship of 
Home Office, Agency and Field man 
there is a remarkable spirit of unity, 
cooperation and understanding. Needs 
and developments are quickly sensed 
and improvements in equipment or or- 
ganization are made as changing times 
create the need. This was one of the 
first companies to adopt the Preferred 
Risk Plan. 
with the Family Income Plan. 
first 


It was one of the pioneers 
It was 
Educational 
The newly 


nized investment interest in Life In- 


with its unique 


Agreement Plan. recog- 


surance has been recognized with 
policy contracts attractive as invest- 
ments. In the matter of agents’ con- 
tracts, the Home Life has been among 
the first to add Vested Renewals. As 
the future opens up new trends and 
ideas, the Company will continue to 
respond with this spirit of understand- 
ing and will supply future needs as 
This is 
more than a matter of agent’s benefit— 


it Policyholder 
which adds to Company prestige at 


rapidly as conditions warrant. 


is a service to the 


large. 


Friendly Spirit 


9. The picture of the Company’s 
attitude is, perhaps, most clearly given 
in this statement made by Ethelbert 
Ide Low, Chairman of the Board, at 
the initiation of the present program 
of expansion: 

“I am ambitious that this Company 
shall not only give to its policyholders 
the ultimate in Life Insurance service, 
but that it shall be a good. Company 
to work for. I want it to offer to the 
men and women associated with it the 
widest scope for the exercise and de- 
velopment of their abilities and th: 
»pportunity to go just as far as those 
abilities and their ambition will carry 
them.” 

Every move which has been made 
since—every move which will be made 
in the future—contemplates carrying 


out the spirit of this statement. 





T HE HOME LI 


F E 


INSURANCE COMPANY OF NEW YOR K 





om 
a) 
Par 
Sa 





cc 


E. E 
W. 
\ 
Th 
for t 
nual 
Mutt 
tiona 
ing z 
a rec 
most 
E. 
gene 
W. | 
treas 
were 
City 
Harc 
Riple 
ham, 
Ge 


= was 


ee 


iy «at 
a aia 


rang 
Gooc 
son, 


fibc yn 
Re ch 
burg 
Mon 
Pear 
suff. 








any’s 
riven 
bert 
L. -at 


ram 


pany 
ders 
vice, 
pany 
» the 
; the 

de- 

th: 
hose 


arry 


nade 
nade 


ying 


IA 





A 



















8, 1932 


January 












THE EASTERN === 
UNDERWRITER 








Ra SPREE LR ARE 











Northwestern 


Mutual 


Meeting 





COMMITTEES DO GOOD WORK 





E. E. Lincoln, George J. Kutcher and 
W. J. Cunningham Led Committees 
Which Arranged Valuable Meet 


The committees which paved the way 
for the success of the seventeenth an- 
Northwestern 
excep- 


nual convention of the 
Mutual’s Eastern agencies did 
tionally good work not only in arrang- 
ing a valuable program but in corralling 
a record-breaking attendance as well. Al- 
most 500 registered during the two days. 

E. Lincoln of Rochester, N. Y., was 
general chairman of the convention and 
W. F. Hazleton, Providence, R. IL, the 
treasurer. On Mr. Lincoln’s committee 
were: Clifford L. McMillen, New York 
City; Herbert L. Smith , Harrisburg; 
Harold W. Gardiner, Baltimore; Erroll 
Ripley, Pittsburgh, and W. J. Cunning- 
ham, Charleston, W. Va. 

George J. Kutcher, New York City, 
was chairman of the committee of ar- 
rangements and was assisted by O. L. 
Gooding, Newark, and William F. Atkin- 
son, Brooklyn. 

’, J. Cunningham was head of the 
registration and acquaintance committee. 
The other members were: Joseph H. Al- 
fibone, Syracuse; Fordyce W. Cowing, 
Rochester; Eugene J. Kersting, Clarks- 
burg; Warren E. Lisle, Troy; Frank L. 
Montague, Jr., Richmond; Edward D. 
Pearce, Baltimore, and Fred N. Tornow, 
Buffalo. 





MAKE HIT WITH PLAYLET 


Members of Philadelphia Agency Put On 
“What Price Policy Loans,” Skit 
Given at National Convention 

An effective presentation of the play- 
let, “What Price Policy Loans,” by mem- 
bers of the Philadelphia Agency of the 
Northwestern opened the afternoon ses- 
sion on Monday, at which Herbert L. 
Smith, general agent at Harrisburg, Pa., 
presided. This playlet was written by 
L. L. McAlister, superintendent of agen- 
cies of the Pilot Life and was performed 
at the last convention of the National 
\ssociation of Life Underwriters with a 
great degree of success by the Pilot Life 
Players. 

The Philadelphia agents, under the di- 
rection of Robert A. Anderson, likewise 
gave skillful performances and were 
warmly applauded. Those taking part 
were: Jefferson F. Pool, Helen Wein- 
Dorothy Nash Hoeger, Charlotte 
Anderson, F. Wells McCormack, James 
E. Carr and George S. Oppenlander. 

Mr. Pool played the role of a life un- 
derwriter who spent several hectic days 
trying to straighten out unfortunate cir- 


berg 


ORLEN L, GOODING, 
General Agent, Newark 








Quiz Session 
(Continued from Page 11) 


came naturally to him. He fits his pres- 
entation to the particular case before 
him. It was brought out by Chairman 
Kutcher that Mr. Hahn has been espe- 
cially successful in selling older men, al- 
though he is only twenty-nine, and he 
was questioned about this. 

“I believe in showing respect but not 
fear for age,’ Mr. Hahn answered. 
“Many older men today are aware that 
they are not as wise as they thought in 
the past and usually will listen to the 
young fellow who approaches them re- 
spectfully. Especially since the market 
crash have I found them receptive. 
Many feel that they may be able to grasp 
some new ideas about insurance and are 
more sold on the safety angle than ever 
before.” 


Recommends Circularizing 


Ernest H. Earley of the Atkinson 
agency in Brooklyn was introduced as an 
agent who had been successful from his 
start in 1923. His cases average over 
$11,000 in size and he paid for 107 lives 
last year. Earley gave much of the credit 
to his systematized hard work and to 
the use of a direct-by-mail advertising 
system. He usually makes sixty to sev- 
enty calls a week and has an average of 
seventeen interviews. He is in his office 
at eight-thirty in the morning and sel- 
dom arrives home before seven- thirty in 
the evening. 

Putting commissions into procuring 
further business through advertising and 
other channels was recommended by 
Earley, who has on his mailing list 4,000 
persons. He usually circularizes pros- 
pects and then follows up his letter in 
three or four days. Earley also empha- 
sized that when he encounters a great 
number of objections, he usually with- 
draws and returns for an interview at a 
later date. He has found this to be 
worthwhile, for men’s moods vary. 

Others who were called on were Eu- 
gene J. Kersting, district manager in 
Clarksburg. W. Va., who kept the audi- 
ence laughing with his humorous re- 
sponses, and Edward D. Pierce of Bal- 


timore, who has established a continuous 
weekly production record of sixteen 
months. 





cumstances which had developed as the 
result of loans which his policyholders 
had taken on their policies. In most 
cases the trouble had been due to his 
not having properly serviced his policy- 
holders and kept in touch with their af- 
fairs. 


ERROLL RIPLEY, 
Special Agent, Pittsburgh 





GIVE PRIZE DEMONSTRATION 


F. George Clendaniel and J. Hicks Bald- 
win of Washington Stage Effective 
Sale for Convention 


A Northwestern prize-winning 
demonstration by F. George Clendaniel 
and J. Hicks Baldwin of Washington, D. 
C., served to auspiciously close the Mon- 
day business session. Chairman Herbert 
L. Smith, in introducing the participants, 
said that the Washington agency had 


sales 


used this sales talk during the past 
year with considerable success. 
As the agent Mr. Clendaniel aroused 


the interest of the prospect (Mr. Bald- 
win) by the approach, “I’d like to give 
you a brand new idea.” He then proceed- 
ed to prove that life insurance is an in- 
vestment which will cover the four im- 
portant crises which arise in a man’s life: 
unemployment, disability, retirement and 
death. Mr. Baldwin, as the average 
prospect, was keenly interested because 
he had never thought of life insurance as 
much of an investment before. When he 
became aware of the shortcomings of 
other forms of investment in compari- 
son, as pointed out by Mr. Clendaniel, 
he became enthusiastic. 

Two of the statements which helped 
close the prospect were these: 

“You can get a lot of fun out of pay- 
ing premiums when you realize that you 
are providing for the four main contin- 
gencies of life.” 

“There is one thing that all my clients 
are enthusiastic about in my investment 
proposal—_they know that they can’t 
lose.” 

In next week’s issue The Eastern Un- 
derwriter will run the complete presenta- 
tion as developed by the Washington 
agents. 





BALDWIN WINS CONTEST 


Washington Agency Awarded Plaque for 
Producing Greatest Volume in East- 
ern Agency Competition 

The A. L. Baldwin agency of Wash- 
ington, D. C., which had a heavy repre- 
sentation at the convention, was awarded 
a silver plaque at the banquet on Mon- 
day evening for leading in the inter- 
agency contest carried on during the past 
year. Of eight competing Eastern agen- 
cies, the Washington crowd produced the 
greatest volume. 

General Agent Baldwin has four sons 
associated with him, one of them being 
J. Hicks Baldwin, who participated in 
the conipany’s prize-winning sales pres- 
entation which was given at the Monday 
session. 





Photo by 
HERBERT L. SMITH, 
General Agent, Harrisburg 
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“Watch Your Prospect,” 
Says Herman Duval 


WAY TO GAIN CONFIDENCE 





New York Producer Cites Methods 
Which Have Helped Him Write 
$28,000,000 of Business 





A variety of sound and usable selling 
ideas were given to the convention on 
Tuesday morning by Herman Duval of 
the McMillen agency in New York City, 
who in seventeen years of life insurance 
selling has written more than 2,200 lives 
for a total of $28,000,000 of business. An 
interesting thing about Mr. Duval is that 
he still continues to write a great num- 
ber of small policies along with his many 
iarger sized ones. 

The New York agent emphasized that 
he seldom attempts to close business on 
the first interview; that he uses this pe- 
riod to get acquainted with his prospect 
and get the desirable personal informa- 
tion and he then returns at a later date 
with a definite proposition developed 
from this information. He also empha- 
sized that he does not use a prepared 
approach, but attempts to adapt his con- 
versation to the particular situation at 
hand. 

“Watch the man you are talking to 
closely at all times,” Mr. Duval recom- 
mended. “Keep looking directly into his 
eyes. You'll find this has many advan- 
tages.” 

Mr. Duval gives a lot of credit for his 
success to his supreme confidence in life 
insurance. He believes that the agentgi 
in every respect a professional man. “On 
the average,” he said, “the life insurance 
man does as much if not more good than 
the minister or surgeon. His opportunity 
is greater; he usually has more places 
to do good. In protecting homes, help- 
ing to educate children, providing funds 
for old age and in innumerable other 
ways he has a magnificent opportunity 
to be of service to his fellowmen.” 

“Don’t Stay Too Long” 

Other tips given to the Northwestern 
men by the New York agent were these: 

“Never stay in a prospect’s presence 
after your main missicn is fulfilled. As 
soon as he has signed the application or 
promised to be examined or granted you 
a definite appointment in the future, or 
whatever your goal may be, get out of 
his office immediately. Experience has 
shown me how often men change their 
mind and I always gracefully withdraw 
as soon as possible after an interview is 
completed. 

“My advice to new agents would be 
that they study their policy contracts 

(Continued on Page 21) 


Bachrach 
HAROLD W. GARDINER, 


Supervisor, Baltimore 































Co ntinental American 
In Strong Position 


GAINS IN ALL DEPARTMENTS 





Under New Disability Plan Will Issue 
Benefit in Three Different 
Ways 





Each year the Continental American 
Life of Wilmington presents an unusual- 
ly strong annual statement and this year 
is no exception notwithstanding the un- 
favorable economic conditions with which 
all companies had to contend. The past 
year was one of substantial progress and 
growth for the Continental American. 
Surplus funds, over and above capital and 
a reserve of $295,507 for fluctu- 
mortality, etc., 


including 
ations in security values, 
$81,406. Assets increased 
7% and are 14% greater than the legal 
and all other liabilities, a margin 
than 


increased by 


reserve 
of safety for policyholders more 
great as the average. 

branch offices were estab- 


twice as 

Four new 
lished during the 
force 


more than three times the estimated av- 


year. Insurance in 


increased 4%—a rate of increase 


erage for all companies. Of the new 
business, 80% was in policies of $5,000 or 
more, averaging from two to three times 
as much as the combined average for all 
companies, 

The investment position of the com- 
pany is excellent. karm mortgages 
amount to only 3.7% of the assets. 
St@cks are valued at the market as of 
December 31, 1931. Mortgages on city 
properties are 35.9% of assets; all such 
loans are within 00% of a conservative 
valuation and the bulk of them are guar- 
anteed, both as to principal and interest, 
by the strongest surety companies ; and 
with the sole exception of one loan of 
$3,000 no interest is overdue. 


New Disability Plan 


Beginning with the new year the Con- 
tinental American will issue three forms 
of disability benefits—(1) waiver of pre- 
mium only; (2) waiver of premium and 
’%4% monthly income; (3) waiver of pre- 
mium and 1% monthly income. 

The waiting period has been changed 
from four months to six months for both 
the waiver and income benefits. The 
waiver only benefit covers disability oc- 
curing before age 60 and premiums are 
W aived for life or until recovery. The 
income benefits cover disabilities occur- 
ring prior to age 55. In the case of 
Endowments, all disability benefits cease 
upon maturity of the Endowment; but 
under Whole Life, Limited Payment Life 
and Family Income policies, the benefits 
continue until death or recovery. 

The 1% income benefit will be issued 
to salaried and steadily employed wage 
earning men. It is interesting to note 
that, by actual count, more than one-half 

of the persons under disability benefits 
in 1931, come within this category. The 
14% income benefit will be issued to men 
who do not come within this category, 
such as professional men and those en- 
gaged in business for themselves. 

Self-supporting and wage earning 
women will be accepted for the waiver 
benefits, at double the standard rates. 
The income benefit will not be issued 
beyond age 50, and the waiver benefit 
not beyond age 55. The maximum limits 


NEW CHIEF EXECUTIVE 





Career of Judge Charles Irving 
Dawson of Louisville, President 
of Missouri State Life 








CHARLES I. 


JUDGE DAWSON 

Judge Charles Irving Dawson of Lou- 
isville came suddenly into the insurance 
spotlight when he was named as the 
compromise candidate for the presidency 
of the Missouri State Life by the oppos- 
ing factions seeking control of that com- 
pany. He was reluctant to turn away 
from his judicial career and at one time 
during the negotiations announced that 
he had withdrawn his name from consid- 
eration but on the condition that he 
would have a free hi and in the admin- 
istration of the company’s affairs he re- 
considered this decision. 

Judge Dawson is a native of Kentucky, 
having been born in Logan County, Feb- 
ruary 13, 1881. He studied at Bethel 
College and the University of Kentucky, 
after which he taught school for three 
years. Subsequently he read law in the 
office of Judge Crewdson at Russellville, 
and started the practice of law in 1905. 
He served eight years as county judge of 
Bell County and later was attorney gen- 
eral of Kentucky for four years. He was 
the Republican nominee for governor in 
1923 but was defeated. At about this 
time Judge Dawson became the law part- 
ner of Ernest Woodward in Louisville, 
remaining with the firm until he was ap- 
pointed by President Coolidge at U. S. 
District Judge for the western district of 
Kentucky in 1925. 





GUARDIAN CHICAGO MANAGER 

The Guardian Life of New York has 
appointed Martin A. Zitzmann as man- 
ager of its second agency in Chicago. 
Mr. Zitzmann is a graduate of the Life- 
Trust Institute and a member of the 
board of directors of the Chicago Asso- 
ciation of Life Underwriters. He has 
been actively engaged in production and 
organization work in Chicago. 





of this company will be $25,000 of insur- 
ance with 1% income benefit; $50,000 
with the %4% income benefit, or $100,000 
with waiver only. 

Rates per $1,000 Whole Life, at age 35, 
are $27.07 with the 1% income benefit; 
$25.59 with the 44% income benefit; and 
22.33 with waiver of premium only. 









He sells something that everybody needs—the 
protection afforded by United Life policies which 
contain ALL IN ONE CONTRACT: 


LIFE INSURANCE WITH DOUBLE AND 





TRIPLE INDEMNITY FOR ACCI- 
DENTAL DEATH 
NON-CANCELLABLE, NON-PRORATA- 


BLE WEEKLY ACCIDENT INDEMNITY 


WAIVER OF PREMIUMS FOR TOTAL 
AND PERMANENT DISABILITY 


In addition to attractive policy contracts in the 
form of ordinary life, limited payment life, en- 
dowments, monthly income, educational endow- 
ments, and juvenile insurance he offers 


THE INCOME INDEMNITY CONTRACT 
—THE NEVER FAILING SUBSTITUTE 
FOR THE SALARY CHECK 


His advice to ambitious agents is this: Get in 
touch immediately with 


UNITED LIFE AND ACCIDENT INSURANCE COMPANY 
Home Office: UNITED LIFE BUILDING 


Concord, New Hampshire 
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THE LINCOLN NATIONAL LIFE INSURANCE 
FORT WAYNE , INDIANA 


COMPANY 











Sales Possibilities Undeveloped 
in Maryland! 


We have some of the Best Counties in the State Open. 
Generous Contract . . . Full Policy Service 


Sincere Home Office Cooperation 


GEORGE WASHINGTON LIFE INSURANCE COMPANY 


Charleston, West Virginia 

















A GOOD COMPANY TO REPRESENT 


THE COLONIAL LIFE INSURANCE CO. 
of AMERICA 
Home Office — Jersey City -— New Jersey 
INDUSTRIAL and ORDINARY 


Thirty-four Years Serving the Public 
Opportunities for Reliable Agents 


REPRESENT A GOOD COMPANY 

















GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 





17-23 John Street, New York 
COrtland 7-8300 





MANAGERS 


INSURANCE CO. satica 


Home Office, 50 Union Square, New York City 








Uptown 122 East 42nd St.—LExington 2-6715 
—Plown 245 Fifth Ave.—AShland 4-1772 
578 Madison Ave.—Wlckersham 2-2627 
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Berkshire Life Makes 
Three Agency Changes 


SIEGRIST CONNECTICUT AGENT 





Byron C. Howes Appointed in Chicago; 
Charles E. Petillon Takes Over 
Minneapolis 





Three general agent appointments 
were made by the Berkshire Life taking 
effect on January 1. They were Howard 
I. Siegrist, made state general agent for 
Connecticut; Byron C. Howes, general 
agent at Chicago, and Charles E. Petil- 
lon, Minneapolis general agent. 

Mr. Siegrist is head of the Howard I. 
Siegrist general agency of Bridgeport, 
Conn. Walter S. Campbell is manager 
of the life department of the agency. 

Mr. Siegrist was with the life depart- 
ment of the Travelers in St. Louis for 
a number of years, and was assistant 
manager of that company in Chicago sev- 
eral years ago. The Siegrist agency, 
which handles a large volume of fire and 
casualty business, has always had an 
active life department. Mr. Campbell, 
manager of this department, was former- 
ly with the Mutual Life of New York. 

Byron C. Howes entered the life in- 
surance business in 1910. He was presi- 
dent of the Chicago Life Underwriters 
Association for two terms. A graduate 
of the University of Chicago and con- 
nected with many civic organizations, he 
was for many years with the Union Cen- 
tral in Chicago and has recently been 
with the Alexander E. Patterson agency 
of the Penn Mutual Life there. 

Charles E. Petillon, manager of the 
life department of the W. A. Alexander 
Co. agency of Chicago, who has now 
taken over the Minneapolis agency, is 
president of the Life Trust Conference 
Club of Chicago. He is a graduate of 
the Knox School of Salesmanship, the 
Life Trust Institute of Chicago and the 
Penn Mutual Managers School. 





P. W. EAMES GENERAL AGENT 





State Mutual Life of Worcester Ap- 
points Visual Sales Plan Designer 
In Kansas City 
Prescott W. Eames, well known for his 
visual sales service, has been appointed 
general agent for the State Mutual Life 
of Worcester in Kansas City, Mo. He 
took over the office January 2, succeed- 
ing James M. Hickey, who has resigned. 

Mr. Eames was born in Delphos, Kan. 

In college he specialized in engineering 
and teacher training, and the influence 
of these studies is seen in the Eames 
Service, widely used by insurance sales- 
men. His life insurance career started 
shortly before the outbreak of the World 
War. He has been producer, general 
agent, home office official and been en- 
gaged in sales promotion work. 
Before entering life insurance he had 
been for ten years a teacher and much 
of his insurance work has been along 
educational lines. 





J. S. MYRICKS’ DECEMBER 


he paid-for business for the Julian S. 
Myrick agency of the Mutual Life for 
the month of December, 1931, was $2,- 
554,616 as compared with $2,764,092 for 
1930. For the year the total paid-for 
business amounted to $35,621,227 as com- 
pared with $42,723,403. 





_ LOANS IN FINE SHAPE 
¢ cornelius J. Shea, president of the 
State National Life of St. Louis, in a 
bulletin to stockholders of the company, 
States that no real estate loan owned by 
the company is delinquent either in 
Principal or interest payment. 





HAIGHT, DAVIS & HAIGHT, Ine. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Kansas City 








Omaha 









Travelers Cos. Premium 

Income $184,974,000 
LIFE PREMIUMS ARE $109,723,000 
The Paid-For Business More Than 


$700,000,000; Life Premiums Show 
Gain of $3,604,000 


Always Looking 





field workers. 





The cash income from premiums of the 
Travelers group of companies last year 
exceeded that of the boom year of 1929 
and came within 27/100 of 1% of the pre- 
mium income of 1930. In cash premium 
income December, 1931, was the largest 
month the companies ever had. The last 


UNION MUTUAL LIFE 
Incorporated 1848 


Insurance Company 
Portland, Maine 








For those who want to be associated with a Company that 
has age, stability and deals in a friendly, uplift way with 











day of December was the largest day in 
cash premium, income the funds reach- 
ing Hartford on that day exceeding 

New life insurance paid for last year 
was more than $700,000,000 and premiums 


received from life insurance during 1931 


: (b) acquired since 
Canada Valuations 1930, and not in 


(Continued from Page 1) 1931; 
of annual statements for the year ending 


1 (b) above, 
December 31, 1931, as follows: (a) and (b) abov 


December 


a, 


default, the 


book values as at December 31, 


(c) other than those mentioned in 


the market 


values as at December 31, 1931. 


exceeded those of any previous year. The 1. For bonds and debentures: 2. For preferred and common stocks: 
total life insurance premium income was (a) held on December 31, 1930, and (a) held on June 30, 1931, and not 
$109,723,000, which exceeded 1930 by not since disposed of and not in since disposed of, the market 
$3 604,000. default or intrinsically depreci- values as at the said date; 


ated since the said date, the (b). acquired since June 
market values as at December 


31, 1930; 


The cash income from premiums of all 
classes for 1931 was $184,974,000 and the 


total income from all sources $216,829,000. 1931.” 


30, 1931, the 


book value as at December 3i, 











NEW YORK LIFE IS 
ON THE AIR 


HOUSANDS of congratulatory letters about our radio programs have 

been received. The purpose of these broadcasts is primarily to promote 

the conservation of insurance; and the Company hopes that life insurance, 
in general, as well as the New York Life will benefit. 


The agents of all companies are invited to tune in 
on our programs every Tuesday evening 
on any of the following stations: 


9:30 Eastern Time .......... New York .......... (WJZ) 
te ee me Ddawiewaren ee (WBZ) 
te ee ee CO ares y Springfield ....... (WBZA) 

ce ee cde oo Baltimore ......... (WBAL) 
te ee PP scams Richmond ........ (WRVA) 
ee ee _; eee: i Rochester ........ (WHAM) 
ee te sy Cleveland ........ (WGAR) 
ee ee ist ee ay eee Pittsburg awe stake (KDKA) 
te ee gar rer cerry ee ance nce (WJR) 
te ee eT eT eee Cincinnati ......... (WLW) 

8:30 Central Time ........... NE see > aise (WENR) 
te te eae er ee See (KWK) 
te e ee ee eee Kansas City ....... (WREN) 
te e fy eweanewes Council Bluffs, Ia... .(KOIL) 


NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, New York, N. Y. 





HOME OFFICE BUILDING 
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Nat'l Insurance Day 
Articles by Life Men 


PERTINENT SUBJECTS COVERED 





J. D. E. Benedict, L. Seton Lindsay, A. E. 
N. Gray, John A. Stevenson, Stewart 
Anderson and Others Take Up Pen 


Life Insurance Day—January 21—is at- 


tracting a great deal of attention in the 
daily newspapers devoting 
considerable space to the subject. Life 
insurance is more popular today than it 
ever was before. The 1932 Life Insur- 
Day Committee, headed by Chair- 
man Albert G. 
fine work in having articles prepared for 
papers which want 
In addition to 
which are 


which are 


ance 


Borden, has been doing 


use of those daily 


material on the subject. 
half a dozen good editorials, 
being run by hundreds of newspapers 
throughout the country, a number of ar- 
ticles have been prepared on such sub- 


jects as these: “Life Insurance Replaces 
Lost Values,” “Life Insurance Conserves 
Estates and Safeguards Business,” “Life 


Insurance the Unexcelled Investment.” 


“Life Insurance in the Family,” “An Old 
Saw but Good Teeth,” “Your Idle Dol- 
lars Put to Work Are Better Than Any 


Dole,” “Insurance for Widows,” “Worth 
the Price,” “Why Life Insurance Is 
Safe,” “Life Insurance Is Thrift.” 
Among prominent people in the busi- 
ness who have written articles for the 
committee are L. Seton Lindsay, New 
York Life; Albert E. N. Gray, Pruden- 


Business Men’s As- 
Benedict, Metro- 
Pilot Life; 
Mutual; 
John 


tial; Chlo Peterson, 
surance Co.; J. D. E. 
politan Life; Bart Leiper, 
Nelson A. White, Provident 
Stewart Anderson, Penn Mutual; 
A. Stevenson, Penn Mutual. 


Suggested Programs 


The committee has suggested the fol- 
lowing program for agency officers for 
National Life Insurance Day: 

The agency officer to at once notify 


and general agents of the 


21, 1932. 


all managers 
date, January 

The agency officer to suggest to each 
manager and general agent that he hold 
an agency meeting a day or two before 
Life Insurance Day. 

Suggest to agents that they call on five 
old policyholders and five new prospects 
on Life Insurance Day. To help the 
agents in doing this the home office or 
the agency to offer to send out ten let- 
ters for each agent on the Life Insurance 
Day Committee’s letter paper. 

Special overprinted application blanks 
to be distributed for Life Insurance Day. 

Use the Life Insurance Day Commit- 
Yellow Bulletin paper for at least 
one message to reach the entire agency 
force of the company. 

The company house organ to feature 
Life Insurance Day sales suggestions for 
two issues preceding the day. One issue 
of the organ to be a canvassing 
issue. 

At least one organized sales talk with 
marginal notes to be given to agents. 

Special envelope stuffers carrying a 
reference to Life Insurance Day to be 
enclosed with premium notices mailed 
during Janus ry. 

\ company’s ni ational advertising which 
appears in January, and in insurance 
trade papers, to carry a reference to Life 
Insurance Day. 

Speci imens of any 
used in this connection to be 
to agents 

One and two column newspaper adver- 
tisements to be furnished to agents to 
use in their local newspapers, electros to 
be supplied free of charge. 


tec s 


house 


national advertising 
distributed 


H. M. SHAW MAKES CHANGE 

H. M. Shaw, formerly superintendent 
of agents with the Frank Pennell Agency 
of the State Mutual in New York City, 
has joined the Clifford L. McMillen 
agency of the Northwestern Mutual. He 
spent eight years with the Massachusetts 
company. 





To Honor Old Policy- 
Holders January 21 


LIFE INSURANCE DAY FEATURE 


Managers Originate Clever 


Will Give Lunch to Three 


Pioneer Insured 


Brooklyn 
Idea; 





the United 


Associations 


In numerous cities of 
States life 


will endeavor to find the oldest policy- 


underwriters 


a con- 
lun- 
their standing 


holders carrying insurance over 


tinuous period, and will give them 


cheons in recognition of 
by the institution of insurance so loyally. 
The idea originated in Brooklyn with 
the managers and general agents’ asso- 
ciation of that borough, and is part of 
the Life Insurance Day program. Life 
Insurance Day is January 21 and many 
meetings and luncheons will be held 
then. 
The 
ciation 


president of the Brooklyn asso- 


is George A. Kederich, manager 


New York Life; secretary is Gilbert V. 
Austin, general agent Aetna Life; other 
members of the committee being H. H. 
Letcher, Equitable Life Assurance So- 
ciety; J. A. Eckenrode, Penn Mutual; 
John H. Scott, Home Life; Warren E. 
Diefendorf, Mutual Life; S. S. Voshell, 
Metropolitan Life, and R. G. Engelsman, 
chairman of Life Insurance Day, Life 
Underwriters Association of New York. 

3rooklyn has some of the oldest gen- 
- il agencies in the country. The W. 

Atkinson agency of the Northwestern 
faced Life was opened fifty-four years 


ago. 





R. H. KEFFER FIGURES 

R. H. Keffer, general agent of the 
Aetna Life at 100 William Street, New 
York City, says that the 100 William 
Street agency paid for $2,338,862 during 
the month of December, 1931, as com- 
pared to $2,204,545 for the month of De- 
cember, 1930. The total business paid 
for by this agency for the year 1931 to 
January 1 was $25,830,302, as compared 
to $35,195,893 for the same period in 1930. 
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Life Agency Officers 
At C. G. Taylor Luncheon 


ALBERT G. BORDEN WAS HOST 





George K. Sargent Tells of Metropolitan 
Life Officer’s Experiences with 
Mutual in Virginia 





Charles G. Taylor, Jr., who is now 
third vice-president of the Metropolitan 
Life, and who until the first of the year 
was one of the chief executives of the 


Association of Life Insurance Presidents, 





TAYLOR 


CHARLES 


was guest of honor at a luncheon ten- 
dered him in the Bankers Club Monday 
by Albert G. 
the 


second vice-presi- 
Assurance 


Borden, 
dent of Equitable Life 
Society. 

Among the guests were Leroy A. Lin- 
coln, Metropolitan; K. A. Luther, Aetna; 
Oliver Thurman, Mutual Benefit; George 
K. Sargent, Mutual Life; H. H. Arm- 
strong, Travelers; John A. Stevenson, 
Penn Mutual; L. Seton Lindsay, New 
York Life; W. W. Klingman, Equitable, 
and James A. McLain, Guardian Life. 

Mr. Sargent told of Mr. Taylor’s ex- 
periences in the Mutual Life’s office in 
Richmond, Va., before the latter joined 
the Virginia Insurance Department. 

Mr. Taylor’s offices at the Metropoli- 
tan Life are those formerly occupied by 
James Victor Barry, who on January 2 
went with the Life Extension Bureau as 
vice-president and director of research. 





Cc. E. THAYER TO BE AN AGENT 





Resigns From Publicity Division of 

Equitable Life Assurance Society; 

Came Here From Chicago 

Charles E. Thayer, a writer on Group 
insurance, economic and industrial sub- 
jects, has resigned from the publicity di- 
vision of the Equitable Life Assurance 
Society and has gone into personal pro- 
duction work. He will be associated 
with the Prosser & Homans agency of 
the Equitable. Mr. Thayer was at one 
time advertising manager of the Stand- 
ard Publishing Co. in Chicago, and he 
came to the head office of the Equitable 
nearly four years ago. 





JOHNSON & HIGGINS GAINS 


The life insurance department of John- 
son & Higgins, general agents for the 
Prudential and the Home Life of New 
York, had a paid-for production for De- 
cember of $1,845,509, exclusive of group 
and wholesale insurance. This compares 
with production of $1,757,000 for the 
same month in 1930, a gain of $88,509. 

The Johnson & Higgins paid life pro- 
duction for the year was $26,633.836 
against a total of $23,741,008, for 1930. 


This represents a gain for the year of | 


$2,892,848 
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Reynolds Pomeroy & Co. 
Made General Agents 


NAMED BY PROVIDENT MUTUAL 





Have Been Doing Large General Insur- 
ance Business; Headquarters in 
Graybar Building, Lexington Ave. 





Reynolds Pomeroy & Co., who have 
been doing a large general insurance 
business in the Graybar Building, Lex- 
ington Avenue, New York City, have 
heen appointed general agents of the 
Provident Mutual. 

Zorn in St. Louis, Mr. Pomeroy’s 
father, a doctor, moved the family to 
Eastern Ontario where he spent his boy- 





REYNOLDS POMEROY 


Reynolds Pomeroy was educated 


hood. 
at Lake Forest College and Chicago- 
Kent College of Law. In 1914 he entered 
the life insurance business with the 
Courtenay Barber agency of the Equi- 
table Life Assurance Society. Coming to 
New York he joined the Charles Jerome 
Edwards agency of the Society in New 
York after seeing service in the Royal 
Flying Corps during the war. He be- 
came branch manager of the Charles 
Jerome Edwards agency at 120 Broad- 
way during 1922 and 1923, and was gen- 
eral agent of the National Life of Ver- 
mont in Philadelphia in 1924-25. Since 
1926 he has been in the general insurance 
business. 
The Organization 

Reynolds Pomeroy & Co. was organ- 
ized in 1926 and incorporated in 1930. It 
now consists of twenty-eight persons, all 
of whom but three being college gradu- 
ates. Its other officers are Norman Kley, 
vice-president; John E. Spence, vice- 
president; J. Harold Hartle, treasurer. 
Mr. Kley, who is in charge of fire and 
casualty insurance, was formerly with 
the Maryland Casualty and later with 
the United States Casualty. He has been 
associated with Reynolds Pomeroy & Co. 
since 1928. Mr. Spence, who graduated 
trom Princeton in 1921, has been with 
Reynolds Pomeroy & Co. since 1929. He 
is in charge of life insurance, his former 
experience having been as supervisor in 
the life department of the Travelers. Mr. 
Hartle was educated at Queens Univer- 
sity in Canada and was connected with 
Canadian and American banks before 
joining Reynolds Pomeroy & Co.. Inc. 
_Mr. Pomeroy belongs to the Bankers 
Club and is a member of the board of 


coversers of the Canadian Club of this 
city. 





LED MUTUAL BENEFIT 

Max Hemmendinger, Newark agent, 
led the Mutual Benefit last year ‘with 
$1.430,500 paid-for. In number of lives 
\lbert P. Steler of Detroit led with 169 
lives for $616,250. Wallace H. King. 
Lima, O., was second in volume and 
lives. He paid for $1,322,300. 


FORM MILWAUKEE ASSOCIATION 


Kenneth W. Jacobs, Jr.. Heads New Life 
Organization; Lester O. Schriver 


Addresses Group 


Kenneth W. Jacobs, Jr., of the North- 
western Mutual Life, has been elected 
president of the new Milwaukee Asso- 
ciation of Life Underwriters, formed in 
the Wisconsin city recently. Some 200 
agents attended the meeting which was 
held at the New Pfister Hotel and or- 
ganization of the group was effected fol- 
lowing an address by Lester O. Shriver 
of Peoria, IIl., secretary of the National 
Association, with which body the Mil- 
waukee Association will be affiliated. 

The following other officers were 
elected: first vice-president, Ray Millar, 
Franklin Life; second vice-president. 
Thomas W. Melham, Central Life of 
Iowa; secretary, Alvin Moser, Aetna 
Life, and treasurer, C. E. Fey, Massa- 
chusetts Mutual. 








MOST USEFUL CITIZEN 

C. C. Day, former vice-president of the 
National Association of Life Under- 
writers, and general agent of the Pacific 
Mutual, has been voted the most useful 
citizen of Oklahoma City. This is in 
recognition of his work for city relief. 
leadership in the Community Fund, Red 
Cross activities, Children’s Service Bu- 
reau work and chairmanship of the city’s 
unemployment relief committee. He won 
over four other men. 





BRITISH PRU POSTERS 


The Prudential of Great Britain is just 
beginning to have the second of its series 
of colored posters exhibited on the 
hoardings of advertising stations in the 
British Isles. This company recognizes 
the value in utility of art in advertising, 
and, in addition to using pictorial post- 
ers in a national campaign, is purchas- 
ing more space in British insurance trade 
journals, weekly and monthly magazines 
and leading daily newspapers. 


TO STOP KNOCKING 





Detroit Managers and General Agents 
Will Avoid Discussing Fimancial Af- 
fairs of Rival Companies 

Some other cities might take a hint 


from the Detroit managers’ and general 
agents’ association who met recently and 
decided to put the soft pedal on any 
statements made about financial condi- 
tions of insurance companies. It all 
grew out of the knocking of one of the 
large life companies, which is going to 
come through with a good financial state- 
ment. The manager of the company got 
peeved at a whirlwind of comment about 
his company and the decision of the 
other managers, some of whom might 
have valuation troubles of their own on 
a December 31 basis, followed as the re- 
sult of a meeting. 





LIFE SUPERVISORS TO MEET 
Men Associated With N. Y. General 
Agencies Will Have Beefsteak 
Dinner February 2 
The Life Supervisors’ Association, 
composed of those associated with New 
York City general agencies doing super- 
visory work among brokers and unat- 
tached agencies in New York City, are 
to have a beefsteak dinner February 2 at 
the Brooklyn Elk’s Club. The committee 
in charge of arrangements for the din- 
ner are Jerry Siegel, Prudential; Lowel! 
Baker, Connecticut Mutual, and Ellis 

Lehman, Massachusetts Mutual. 





COX WITH GARDEN CITY TRUST 

Louis D. Cox has resigned from the 
administration department, trust sectio” 
of the Chatham Phenix National Bonk 
& Trust. New York, to become assistan* 
trust officer and assistant secretarv of 
the Garden City Trust Co., Garden City, 
z.. 4. 
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114% of liabilities 


Only 88% of assets 


14% more than liabilities 





CONTINENTAL AMERICAN 


LIFE INSURANCE COMPANY 
WILMINGTON, DELAWARE 


ORIGINATORS OF THE FAMILY INCOME POLICY 


ANNUAL STATEMENT 
December 31, 1931 


Assets - - - «= -« 


Liabilities “- «© « -« 


Capital 
Excess of Assets { aed 


New Insurance - - - 
86% in policies of $5,000 or more 


Insurance in Force -~ - 
305% as much as ten years ago 


SS 


$14,442,604 


12,718,894 





$ 637,520 


1,086,190 § $1,723,710 


$20,066,682 


$107,941,587 








McNamara To Hold All 
Day Sales Conference 


IT WILL BE ON FEBRUARY 29 





Vash Young, Maurice Bender, Valentine 
Howell and Others Talk At Break- 
fast Meeting of Agencies 





February this year has twenty-nine 
days and on February 29, a Monday, the 
John C. McNamara Organization, gen- 
eral agents Guardian Life, will hold a 
one day’s sales conference which in a 
way will be a preliminary and a stimu- 
lator for the One Day Sales Congress 
of the Life Underwriters’ Association of 
New York. A strong aggregation of 
speaking talent will be on the program. 

That was one of the announcements at 
a breakfast of the agency held in the 
Hotel Commodore on Tuesday. Toast- 
master was Walter E. Knowlton. Speak- 
ers included Maurice B. Bender, head 
of the medical division, Guardian, who 
said that the company’s mortality for 
1931 was low; Valentine Howell of the 
Prudential’s actuarial staff, who dis- 
cussed disability; Vash Young of the 
Equitable, copies of whose inspirational 
book, “A Fortune to Share,” were pre- 
sented to each agent at the breakfast; 
William L. Hadley, secretary of The 
Eastern Underwriter. who recited two 
noems; George A. Miller of the New 
York Evening Post, and John C. McNa- 
mara. 

Mr. McNamara congratulated the 
agents on their December business— 
$3,432,104. In describing the cutting 
down of estates through depreciation he 
said that insurance will build them up 
if correctly presented, and he stressed 
the importance of intelligent presenta- 
tions. 

A happy and humorous feature of the 
breakfast was the appearance of Karl 
L. Wilson, dressed as a hobo, and having 
on his back a sandwich sign, “Old Man 
Depression,” representing 1931; and the 
entrance of R. J. Conklin, as “The Spirit 
of 1932,” and wearing a laurel wreath. 
Walter Knowlton, dressed in judicial 
gown, sentenced “Old Man Depression” 
to the under regions. Philip F. Broug- 
ton, leader of the company, and just back 
from Venezuela, was congratulated on 
his 1931 showing record: 8&4 lives for 
$3,162,000. 


THRIFT COMPANY OFFICERS 
Superintendent Van Schaick Revokes 
Agency Licenses of Three Executives 
of Continental Thrift Corporation 
The license of the Continental Thrift 
Corporation, 420 Lexington Avenue, New 
York, as agent of a health and accident 
insurance company, has been revoked by 
Superintendent Van Schaick. He also 
has revoked licenses of Irving Fischel, 
its president, as agent of three life com- 
panies; of William Schwartz, its secre- 
tary, as agent of four life companies; 
and of Berthold J. Prince, vice-president, 
as agent of four life and two health and 

accident companies. 


UNION CENTRAL PROMOTION 

enry T. Hampe, formerly a personal 
producer of the Sioux City agency of 
the Union Central Life, has been ap- 
pointed manager of the agency to suc- 
ceed Claude M. Sullivan, who recently 
was appointed general agent at Minne- 
apolis. Mr. Hampe has been with the 
company twelve years. 


CONFER ON INTER-SOUTHERN 

The commissioners of Kentucky, Okla- 
homa, Indiana, Arkansas and Tennessee 
conferred last week at Memphis on the 
examination of the Inter-Southern made 
last spring. The question of re-opening 
the examination and putting a definite 
value on the stock holdings of the com- 
pany was under discussion. 


APPOINT J. F. SISSERSON 
James F. Sisserson has been appointed 
assistant secretary in charge of accounts 
of the Mutual Benefit Life as of Jan. 1. 
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Practical Suggestions te Help the Man With the Rate 





Book Increase His Income and General Effickency 


From time to time 

Paths the Phoenix Mutual 

To Good recommends to its 
Reading fieldmen books which 


should aid them in 
business as well as in the art of living. 


Here are the names of some selected 
from a recent company list: 
Mears—Salesmanship for the New Era, Har- 
per. 
Osborne—Self-Management in Selling. Har 
per. 
Dimnet—Art of Thinking. Simon & Schuster. 
Dorsey—Hows and Whys of Human Behavior 
Harper 
Webb & Morgan—Strategy in Handling Peo 
ple. Boulton-Pierce 
Donhan Business Adrift. McGraw-Hill. 
Kitson—Mind of the Buyer. Macmillan. 
Whitehead—Principles of Salesmanship. Ron 
ald 
Ronald. 


Overstreet—Influencing Human Sehavior. 


People’s Institute 


Allen—As a Man Thinketh. Crowell 

Alexander—Thought-Control in Everyday Life. 
Funk 

James— Habit Holt 

Wiggam—Marks of an Educated Man. Bobbs 
Merrill. 

* a * 
The best way in 


Sure Way the world to get a 

To Arouse man to buy more life 

Interest insurance is to get 

him enthused about 

the life insurance he already has, says 

\. H. Chambers of the Bankers Life. 

Give him a chance to tell you about it 

and then he’ll give you an opportunity 

to tell him what your company will do 
for him 

Most every prospect has three fears 
when he sees a salesman. He is afraid 
that he will be bored, that he will be 
tricked through lack of knowledge, or 
that he will be forced to buy something 
he doesn’t want through superior trained 
salesmanship. 

When your prospect looks up from his 
desk and sees you coming, says Mr. 
Chambers, these three fears fill his mind. 
Is your approach, your opening state- 
ment built so that these fears are driven 
away? What interests your prospect? 
He certainly isn’t particularly interested 
in your line of insurance and when he 
tells you he isn’t, he is telling the truth. 

But there is one kind of insurance in 
which the prospect is interested, and 
that is the insurance he now has. When 
you have failed to start a conversation 
in all known ways, you can come back 
to the old time standby and begin talk- 
ing about the insurance the prospect al- 


ready has \nd you may have many 
interesting things to tell him  regard- 
ing it. 


For example, his cash values have in- 
creased. No man objects to being re- 
minded of the fact that he is richer to- 
day than he was a year ago. Then, the 
probability is that his life insurance is 
the only investment he owns which has 
not shrunk in value. That’s good news. 
His life insurance is probably his only 
investment which is not frozen, or at 


least semi-frozen That’s more good 
news. 

So talk about present insurance in 
force. There’s no better way in the 


world of getting a man to thaw out, to 
respond to your questions and listen to 
you, 


Clay Hamlin gave a 


Tips number of worthwhile 
From tips in a recent ad- 
Clay Hamlin dress according to 
Field Service of the 


State Mutual. Here are a few: 

We don’t talk enough in terms of life 
insurance as property; we talk too much 
about life insurance. 

Every agent should write out a writ- 
ten proposal of his prospecting method 
for the month. Also his best sales talk. 

Each generation must acquire its own 
experience although we know that the 
principles never change and that they 
are few. We can’t deviate from funda- 
mentals and avoid trouble. 

Men do things because they MUST or 
WANT to. Get THIS and you will not 
be getting into arguments of net cost. 

What is your capacity for continuous 
performance? Are you trying to look 
too far ahead, forgetting that skill, 
knowledge and ability come slow? There 
is too much time put on planning and 
studying and too little on the firing line. 

* * * 


Changing economic 
conditions are forcing 
some life insurance 
men to make radical 
changes in their pros- 
pecting and selling plans, shrewdly 
comments F. L. Wright of the Provident 
Mutual. They have to seek out new 
classes of buyers and adapt their selling 
plans to present conditions. Many agents 
find their business disappointing because 
it is hard to break away from the friend- 
ly old channels and seek out new pros- 
pects. 


Breaking 
Away From 
Old Habits 


\ man must have the courage to make 
many new calls on new 
pects which he is cultivating, to dress up 
his sales presentation in new language, 
and to secure interviews not upon the 
basis of old friendships, but as the resu!t 
of the interest the approach has aroused. 


classes of pros- 


The older the agent, the longer he has 
been in the business, the more courage 
is required to break new trails. and to 
desert, at least for the time being, the 
comfortable sources of former business. 

Of course, if the old sources and the 
old presentations are securing a satis- 
factory volume of business, stick to 
them. But evidence abounds that there 
has been a decided shift in the matter 
of good prospects within the past few 
months, and that it is the alert agent, 
quick to change his plans, who is capi- 
talizing upon these newer sources. 

ROCHESTER XMAS DINNER 
Club of life 
annual 


Rochester’s “Old Timers” 


underwriters held its second 
and party during the 
holidays with Mortimer R. Miller, 
president of the club, serving effectively 
as toastmaster. W. S. Weaver was in 
charge of arrangements for the enjoy- 
able occasion aided by William R. Punch, 
Warren S. Parks, Embry C. MacDowell, 
W. Herbert Wall, Frank P. Ely and 
Verne H. Chasey. 


Christmas dinner 








1851 Eightieth Anniversary Year 1931 
BERKSHIRE LIFE INSURANCE COMPANY is justly 
proud of its record for past year. 

The marked gain of insurance in force has resulted principally 
from the success and efforts of its loyal field force. 
New policy contracts—keeping pace with public demand. 
“Ask Any Berkshire Agent.” 
BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 





Pittsfield Massachusetts 














Family income 
Policy 


| pte 


rotection for the 


family providing for a regular 
monthly income over a given period and then the Face 
Amount of the policy “er in fuil—is now obtainable 
—— the New Eng 





and Mutual’s New Family Ln- 
come Policy. 
The guaranteed Income Period covers 10, 15, or 20 
years, as elected, beginning with the date of issue of 
the Policy—a seukedal protection until children who 
are living reach the age of self-support. ‘The income 
that will be paid in the event of death of the insured 
to the end of this income period is equivalent to 12% 
r annum on the Face Amount ($100 per month on 
a $10,000 Family Income Policy). Provision is also 
made for the payment of the Face Amount of the 
Policy in full when the income stops. 


New England Matual 


Life Insurance Company 
Post Office Square 
Boston, Mass. 





























The Formula of Success 


IFE INSURANCE can be explained in plain, everyday 
language. The facts can be simply stated. People need to 
be told about life insurance by one who knows life insurance 

and its adaptability. Salesmen of integrity, ability and courage 
who will work systematically and plainly state the facts of life 
insurance service will be Masters of their craft and successful. 


THE MuTUAL LIFE OF NEW YORK, with its long history of 
increasing success, offers opportunity. It writes Annuities and 
all standard forms of life insurance. Double Indemnity Benefits. 
It has many practices to broaden and expedite service for Field 
Representatives and for Policyholders. 


Those contemplating engaging in life insurance field work as 
a career of broad service and personal achievement are invited 
to apply to 


The Mutual Life Insurance Company 


of New York 


34 Nassau Street New York, N. Y. 
GEORGE K. SARGENT 


DAVID F. HOUSTON Vice-President 
resident and 
Manager of Agencies 
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Secrets of Agent Selection No Puzzle 


To E. C. Hoy, Sun Lite Manager 


Agency executives of life insurance 
have long recognized the inherent evils 
in personnel turnover among their field 
forces and have waged a constant battle 
to improve the situation. Today, results 
are beginning to become apparent; skir- 
mishes are being won in some sectors. 
A valuable influence has been the Char- 
tered Life Underwriter movement, for 
agents who take the time and initiative 
to acquire this degree will think twice 
before giving up the business. 

One manager who seems to 
solved most of the secrets of agent selec- 
tion, whose loss ratio is very low, is the 
Sun Life’s manager in Newark, N. J., 
Ernest C. Hoy. Over a period of seven 
and a half years Mr. Hoy has developed 
from scratch a hard-working and 
ductive full-time organization which is 
paying for business at the rate of $8,000,- 
000 annually and which is among the 
first ten of the 155 agencies of the Ca- 
nadian company. 

The picture of the agency’s 


have 


pro- 


March, 
1930 dinner shown on this page graphi- 
cally tells the story of what Manager 
Hoy is accomplishing. Of the forty odd 
agents in the group, there are today only 
from the fold. 
One of these is now an assistant man- 
ager, another has died; so that actually 
only two men of the entire group have 
dropped out. 
Low Lapse Rate 
The Hoy agency also has a remarkably 


four who are missing 


low first year renewal lapse rate. In 
1930 the lapse rate was only 6% and for 
1931, an especially difficult year, the 
agency had a lapse rate of under 8%. 
Asked to comment on how he has been 
able to select nren who become perma- 
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Sun Lire Assunane Co 

of CANACA, MARCH 193° 

ar Hore. RoBaRr TRRAT We WwaRR x « 
Nevinna Priore. Shuere ; 


Dropped Out of the Organization. 


Only Two of This Group of the Hoy Agency 





ERNEST C. 


HOY 
nent rather than temporary adjuncts, 
Mr. Hoy said to this reporter: 

“T try to exercise particular pains in 
selecting men for this work; there are 
many applicants obviously not fitted for 
it. All prospective agents are investi- 
gated thoroughly and must show certain 
qualities before they are given a con- 
tract. For instance, their past records 
must indicate they are not the floater 
type and that they have enjoyed a meas- 
ure of success in their previous pursuits. 

“In my opinion loyalty is an extremely 
important qualification. I always try to 
ascertain whether a man has loyal in- 
stincts, whether he will pull with an or- 
ganization steadily and congenially. Ap- 
plicants are tested in various ways be- 
fore they are accepted. I particularly 


like to find out if a man is industrious, 





To The | 
LIFE INSURANCE FRATERNITY OF AMERICA 


For 1932 — Two Things 
1 — A Wish 
“YOUR HEART’S DESIRES BE WITH YOU AND 
MAY YOU LIVE ALL THE DAYS OF YOUR LIFE” 














| 
2 — A Battle Cry 
“1932 — OPPORTUNITY YEAR FOR 
COURAGEOUS WORKERS AND 
THINKERS” 
Riehle Agency ——Equitable Life 
if 7 bas iii ad if he is punc- tae the chances are they never 


tual. If he doesn’t keep his appointment — will be. 
rigidly with me, I know that he won’t 
with others. Moreover, I never encour- 
‘ge men who do not like selling; if they the 
aren’t enthusiastic about it in the be- 


Raises No False Hopes 
“Then, I give considerable attention to 
financial side, try to ascertain 

(Continued on Page 22) 





of Newark Have Dropped Out 


in Iwo Years 





This Picture Taken Two Years Ago at the Annual Dinner of the Hoy Agency Graphically Shows the Remarkable Persistency of the Agency Organization. 
Of Approximately Fifty Agents Shown in the Picture all are Active Producers Today Except Four. One Was Made Assistant Manager, Another Died and Two 
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Northwestern Mutual Meeting 





Cleary Address 


(Continued from Page 9) 


capital and additional credit. A most 
precious factor is needed—time. I do not 
know when the economic wheel will turn 
the other wav, whether in a few months 
or a few years, but when that time ar- 
rives insurance will be recognized, need- 
ed and demanded as never before.” 


Agents Needed More Than Ever 


Mr. Cleary warned agents against sit- 
ting on their oars, worrying about eco- 
nomic trends, wondering if the country 
will reach a lower economic level or 
whether the worst has been experienced. 
“Get out on shore and help to the limit,” 
he advised. “Who can tell what year is 
normal or how far from normal we are? 
Certainly, the years of the speculation 
and over-expansion were not normal 
years. Nor is it fair to call 1930 or 1931 
a normal year.” 

Mr. Cleary asked agents if they knew 
that in 1931 the volume of life insurance 
paid for by life insurance companies was 
300% of the volume life companies placed 
in 1916; and yet, 1916 was not a panic 
year. Mr. Cleary knew of no agency or 
community in the country where there 
were not life insurance agents who had 
not produced more in 1931 than the pre- 
ceding year. “Let us not delude our- 
selves.” he said, “that life insurance cai- 
not be sold. Of course, if we think we 
cannot sell it; that the public will not 
buy, no production can be written in that 
mood,” 

At this point Mr. Cleary cited the situ- 
ation in the radio field where after engi- 
neers and other experts had decided cer- 
tain improvements could not be made the 
boy amateur operators of the small sets 
showed the way. 

“There are many new men in the life 
insurance business who do not now find 
it difficult to sell insurance because they 
have gone and sold it when some of the 
older agents thought times were so bad 
they could not sell.” 


Solid Position of Company 


In discussing the loan situation Mr. 
Cleary said that here was an angle of 
the situation where agents could be of 
tremendous help. They must do every- 
thing they can to salvage the policyhold- 
er, to help in the rehabilitation of insur- 
ance which has been undermined. In- 
surance should not be permitted to crum- 
ble through this undermining. In fight- 
ing for salvage and rehabilitation agents 
should be unselfish, with the policyhold- 
er’s point of view always uppermost. It 
will do the business of life insurance no 
good if the policyholder’s insurance is not 
saved. Agents must adopt a high, pro- 
fessional attitude with regard to both 
loans and lapses. 

Mr. Cleary discussed the railroad situa- 
tion and farm mortgages. He viewed the 
future of railroads as optimistic. The 
trunk lines are needed especially, among 
other reasons nothing could replace them 
in time of war. He did not care to 
prophesy as to how the railroads will re- 
gain prosperity, but he was sure that 
some solution of the problem would 
grow out of American ingenuity, public 
spirit and desire on the part of the pub- 
lic to maintain the railroads. 

Mr. Cleary’s figures about the North- 
western Mutual's farm mortgages were 
most encouraging to the representatives 
of the company. There have been few 
foreclosures, but on some of these the 
company had made money. The com- 
pany has never loaned more than $100 an 
acre on a farm. It has had no citv real 
estate foreclosures. 

During the course of his talk Mr. 
Cleary warned agents against criticizing 
other companies. “This is no time for 
inflammable statements regarding the 
conditions in any reputable life insur- 
ance company,” he said. “Such s¢tote- 
ments destroy confidence in life insur- 
ance.” 


Main Session 


(Continued from Page 9) 


of their work. “After the thorough prep- 
aration put your heart and soul into 
every presentation and let your prospect 
know that you are sincere,” Mr. Peebles 
added. “And with the necessary tact and 
persistence you'll be surprised to see what 
you can accomplish.” 

The remarks of John Binns of New- 
ark, the next speaker on the program, are 
reviewed elsewhere in this issue. 

The closing speaker of this session, J. 
Warner Heinekamp of Atlantic City, was, 
like the two previous speakers, successful 
from the start in life insurance selling. 
He had had the advantage of a long and 
successful sales career with the National 
Cash Register Co., prior to entering the 
business. In 1931, his second year selling 
with the Northwestern, he paid for more 
than $622,000 of business. 

Appeal to the Eye 

The use of charts in selling was strong- 
ly recommended by Mr. Heinekamp, who 
stressed the fact that what appeals to the 
eyes is much more effective than that 
which appeals to the ears. He urged the 
Northwestern agents to present their 
thoughts on paper before the prospects 
to get them thinking along the right 
channels. Oftentimes Mr. Heinekamp 
will throw some money on the prospect’s 
desk, saying “So you'll know what we're 
talking about,” and he has been surprised 
at the reactions from this little proced- 
ure. He keeps telling the prospect. 
“Money, that’s what we are selling,” and 
gradually gets him to realize just what 
life insurance can accomplish in a ma- 
terial way. 

The Atlantic City speaker told the 
agents when they encounter the usual 
stock objections to listen to them pa- 
fiently but not to be side-tracked from 
the original purposes of their call. “You'll 
be surprised how few of these objections 
amount to anything after analysis,” he 
said. “They are merely the prospect’s 
armor which you should be able to pierce 
with your great number of effective 
weapons,” 

The importance of the agent’s react- 
ing to the situation at hand was illus- 
trated by the speaker by the following 
story. He approached a prospect who 
immediately told him that he had had 
calls from ten other agents in the past 
few davs and that none of them had sold 
him. Mr. Heinekamp pulled out an ap- 
plication and started asking the prospect 
questions about himself, 

“Why do you want this information ? 
You haven't told me anything about your 
proposition,” the prospect said. 

“Well, you undoubtedly know all about 
life insurance if ten other agents have 
been explaining it to you,” answered 
Heinekamp, who was able to close the 
case by this bit of strategy. 


Ricker’s Talk 


(Continued from Page 11) 


purposes 
much, 

A wider usage of anniversary income 
policies was also recommended by Mr. 
Ricker, who told how agents often sell 
Christmas policies but neglect other an- 
niversaries such as birthdays, marriages, 
etc. Here they have an effective sales 
weapon if they would only use it, he add- 
ed. Moreover, he urged the agents to 
set up more college endowment plans on 
a forty-eight month basis, stating that 
more students would complete their col- 
lege education if they had plans such as 
these to fall back upon. He said that 
too many students today fail to attain 
their degree through financial troubles 
and here is a place where life agents 
have the opportunity to be of great serv- 
ice in the future. They can sell plans 
which have options which do not grant 
continued incomes should the student 





must not be restricted too 


leave college, thus influencing him to 
complete his course. 


JOSH LEE AT BANQUET 


Oklahoma Man Delivers His Pot of Gold 
at End of Rainbow Talk to North- 


western Mutual Representatives 

One of the biggest insurance banquets 
ever held at the Hotel Pennsylvania was 
the turn out of Northwestern Mutual 
Life agents and their wives on Monday 
night, the social feature of the conven- 
tion of that company’s agencies in the 
East and Middle Atlantic states. More 
than 800 were in attendance. The Clif- 
ford McMillen agency was represented 





by 152, including wives of agents. The 
Recht & Kutcher agency had several 
tables. 

Earl E. Lincoln, general agent, Roch- 
ester, N. Y., was toastmaster. He intro- 
duced Oliver Thurman, Mutual Benefit ; 
and Roger B. Hull, National Association 
of Life Underwriters, who made brief 
talks. Josh Lee of the University of 
Oklahoma made his famous Pot of Gold 
at the End of the Rainbow address, scor- 
ing as usual. Frederick W. Carberry 
was song leader. The banquet started 
with singing by the Yacht Club Boys 
and ended with dancing. 





vidual client. 


sale.” 





“No 
Securities 


For Sale” 


When called upon to invest 
for clients, we are free to choose 
securities from the whole in- | 
vestment field. Only with this 
freedom, we believe, can we 
choose the securities that best 


suit the needs of each indi- 








That is the reason Central 


Hanover has “no securities for 





CENTRAL HANOVER 


BANK AND TRUST COMPANY 
NEW YORK 


Representatives in Londen, Paris, Berlin and Buenos Aires 
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Aviation Underwriting Rules 
Article No. 2 





After correspondence with thirty- 
one companies Johnson & Higgins 
have compiled a manual of life under- 
writing rules governing aviation risks. 
These rules will be sent out to tmsur- 
ance men this week by Manager Ger- 
ald A. Eubank. Because of the interest 
in the subject The Eastern Under- 
writer is printing a digest of the data 
obtained by Johnson & Higgins in this 
and succeeding issues. 











Class 3 
Applicants who own a plane but have 
licensed pilot to operate the same, flying 
for business and pleasure from well- 
equipped airports. 


Company Probable Action 
Aetna Aviation Rider 
Bankers (Iowa) Consider. Note A 
Berkshire R.N.A. 

Canada Life $15 to $50 extra. 
Note B 

Connecticut Gen’l Consider. Note C 

Connecticut Mutual Consider. Note C 

Equitable of Iowa $25 extra 

Guardian Consider. Note D 

Home R.N.A 

Jefferson St’d R.N.A. : 

Lincoln National Standard 25 flights. 
Note E 

Mass. Mutual R.N.A. 

Metropolitan Extra Premium. 
Note F 

Missouri State Consider. Note C 

Mutual Benefit Consider. Note G 

Mutual Life Standard 20 flights. 
Note H 

National Life Aviation Rider 

New England R.N.A. 

Northwestern Mut. R.N.A. 


Northwestern Nat’l $5 to $25 extra 
Pacific Mutual R.N.A. 


Penn Mutual 
Phoenix Mutual 
Provident 
Prudential 
Security Mutual 
State Mutual 


Probably R.N.A. 
Usually R.N.A. 

R.N.A. 

Aviation Rider 

Usually R.N.A. 

Aviation Rider 


Sun Extra Premium. 
Note F 
Travelers Consider. Note C 
Union Central Aviation Rider 
United States Consider. Note C 


Notes on Class 3 

A. Usually according to following 
schedule for specified number of flights: 
1 to 15—standard; 16 to 30—$2.50; 30 to 
50—$5; 50 to 75—$7.50. 

B. Will consider refund of all or part 
of extra premium at end of each policy 
year if number of flights is less than an- 
ticipated. ; 

C. Will consider with extra premium 
or exclusion rider if hazard is too great 
for standard. 

D. All classes other than fare paying 
passengers are reinsured at best possible 
rates. 

E. Extra rating and limits when plane 
is used for business, as follows: 


Flights Rating Limit 
1-25 eh $100,000 
26-50 2.50 75,000 
Over 50 5.00 50,000 


F. At an extra premium dependent 
upon probable number of flights. 

G. Each case considered on its merits. 
Exclusion rider is used if hazard is too 
great for standard, with limits for num- 
ber of flights as follows: 1 to 50—$50,000; 
50 to 100—$40,000; 100 to 150—$30,000; 
150 to 200—$20,000; over 200—$10,000. 

H. Extra rating and limits as follows: 
Flights Rating Limit Flights Rating Limit 

1-10 $... $200,000 31-40 $5.00 $75,000 

11-20... 150,000 41-50 5.00 

21-30 2.50 100,000 51-70 7.50 


50,000 
25,000 








Two Metropolitan Presidents 
Started With N. Y. Law Firm 


The law firm of Butcher, Tanner & 
Foster, one of the oldest in New York, 
attorneys for the Metropolitan Life for 
many years and the John Hancock Mu- 
tual and legal representatives of many 
leading banking institutions, has been 
dissolved and a new partnership formed 
under the name of Tanner, Sillicocks & 
Friend. 

It was from this law office that both 
Haley Fiske and Frederick H. Ecker en- 
tered the service of the Metropolitan 
Life, each later to become president of 
the company. Mr. Fiske represented the 
iaw firm in some transactions for the 
Metropolitan and gradually came to han- 
dle all of its legal matters until he was 
elected vice-president of the company. 

Mr. Ecker was employed in the law 
offices as a young man when the business 
of the firm often took him into the of- 
fices of the Metropolitan. He decided 
he would prefer the insurance business 
to the law and sought employment there 
and got it. He rose through many dif- 
ferent positions of responsibility mostly 
in the comptroller’s division, becoming 
controller, treasurer, vice-president and 
president. 

Frederick C. Tanner, senior member 
of the firm, has been prominent as an 
attorney and active in public life for 
— thirty years. He was chairman 
| the Republican state committee from 
914 to 1917; member of the constitu- 
tional convention of 1915; first deputy at- 
qu? general in charge of New York 
Nev. in 1910; delegate to the Republican 
National Convention in 1912 and again 


in 1916 when Chief Justice Hughes was 
nominated. Mr. Tanner acted as attor- 
ney in the purchase of the $65,000,000 
bond issue in connection with the im- 
provement of Radio City, New York, 
which was taken by the Metropolitan. 
He also handled the legal matters con- 
nected with the $28,000,000 mortgage 
placed by the Metropolitan on the Em- 
pire State Building. 





HAD RECORD DECEMBER 





Phoenix Mutual’s 
Month at Peak; Last Quarter 
Ahead of 1930 


The new business of the Phoenix Mu- 
tual Life for December exceeded by a 
considerable margin the best previous 
December in the eighty years of the 
company. The new insurance for the 
last quarter of the year was ahead of 
the same period of the previous year by 
$1,500,000 or approximately 7%. 

The amount of new business for the 
final quarter was $23,179,000 as compared 
with $21,810,000 for the same period of 
1930. 

Colonel D. Gordon Hunter, vice-presi- 
dent in charge of sales, attributes this 
excellent showing to the fact that the 
company has at the present time the 
largest number of full-time agents in its 
history and to the continuance of the 
company’s advertising campaign without 
curtailment. 





MUTUAL BENEFIT MEETING 

Announcement has been made by Sec- 
retary H. H. Allen that the annual meet- 
ing of the Mutual Benefit will be held 
at the home office in Newark on Mon- 
day, January 18. 


New Business for™ 





Duval Address 


(Continued from Page 13) 


thoroughly; that they learn all about 
their company’s history and policies; and 
that they associate at times with success- 
ful agents, absorbing some of the results 
of their experience.” 

Questioned as to his prospecting meth- 
ods, Mr. Duval stressed the fact that he 
always makes the most of every oppor- 
tunity in every location he is working in. 
For instance, if he sells the executive 
of an institution he does not leave this 
location but immediately starts to solicit 
lesser employes. He finds that one ap- 
plication often leads to three or four 
others. Mr. Duval also studies carefully 
all information that he gets about a cli- 
ent, tries to get acquainted with the 
man’s brothers and sisters, relations and 
friends. He has the endless chain meth- 
od working for him constantly. 





D. A. MADURO TALKS IN NEWARK 

“Privileged Property” was the subject 
of an interesting talk which D. A. Ma- 
duro, attorney for the Life Underwriters 
Association of New York gave before the 
members of the Newark agency of the 
Mutual Life at a one-day conference 
which was held last week at the New- 
ark Athletic Club. Michael Chanalis, an 
attorney of Newark, talked on “Wills 
and Their Relative Meaning.” George 
Perkins, manager of the Newark district, 
presided at the conference and an- 
nounced that the agency had nearly 
equaled the paid-for production in 1931 
of that of 1930. A dinner was held in 
the evening. 





BARNEY PEARSON LECTURES 


Barney Pearson, formerly an insur- 
ance newspaper man, gave a series of 
lectures on fire insurance recently to 
members of the Indianapolis Association 
of Life Underwriters. 
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Established 1879 


TOP-NOTCHERS 


Bankers Life Salesmen Who Have Achieved Success 
Through Consecutive Qualification in Our 
Highest Honor Organization 





A. G. HAUGE 
COEUR d’ALENE, IDAHO 
PRESIDENT’S PREMIER CLUB 
1927 - 1928 - 1929 - 1930 - 1931 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 





Des Moines, Iowa 
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Railroad Dientiens N "¥ 
So Bad, Says Holmberg 


SERIOUSNESS IS EXAGGERATED 


Northwestern National Life Treasurer 
Tells White & Odell Agents 
Syeteme Are Sound 


While there are diffi- 
cult problems facing the railroads of this 
country, the situation is by no means as 


unquestion: ably 


bad as many pessimistic individuals have 
George C. Holmberg 
Northwestern National Life, 
White & Odell 


painted it, treas- 
urer of the 
told salesmen of the 
agency in Minneapolis. 

Those painting a gloomy side of the 


picture, he said, refer to the heavy re- 


strictions under which railroads operate 
and which do not permit them to in- 
crease rates or decrease wage scales 
without approval of the Interstate Com- 
merce Commission or in many cases to 
fortify themselves against business de- 
pression. Other unfavorable factors 
widely publicized are the unrestricted 
other competitive forms of transportation 
which cut into railroad income. 

In presenting the offsetting favorable 
factors, Mr. Holmberg’s comments were 
to the effect that the unfavorable factors 
do not destroy nor lessen the need for 
the maintenance of an industry so essen- 
tial as railroad transportation nor are 
they problems which are not subject to 
satisfactory solution. He pointed out 
that it now appears that public opinion 
has crystallized in the direction of re- 
moving some of the burdensome restric- 
tiqgns on railroad operations, and _ re- 
ferred to the recent authorization of the 
Interstate Commerce Commission per- 
mitting an upward adjustment of rates, 
also to indications that reasonable wage 
reductions will be effected, and also re- 
ferred to the Interstate Commerce Com- 
mission’s annual report to Congress, 
which contains a recommendation that 
provision be made for an impartial and 
authoritative investigation to determine 
whether and to what extent motor, water 
and air carriers operating in competi- 
tion with the railroads are receiving di- 
rect Or indirect aid amounting to a sub- 
sidy, with a view toward the correction 
of this situation and the placing of com- 
petition on a just and equitable basis. 

“It is particularly significant that, not- 
withstanding the severity of the business 
depression, and cumbersome restrictions, 
the Interstate Commerce Commission has 
advised the President that but 16 or 17% 
of the railroads are not now earning 
their fixed charges, and these figures in- 
clude many ‘roads which are constituent 
lines in various systems and are in a po- 
sition to be assisted by the system lines,” 


Mr. Holmberg said. 


Hoy Agency 
(Continued from Page 19) 


whether a man’s living expenses are 
within what he can earn in the business. 
It is bad policy to fill an applicant with 
false hopes, much better to let him re- 
alize that he is in for some hard plug- 
ging the first few years and that big 
results will not likely be forthcoming 
till later. It has been my experience 
that most successful life agents have 
only become so over a long period of 
time. Those who quickly surge into the 
spotlight usually emerge from it just as 
quickly. 

“Too much activity on the outside is 
not encouraged. I let prospective agents 
know the depth of this business, stress 
the fact it is important enough to be- 
come the center of their attraction. 
There are too many men now in the 
business who fail to take it seriously, 
who half-heartedly continue in it, for 
some unknown reason, without getting 
anywhere. 

“Summing it up, I might say that the 
applicant’s attitude perhaps will go the 
longest way toward my hiring him. After 





ALTE THE EASTERN 





AS Lie - 


several interviews it is not such a diffi- 
cult thing determining whether the man 
has that necessary ‘spark,’ that forward 
outlook. The way he looks at life will 
have its influence on the way he looks 
at business.” 


Made Record as Air Pilot 


\fter agents are selected for the Hoy 
organization they have the advantage of 
fine instruction. Mr. Hoy has had a 
long and successful career in the busi- 
ness and has made a name for himself 
in company circles as an organizer of 
men. Prior to building up the Newark 
organization he represented the Sun Life 
in Vancouver, B. C. During the World 
War he was a captain in the air force 
and was the first pilot to fly over the 


Rocky Mountains from Vancouver to 
Calgary, making this trip in August, 
1919. 


Associated with the general agent is a 
capable agency assistant, Leon A. Camp- 
bell, who has been both a consistently 
good personal producer and an effective 
teacher. Before entering the business 
some ten years ago Mr. Campbell was 
principal of a school in New Brunswick. 
He iater became an associate general 
agent for the Provident in New Bruns- 
wick and in 1929 joined the Sun Life 
organization. Other members of the 
agency who have been factors in its 
success are Lysle B. Roberts, unit su- 
pervisor in charge of the branch office 
in Trenton, and C. A. Lewis, secretary 
and office manager at the Newark head- 
quarters. 





MRS. GEORGE F. FOSTER DEAD 


Mrs. George F. Foster, wife of the 
superintendent of agencies of the Union 
Mutual Life of Portland, Me., died re- 
cently in Providence, R. I, where she 
was under treatment. Mrs. Foster had 
been seriously ill for several months. 
The funeral and interment were in Green- 


field, Mass., where Mr. and Mrs. Foster 
formerly resided and where her parents 
now live. 
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Use the Investment Appeal 
Of the Life Income Plan 


A systematic plan of accumulation combining 
protection for dependents and investment for 
one’s own benefit. 


An investment that needs no watching and can 
not fail to produce the expected returns. 


Our Life Income plan, providing insurance 
during the productive years and a monthly life 
income thereafter. 


For rates, advertising, etc., call our local office 
or address the 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 








Prescribe Exactly 


No doctor would offer the 
same prescriptions to all of his 
patients. An agent too should 
be able to choose from a wide 
variety of contracts in order to 
make his economic prescrip- 
tions exact. 

FIDELITY OFFERS THAT 
VARIETY 


Policy forms to suit modern 
needs; Low Rate Life, Family 
Income and the famous “In- 
come for Life” which Fidelity 
originated. Disability benefits 
—income and waiver of pre- 
mium. Accidental death bene- 
fits. Back of its contracts is a 
record of more than half a 
century of fair dealing. 


Send for booklet 


“The Company Back of the 
Contract” 


Gfhe FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT President 











Just a Little More Advice 


We are constantly exhorted to “think of the future,” but—while that is very good 


advice—a better admonition is to “prepare for the future.” 
— 
The year 1931 has taught a great many persons a lot of new ideas, and, among others, 
aonununiineamp 
that some of the old ones were “not so good.” 
One tremendously important thing that 1931 demonstrated is that the guaranteed 
values in Life Insurance policies are not affected by economic eccentricities. 


In the hands of beneficiaries, these contracts are a guaranty of perfect protection. In 
the hands of the assured, they have a property value worth at all times, and in all circum- 
stances, just exactly one hundred cents on every dollar of the guaranteed values, and they 
ired by b conditions. 





remain secure, non-fluctuating, and definite, unaffected and imp 





Life Insurance policies are “the people’s’’ one certain, sure, and dependable asset. 
To be fully prepared for the future, never allow a Life Insurance nolicy to lapse. 
— —— —a = 


’ . 
* * * Lapsation may not only defeat an excellent plan, but it is dangerous, expensive, 








eons ctecestatan 
and destructive. 


Because of provisions for extended insurance, automatic premium loans, policy loans, 
Id is necessity for 





waiver of premiums, and the possibility of other i e, there 
lapsation, regardless of business or other exigencies. If lapsation appears imminent, consult 
the agent who solicited your business. He is expert at devising saving means. Nine times 
out of ten, probably, he will be able to suggest a way to avoid lapsation. 


It costs nothing to ask advice of an agent. Good agents will give it, freely and cheer- 
fully. It is a part of their expected service, and ofttimes it is of great and saving value. 


The Northwestern Mutual Life Insurance Co. 


Milwaukee, Wisconsin 
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O. F. Gilliom Completes 900 Weeks’ 
Steady Production In Town Of 1,500 


The astonishing record of 900 weeks of 
steady production has been completed by 
QO. F. Gilliom, a Lincoln National Life 
eeneral agent whose sales territory has 
always been in the community of Berne, 
Ind. a town of approximately 1,500 
population. Mr. Gilliiom is more than 
three years ahead of his nearest com- 
petitor in his company. 

Although successfully occupying a gen- 
eral agent’s post for many years for the 
Lincoln National, Mr. Gilliom has made 
his name and his company so well known 
that he has always had one or more per- 
sonal prospects ready for closing each 
week. These weekly efforts have brought 
him many things in addition to his com- 
missions and a hard-to-beat record of 
consecutive production. They have aid- 
ed him in securing a host of friends 
among the people in his territory and 
elsewhere; they have acted as stepping 
stones to the highest honor that can be 
won by a Lincoln National fieldman— 
that of having his name carved in stone 
on the company’s permanent honor tab- 





Skandia of Stockholm 
Buys Nordstjernan Life 


2 OLDEST SWEDISH COMPANIES 





Skandia Group Now Consists of Four 
Companies, Including the Freja 
and the Norden 





The Skandia, which has been transact- 
ing fire reinsurance business in the 
United States since 1900, and since the 
autumn of 1930 began direct fire busi- 
ness here, has in company with associat- 
ed interests purchased the controlling in- 
terest in the Nordstjernan Life of Stock- 
holm, Sweden. 

The Skandia is the oldest Swedish 
joint stock company. It was founded in 
1855. 

The Nordstjernan is the oldest purely 
life insurance company, being founded in 
1872. It has a fully paid share capital 
of Kr. 2,500,000, for which the Skandia 
group is paying Kr. 7,500,000. The total 
business in force at the end of 1930 
amounted to Kr. 262,000,000. 

The Skandia group will thus in future 
consist of four companies: the Skandia, 
the Freja, the Norden and the Nordst- 
jernan. The Norden was founded in 1888, 
while the youngest member of the group, 
the Freja, is now celebrating its twenty- 
fifth anniversary. The Skandia has been 
rapidly expanding its interest in life bus- 
iness and at the same time has helped to 
rationalize Swedish life business. 

In 1921 it acquired the Swedish busi- 
ness of the New York Life and the Mu- 
tual Life and in 1928 the whole business 
if the Svecia company. 

With the latest acquisition, the total 
life business in force of the Skandia 
group as at the end of 1930 exceeds Kr. 
6/0,000,000, being the largest life busi- 
ness of any Swedish combined fire and 
lite company. Gunnar Kalderen of the 
Skandia was recently in this country. 





C. A. REILLY DIES 


_ Cornelius A. Reilly, well known in life 
insurance circles in New Jersey, died last 
week at the home of his sister in New- 
ark of a cerebral hemorrhage. Mr. Reil- 
'y was a captain in the Spanish-Ameri- 
can war and won high honors. He was 
tor a number of vears manager of the 
Paterson: district for the Colonial life 
or Jersey City. 





NO SOCIALIZATION IN SPAIN 


‘ Contradicting previous rumors, the 
agen minister of labor has denied that 
the government intends to socialize the 
insurance business. 


let for large producers—an honor that 
has come to him six times in his con- 
nection with his company; and they have 
won for him the respect and admiration 
of his co-workers. 

Through all the years necessary to 
make this record, Mr. Gilliom has main- 
tained an excellent record of quality bus- 
iness. If the slogan “The way the busi- 
ness renews tells how it was written” is 
a true indicator, then O. F. Gilliom’s rat- 
ing as a writer of quality business is A- 
Excellent, the company says. His great- 
est single plan for writing business is the 
endless chain method, coupled with 
friendship and confidence. 

In the Continuous Weekly Production 
Club of the Lincoln National, of which 
Mr. Gilliom is the leader, there are five 
others who have records of more than 
500 weeks and 35 who have produced 
consecutively for more than 100 weeks. 
On the strength of his record Mr. Gil- 
liom has set his co-workers as well as 
life insurance in general a shining exam- 
ple of steady effort through the vears. 





CELEBRATE AGENT’S BIRTHDAY 





Gillis Agency Has Business Conference 
and Dinner As William H. Pierson 
Reaches Seventy-Four Years 
The Gillis agency of the Provident 
Mutual Life in Newark held a one day 
conference on Monday of this week with 
a dual purpose: to outline work for 1932 
and celebrate the seventy-fourth birth- 
day of William M. Pierson, who has been 
connected with the company for nearly 
forty-five years, and with the agency for 

more than twenty. 

In the evening a dinner was given to 
Mr. Pierson, at which he told about the 
earlier days of life insurance when he 
was a young agent, when policies and 
commissions were both small and there 
was a great deal of opposition to life 
insurance. 

At the business conference education 
talks were made by Alexander F. Gillis, 
F. Harrv Kidd, Charles J. Schmitz, T. K. 
Burns, Frank Henson, Jf. Franklin Shin- 
dell and George Weaver. 


HELD MATTER FOR JURY 





Death in Gun Duel Found Not Accidental 
Death Within Meaning of 


Life Insurance Policy 


Whether or not a man provoked a fatal 
quarrel is a matter for the jury to de- 
cide when there is considerable evidence 
on the point, the Court of Appeals, Fifth 
Circuit, 51 Fed. (2nd) 4 has held in the 
case of the Mutual Life of N. Y. v. Sar- 
gent. The effect of the decision was 
that the death of the insured in a gun 
duel in Alabama was considered not to 
be accidental death. 

Beck, the insured, had tried to assist 
a drunken man, Trapp, to get Trapp’s 
automobile out of a ditch in which it was 
overturned. Trapp accused Beck of plac- 
ing objects in the read to wreck the 
car. Beck left the scene, according to 
witnesses, but complained about Trapp’s 
conduct and eventually went back to- 
ward Trapp with gun in hand. In the 
ensuing fight Beck was killed. 





LIFE PRESIDENTS PROCEEDINGS 

Printed proceedings of the Twenty- 
fifth Anniversary Convention of the As- 
sociation of Life Insurance Pres‘dents, 
held at the Hotel Astor, New York, De- 
cember 10 and 11, were issued this weck. 
Copies of the volume, which contains 278 
pages, are being mailed to life insurance 
executives and agents, supervising offi- 
cials, libraries, health organizations, in- 
surance journals, and daily newsnapers 
throughout the United States and Can- 
ada. ‘ 
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The Gifts You Get 


OCN you will be busy writ- 

ing letters and paying visits, 
trying to thank everyone who 
has sent you a present, careful 
not to forget anyone. 


But because they weren't ad- 
dressed to you personally and 
sent by mail or express, perhaps 
you have forgotten to acknowl- 
edge some of the priceless gifts 
you have received. 


Think for a minute of the wel- 
fare organizations that have been 
giving you their time, their train- 
ing and ability, devoting their 
every effort to make you, your 
family and your neighbors safer 
end happier. 


The Red Cross and other great 
organizations fed the hungry 
and nursed the sick while you 
remained comfortably at home 
—their gift to you of hours of 
leisure. 


Volunteer members of national 
end local associations found 
children who were suffering from 
tuberculosis, sent them to camps 
and sanitoria to recover—giving 
your children extra protection 
against exposure to disease. 


Boy Scout and Girl Scout leaders 
gave up their holidays to teach 
clean living by word and ex- 
ample—a gift of better compan- 
ionship for your children. 





Big Brothers sat in stuffy court 
rooms to rescue waifs and strays 
who did not have home back- 
ground to guide them—a gift of 
tuture good citizenship to your 
community. 


You will probably never meet, 
nor be able to thank, the doctors 
and scientists who have waged 
campaigns to make it increasingly 
unlikely that you and yours 
should ever contract smallpox, 
diphtheria, typhoid fever or 
other communicable disease. In 
their laboratories they are search- 
ing for means to prevent prema- 
ture death from cancer or heart 
disease. Magnificent gifts to you 
of health—perhaps life itself. 
But you do know some of the 
great volunteer organizations 
which work for you continu- 
ously and ask your good will and 
support. At this season will you 
not “thank” two of them by 
wearing 2 Red Cross button and 
by using Christmas Seals? 


METROPOLITAN Lire INSURANCE COMPANY 


FREDERICK H. ECKER, President, CNE MADISON AVENUE, NEW YORK, N. Y. 
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VALUATIONS APPLIED TO BANKS 

This week the Comptroller of the Cur- 
rency took a position on the matter of 
the valuation of securities held by na- 
tional banks which attracted a great deal 
of attention in insurance company home 
The bank 


were instructed to accept as the value 


offices. national examiners 


of bonds held by these banks their in- 


trinsic worth and to disregard market 


The comptroller frankly ex- 
plained that the purpose of the liberal 


quotations. 


decision was to save from embarrassment 
those banks, otherwise sound, that could 
be hurt by the depreciation of their as- 
sets as represented by current prices of 
securities, 

The Comptroller is interested in the 
solvency and liquidity of the national 
banks more than in the current prices 
of their bonds. There is little doubt that 
the principal and interest of the type of 
bonds held by 
paid. The present action is taken to pre- 
vent the needless closing of soundly con- 
banks the extreme 
emergency as represented by the 
tressed state of the security markets. 


national banks will be 


ducted because of 


dis- 


The action of the Comptroller was not 
taken hastily, but came after months of 
study of conditions, and only after the 
conviction was clear that to value bonds 
held by national banks at present prices 
would be to give them the nadir of value 
in the worst depression in the history of 
this country. 


INSURANCE PROBLEM FOR 
SIDES OF THE WATER 


BOTH 


The this side of the 
water against overlapping of coverages 
on borderline risks has attracted the at- 
tention of Great Britain. D. King-Page, 
distinguished marine insurance reporter 
of Liverpool, offers the suggestion that 
the market there “might do worse than 
to approach the subject in the same man- 


” 
ner. 


movement on 


The machinery at hand to adjust the 
divisions of underwriting so they do not 
slide into each other are the Institute of 
London Underwriters, Liverpool Under- 
writers’ Association and Lloyd’s Under- 
writers’ Association on one hand; the 
Fire Offices Committee on the other. In 
England the conflict is in attempting to 
define the maximum periods under which 
goods on shore should be covered under 
marine policies, and the decision as to 
which classes of inland transit risks 
should be considered the exclusive busi- 
ness of the non-marine market. 


OLD AGE PENSIONS 

Governor Roosevelt discussed Old Age 
Pensions in his report to the legislature. 
The state now has a straight old age 
pension without contributions. 
This is wrong in the Governor’s opinion. 
There have been too many abuses. He 
does not think that aged persons should 
be aided by the state when near rela- 
tives can and should take care of them. 
He again makes a sound plea for the es- 
tablishment of a contributory system to 
relieve the increasing burden upon the 
public treasuries of the state. 


system 





DAM OF REPRESSED BUYING 

The advertising agency of Batten, Bar- 
ton, Durstine & Osborn, New York City, 
is a factory of ideas and its published 
material could be read with profit by in- 
surance people in all classes of the busi- 
ness, especially those engaged in the 
production end. Recently there appeared 
in the agency paper, “The Wedge,” an 
article entitled “Dam of Repressed Buy- 
ing Is Sure to Break One of These 
Days,” so good that the advertising 
men’s paper, “Printers’ Ink,” reproduced 
it in a recent issue. 

The opening paragraphs of this article 
furnish the theme and the truth they 
contain could profitably be brought 
home to every insurance producer in the 
country at this time. Here they are: 

Desire is like a brook. Let a brook 
alone and it flows along placidly, rarely 
overflowing its banks or doing much 
damage. Dam it up and soon there is a 
lake, and the bed of the brook below 
the dam is dry. But the lake keeps ris- 
ing. No matter how strong or high it 
may be, it is only a matter of time be- 
fore the water will flow over the top or 
burst the dam. 

The desires of millions of people have 
been dammed by fear. And because 
these millions stopped buying, the de- 
sires of millions of others have been 
dammed by want. 

A vast lake of repressed desire has 
formed. 





PROTEST SOUTH CAROLINA TAX 

Members of the National Board of Fire 
Underwriters were advised this week by 
General Counsel J. H. Doyle to pay the 
additional 1% tax on premiums collected 
in South aCrolina only ‘under protest. 
The act to increase the tax became ef- 
fective last June 16 but the state is try- 
ing to collect the additional tax for the 
whole year. 





TO MEET JANUARY Il 
The annual meeting of the stockhold- 
ers of the Home Fire Security Corpora- 
tion will be held at the office of the 
company, 59 Maiden Lane, this city, Jan- 
uary 11. 





HARRY B. ARNOLD 


SAMUEL A. MEHORTER 





Harry B. Arnold, president of the Mid- 
land Mutual Life of Columbus, was a 
practicing attorney at the head of his 
own legal firm in Columbus at the time 
of the organization of the Midland Mu- 
tual Life and he drew up the charter 
of the company. He has been the di- 
recting executive of the company since 
it started but when he was elected pres- 
ident in January, 1925, he gave up active 
law practice to devote his entire time to 
the presidency of the Midland Mutual. 
He is still head of the law firm which 
has a large insurance clientele. Presi- 
dent Arnold watches very carefully the 
changes in all departments of the busi- 
ness and keeps right at hand in his desk 
the latest comparative figures of the 
leading companies. He watches all the 
trends of the business and can tell the 
shifts in investments, mortality changes, 
policy loan demands and other important 
data at any time. One of the most sat- 
isfactory interests of President Arnold 
is his personal contact with policyhold- 
ers of the company. Many matters that 
are unusual or seem to be special prob- 
lems are referred to him. He writes in- 
numerable personal letters to policyhold- 
ers and has had some remarkable and 
most gratifying experiences. He enjoys 
this personal contact. It has been ben- 
eficial to the company in many ways, 
one being in the case of foreclosures of 
mortgages. The company has very few 
foreclosures due largely to President Ar- 
nold’s personal interest in them. He has 
been known to invite the mortgagor to 
his office for personal conference. 

* * & 


Charles M. Howell of Kansas City, 
Mo., attorney and well-known recipro- 
cal insurance leader, has announced his 
platform as a candidate for the Demo- 
cratic nomination for United States Sen- 
ator, subject to the primary election of 
August, 1932. He assails the Republican 
policy of economic isolation and high 
tariffs, is against government competi- 
tion with private business and favors the 
restoration of the world markets for the 
relief of agriculture but is silent on pro- 
hibition. He also advocates the reduc- 
tion of armaments and the maintenance 
of an army and navy adequate for na- 
tional defense only. 

* * * 


Percy G. Lapey, widely known New 
York State underwriter, and president of 
the firm of Deuel, Lapey & Co., has been 
honored by being elected first vice-presi- 
dent of the Buffalo Club, premier men’s 
club in that city, for a term beginning 
January 1. 


Samuel A. Mehorter, state agent in 
New Jersey for the Home Insurance Co. 
group, and one of the most popular of 
the fire insurance field men in the East- 
ern territory, is also head of the New 
York City Pond of the Blue Goose, the 
fire insurance national social organiza- 
tion. A Philadelphia man, his first in- 
surance connections were with the Phila- 
delphia Board of Fire Underwriters and 
the Schedule Rating Office of Newark. 
After some experience in the Philadel- 
phia office of the Continental he went 
into the field for the Insurance Com- 
pany of North America, also serving in 
its home office for a time. Later, he 
joined the Home’s organization. Among 
his outside activities are his interest in 
the Bonnie Brae Farm for boys and on 
the crippled children committee of the 
East Orange Elks. 

. & % 


P. F. Sheedy, life insurance solicitor of 
Pittsburgh, Pa., made Ripley’s “Believe 
It Or Not” syndicate cartoon with his 
record of one application a week for 
nineteen years, or over 988 weeks. A 
drawing of Sheedy ran with the story 
last week. 

“ *& & 


C. S. V. Branch, assistant secretary 
of the Sun Life, has been with that com- 
pany forty years. His field experience 
has included managerial work in Mex- 
ico, British Columbia and Philadelphia 
He has been an officer of the company 
since 1916. In discussing him Canadian 
Insurance says: “Of recent years he has 
been particularly identified with the in- 
tricate and delicate problems involved in 
the company’s policy of re-insurance 1 
all its forms. He is a familiar figure 
known almost everywhere the Sun Life 
operates.” 

* * * 


W. E. Meikle of Winnipeg, one of the 
leading insurance authorities of wester! 
Canada, has been elected a director 0! 
the Western Assurance and of the Brit- 
ish America of Toronto. He has beet 
associated with the financial house 0! 
Osler, Hammond & Nanton for the last 
twenty-five years and is also a director 
of that firm. 

ae 2 


H. Dixon Trueblood, editor of the pub- 
lications of the Union Central, is in 4 
hospital recovering from an emergency 
appendectomy. 

* * * 





Scubbe pakacss, 





J. Gordon Beatty, assistant actuary of - 
the Canada Life, has been elected pres 4 


dent of the Canadian Actuaries Club. 
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How Do You Diagnose This 
Advertisement? 


From an insurance friend in Chicago 
I have received the following letter: 

“You and your big Wall Street bank- 
ers come out with a lot of high-class 
prognostications on what’s going to hap- 
pen in 1932, but I want to give you the 
real low-down. Here is a classified ad 
out of yesterday’s Chicago Tribune: 

WANTED TO EXCHANGE.— ** * 

player-piano used very little for a 

slightly used wash machine and man- 

ele. 
“That ad will give you material for 
editorial comment.” 

Evidently someone is so strapped that 
he told his wife he cannot pay the laun- 
dry bills any more. Or, maybe he has a 
new radio. Or, there is also the thought 
that he is against mechanical music. 

In brief, this little want ad is just as 
difficult to analyze and as “illuminating,” 
as is any phase of the present economic 
situation. 

* & * 


Knocking the Economics Prophets 


And, speaking of the economic proph- 
ets and their hard sledding I never heard 
so much criticism as economists with 
reputations, or who formerly had repu- 
tations, are now receiving. Roger Bab- 
son, Prof. Irving Fisher and the rest 
of them who sell their views to the pub- 
lic must be dizzy with the ringing of 
their ears from letters, personal com- 
ments and other contacts. Babson hit 
it off in predicting the slump, but he is 
in a more difficult position than ever 
as he will have to make good on some 
other prophecies, or go into another line 
of business than charting and economic 
comment. An odd turn of the situation 
is the nasty joy that some of the se- 
curity holders with cut dividends, or 
manufacturers with plants keyed to 
over production, are experiencing from 
a volume of bad guesses, “O, 
iCan, 

As an instance of the way sly raps are 
being taken at the wise boys I notice 
the reference to Irving Fisher in a talk 
made to the American Club of Paris, 
(the president of which is our old 
triend, Theodore Rousseau,) by Mon- 
sieur Charles Riste, official appointee for 
“ranceé on the important Bank for 
international Settlements Committee, 
which met recently at Basle to consider 
Germany's ability to pay war debts and 
reparations. Rist received a letter from 
Professor Fisher, containing this open- 
ing sentence: 

“My Dear Riste: I do not know what 
part, if any, you have in the present 
troublesome situation of the world.” 

This statement drew the following 
comment from Monsieur Riste : “I cannot 
but say that I was rather startled at the 
beginning of this letter, and I guess that 
if such a sentence were addressed to 
any of you, you would feel as I feel my- 
self. My feeling is that it is one of the 
Greatest paradoxes of the present time 
that everyone individually does not find 
himself responsible at all; even feels 














himself absolutely innocent of the great 
difficulties in which we live. At the 
same time, every one of us feels that 
the collective forces, of which he is an 
integral part, are working in a sense, 
which is very different from the sense 
in which he would individually wish them 
to be working.” 
* ¢ © 
Hartford Property Values 


Property valuations in Hartford were 
presented to the Board of Finance this 
week. Some of the valuations on the 
se of Hartford property owners fol- 
ow: 


TENN Soisceckoscaeiab $13,938,000 
rr 976,000 
Hartioré Pitre .....55<56.2. 3,446,000 
Connecticut General ...... 2,623,000 
Connecticut Mutual ...... 1,579,000 
Phoenix Mutual .......... 1,309,000 
Natiotal Fise ..<scsscces 1,123,000 
Factory Insurance Ass’n.. 389,000 
seottien U. @ Wo i.c 2.0.85. 368,000 
on RR AE eee 312,000 
Hartford Steam Boiler.... 171,000 
* * x 


Promote Brian E. S. Mountain 


The many friends of Brian E. S. 
Mountain of the Eagle, Star & British 
Dominions, who met him while he was 
on his six weeks’ trip to the Pacific Coast 
and back about a year ago, will be glad 
to know that he has been promoted to be 
assistant general manager of the com- 
pany. Mr. Mountain, a young man of 
charming personality, is the son of Sir 
Edward M. Mountain, head of the com- 
pany. Brian Mountain was educated at 
Charterhouse and the Royal Military 
College. Afterwards he served with the 
9th Lancers. His entire insurance~ca- 
reer has been with the Eagie, Star & 
British Dominions. A brother of Sir 
Edward Mountain was once chairman of 
Lloyd’s. ae 

* 


Late G. H. Wills Was Great Expert 
on Tobacco Insurance 


While attending insurance conventions 
in England I frequently met Grahame 
Hamilton Wills of the brokerage firm of 
Grahame H. Wills & Co. He lived in 
Bristol and was 73 years old. Probably 
he weighed more than any British insur- 
ance man. At least, I never met a 
heavier one. He was a brother of Sir 
Frank Wills, and was, therefore, a mem- 
ber of the family famous over the world 
for its connection with the tobacco trade. 
It was the custom for many years for 
leading members of the insurance pro- 
fession in Bristol to meet on New Year’s 
Eve, date of Mr. Wills’ birthday, in 
order to celebrate that event. He was 
one of the senior members of the coun- 
cil of the Chartered Insurance Institute. 

* * * 


Seen at Holiday Parties 


There were just as many Christmas, 
New Year’s Day and New Year’s Eve 
parties this year in New York City as 
ever before. Among those seen at the 
various events were these: 

At the beautiful penthouse apartment 


in West Washington Square of Paul L. 
Haid, president of America Fore Com- 
panies: Wilfred Kurth, president and 
Harold V. Smith, vice-president, Home 
Insurance Co. 

At the North Washington Square 
home of Edward L. Bernays, public _re- 
lations expert: William Schiff, president 
of the Insurance Brokers’ Association of 
New York. 

At the Park Avenue apartment of Gus- 
tavus T. Kirby, former president of the 
American Art Galleries: Col. Francis R. 


ent. 


B ! : J @ Stoddard, former insurance superintend- 
* At the offices of William C. Bawden, 


secretary of Life Underwriters Associa- 
tion of New York: James P. Graham, 
Aetna Life, and Mervin L. Lane, Con- 


es necticut Mutual. 
—__— * * * 


Sends Danforth’s Message 

Among the New Year’s messages I re- 
ceived was a quote from William H. 
Danforth’s little book, “I Dare You,” 
which comes from John C. McNamara, 
Guardian Life, New York. He sent it 
out to a large number of persons, and it 
is worth reproduction : 

“You give your life away and be- 
hold! a richer life comes back to you. 
This principle works through ail of 
life. Our most valuable possessions 
are those which can be shared with- 
out lessening; those which when 
shared multiply. Our least valuable 
possessions are those which when di- 
vided are diminished.” 

* * * 


Want More Militancy 


The Insurance Exchange of Seattle, 
which calls a spade a spade, not caring 
what kind of language it uses in its 
mimeographed bulletins, is hot under the 
collar about casualty acquisition cost agi- 
tation. One sentence it employs is this: 

“The producer is now being faced with 
a new move on the part of the Grand 
Order of Chisselers in which they want 
to nick our commissions.” 

The Exchange says further, “We feel 
that local agents’ organizations should 
adopt a militant stand on this deal now. 
If we do not we will lose, because it all 
seems staged for the benefit of others 
than the local agent.” 

‘ ¢ * 


Wrote Book About Libyan Desert 


Mrs. Frances Gordon Alexander, who 
died in Rome following a stroke last 
week, and who was the wife of the sec- 
retary of the Equitable Life Assurance 
Society, was a woman of culture, promi- 
nent socially in New York, in Lenox, 
Mass., and in Rome, where she spent 
winters in recent years. In 1912 she pub- 
lishect a book, “Wayfarers in the Libyan 
Desert,” describing her experience and 
that of another woman after leaving 
Cairo and traveling in part of a bleak 
territory which stretches from the Nile 
.on the East to the Sahara on the South 
and West. 

Mrs. Alexander’s caravan consisted of 
twelve baggage camels, a sand cart and 
pony, and five riding donkeys. The 
Arab retinue numbered twenty-five, in- 
cluding the dragoman, waiters, cook, 
camel men and donkey boys. There 
were four sleeping tents, maids, a kitchen 
and dining tent. The first camp was 
near the Gizeh pyramids. The adven- 
ture resulted in a very interesting book 
which was published by G. P. Putnam’s 
Sons. 

Mrs. Alexander founded and was pres- 
ident during the World War of the Na- 
tional Special Aid Society, a volunteer 
corps of women for service to the coun- 
try in time of need. In 1920 she founded 
the Society for the International Re- 
vival of Industrial Art, whose purpose 
was to bring European peasant artisan 
wares to the United States. 

Funeral services were in Rome and 
burial will be in the Alexander plot at 
Princeton, N. J 

 “£ * 


Death of William G. Marvin 
William Glenn Marvin, prominent in- 
ternational lawyer and banker, who died 


in San Francisco on Tuesday of this 
week after an illness lasting four years, 
was well-known to marine underwriters 
in this city a decade ago. At that time 
he headed the legal and insurance de- 
partments of the National City Bank and 
I remember him as a youthful figure with 
a live-wire personality who frequently 
met with marine underwriters over mat- 
ters of proper insurance protection to 
foreign shipments financed by the Na- 
tional City Bank. His quick, forceful 
manner and wide range of information 
impressed favorably those who knew him 
and it is small wonder that within a short 
period of time and before he was 35 
years of age he had firmly established 
himself in the legal field, as well as 
amassed a fortune. 

A native of Aberdeen, Ohio, Mr. Mar- 
vin went to San Francisco in his youth. 
He taught public speaking at Washing- 
ton State College for a year and became 
a professor at the age of 21. He later 
practiced law in San Francisco and was 
general counsel of the Federal Land 
Bank in Berkeley. When the United 
States entered the World War Mr. Mar- 
vin enlisted as a private in the air serv- 
ice and rose to the post of chief of the 
technical staff at Wilbur Wright Field at 
Dayton. 

Fired with an ambition to enter the 
legal end of the international banking 
field, Mr. Marvin came to New York in 
1919 and within two years was head of 
the legal department of the National 
City Bank. In 1922, at the age of 30 
years, he organized the firm of Marvin 
& Bergh, international lawyers, with of- 
fices in the principal cities of the world. 
At his death he had offices at 150 Broad- 
way, New York, and also in San Fran- 
cisco, Havana, Mexico City, London, 
Paris, Milan, Stockholm, Washington, 
Chicago and elsewhere. 

Although only 39 years of age at the 
time of his death and for the last four 
years partially inactive because of illness, 
Mr. Marvin was widely recognized be- 
cause of his outstanding legal ability. He 
was general counsel of the American 
Manufacturers’ Export Association, gen- 
eral counsel and managing director of 
the American Manufacturers’ Foreign 
Credit Exchange, general counsel of the 
American Chamber of Commerce of Lon- 
don, former president of the American- 
Russian Chamber of Commerce, former 
chairman of the Aviation Advisory Com- 
inittee of the City of San Francisco, a 
director several years ago of Hamilton 
& Wade, insurance brokers of New 
York, and president of the Realty Fi- 
nance Corporation, 

.* ¢ w 


See Albert Conway Sworn In As 
Supreme Court Judge 


Albert Conway was sworn in as a Su- 
preme Court judge in Brooklyn one day 
last week in the presence of a number 
of his friends, including prominent pub- 
lic officials of Kings County, and mem- 
bers of his family. His four children 
witnessed the ceremony and were later 
photographed by the Brooklyn evening 
newspapers. From the New York Insur- 
ance Department, over which Judge 
Conway presided before he was made a 
Kings County judge, came Joseph E. Bill 
and Francis Ward of the Liquidation 
Bureau. 

** * 


1931 Insurance Literary Feature 


In the reviews of the year published 
by the insurance papers I saw nothing 
about the chief literary events of 1931 in 
insurance. Probably the most outstand- 
ing were the reminiscences of Major 
Howard A. Giddings, superintendent of 
agents, casualty insurance, the Travelers, 
and I am not saying this because they 
were originally printed in The Eastern 
Underwriter, but rather for the wide- 
spread attention they attracted in the 
business, including the big spread the 
Hartford Courant gave them in repro- 
ducing the articles. The last one was 
republished under a seven-column head 
in Sunday’s Courant. 
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Fire Companies Face 
This Year With Hope 


FEEL CRISIS WILL BE PASSED 


Internal Conditions Clarified So Business 
Is Prepared for Upturn; Faith of 
Public Unshaken 


The birth of 1932 finds fire insurance 
to the belief 


fewer unfavor- 


company executives holding 
that the year will bring 
able developments than 1931 
than likely will mark not only the bottom 


of the long depression period but witness 


and more 


veneral business turning upward. The 
first week of the new year has not been 
featured by any sudden changes for the 
better, nor was any overnight magic ex- 
pected. Another month and more will 
vo by before the business world learns 
whether the spring revival in trade, 
which would necessarily aid insurance 
companies, will be as active as hoped 
for. 

Meanwhile the insurance companies 
are carrying on their efforts to strength- 
en the business by the solution of those 
problems they themselves can handle. 
One inspiring fact is that the faith of 
the general suite in fire insurance and 
other branches of the business remains 
unshaken. There has been no widespre: ad 
collapse of insurance companies with sub- 
sequent losses to policyholders. Fire in- 
surance claims as they arise have been 
settled as fully and satisfactorily during 
the last two years as during the more 
prosperous years. While a number of 
fire companies have gone out of business 
this vear their liability has been taken 
over by other insurers and the financial 
losses have fallen on the shoulders of the 
stockholders of these less fortunate com- 
panies rather than upon the policyhold- 
ers. With this faith in insurance re- 
maining intect the business has avoided 
the tremendous handicap which besets 
the banking world and the investment 
markets. 
Funds Going From Reserves to Surplus 

In addition to the favorable factor of 
the public not avoiding purposely the 
purchasing of insurance the business en- 
ters 1932 with several other achieve- 
ments to its eredit. The underwriting 
results for last year are not expected to 
be as bad as might be expected from a 
general survey of all lines of business 
activity. Fire were not quite as 
extensive as in 1930 and the loss in pre- 
mium income is offset to a considerable 
degree by a release from the unearned 
premium reserves to net surplus of re- 
policies which expired last 
year. When business improves and fire 
insurance premiums show a comparative 
increase then funds will have to be trans- 
ferred back from surplus to premium re- 
serves. But then the companies will be 
prepared for it as any business revival 
will of necessity be accompanied by an 
enhancement in the value of invested 
assets. 

Hand in hand 
competition in fire 


losses 


serves on 


with the reduction of 
insurance because of 
the forced withdrawal from the field of 
many new companies formed in 1927- 
1929 has come a gradual decrease in ex- 
penses of operations. Salary reductions, 
curtailment of field forces and the tak- 
ing up of unprofitable local agency con- 
nections are all serving to improve eco- 
nomic soundness. 

The companies, too, are co-operating 
with one another to a far greater extent 
than was evident a few years ago. In- 
stead of adopting cut-throat tactics 
which would have brought temporary ad- 
vantage to some companies and eventual 
disaster to nearly all, the guiding heads 
of the business have sensibly united to 
work for the general good of fire insur- 
ance as a whole. Thus it seems that fire 


insurance has placed itself in a position 


to take immediate advantage of better 
times when they arrive. 
Unfavorable Factors 
On the other side of the picture there 


still remain the unfavorable factors that 
accompany all business reactions but 
which are temporary in so far as they 
will not outlast the depression. Security 


prices are at the lowest levels in years, 
collections from assureds and agencies 
are very slow and dwelling house risks, 


generally considered as of the first class, 
have been burning with unusual fre- 
quency. 

The collection problems and the in- 
crease in residential property fires are 
linked inseparably with unemployment 
and bank failures. Wherens life insur- 
ance has solved to a great extent the 
question of collections through the cash 
payment system the life companies are 
experiencing a tremendons increase in 
the lapse ratio counled with heavv bor- 
rowings on outstanding policies. There- 
fore it is reasonable to say that no form 
of insurance can anticipate all the unfor- 
tunate consequences of a depression. The 
best they can do is to maintain the in- 
ternal streneth of their business so that 
the effects of the uncontrollable factors 
will not prove too costly. 

With respect to the course of securitv 
valuations no one is so reckless as to 
hazard a nronhecy. All hone that the 
end of the decline in stock. bond and 
commodity prices is near. One thing is 
clear, however. namely that insurance 
comnanies, hanks and other financial in- 
and the public in general are 
so deeply and nersonallv interested in 
the finencial solvencv of the bnsiness 
enternrises of this countrv that every ef- 
fort is being extended from all directions 
to restore national confidence in invest- 
ments and business so that unnecessary 
and frightened liquidation will come to 
an end. 


stitutions 


CANADIAN PREMIUMS DECLINE 

Because of a decrease in building con- 
struction and in values of stocks of mer- 
chandise combined with a gradual reduc- 
tion of fire insurance rates on preferred 
risks it is expected that Canadian fire 
insurance premiums for 1931 will show a 
decline of about 10% from the 1930 level 
according to G. D. Finlayson, Superin- 
tendent of Insurance for Canada. He 
expects that the 1931 loss ratio will be 
increased slightly to about 60%, com- 
pared with 58.21% for 1930. There has 
been a large increase in fires in dwell- 
ings this last year in Canada. 





HARRISON FAULKNER DIES 

Harrison Faulkner, who retired a year 
ago as secretary of the marine branch 
of the Phoenix Assurance, Union Ma- 
rine & General, Columbia and Norwich 
Union Fire on account of ill health, died 


at his home at Westerleigh, Staten 
Island, on New Year’s Day. He was a 


native of Liverpool, England, and had 
been associated with the Union Marine 
& General for over thirty-four years. He 
leaves a wife and a son. 








New York Agents To 
Meet At Hotel Astor 


ONE DAY CONVENTION JAN. 21 


N. Y. City and Suburban Agents to Dis- 
cuss Problems at Regional Gather- 
ing of State Association 


York State Association of 
will hold a large re- 


The New 
Local Agents, Inc., 


gional meeting at the Hotel Astor in 
New York City on Thursday, January 21, 
at which will be present the members 
of the New York City Association of 
Fire Insurance Agents and of the Subur- 
ban New York Association of Local 
\gents, Inc.; likewise agents from 


Dutchess and other counties north of the 
New York metropolitan area but within 
easy traveling distance of the city. These 
meetings have been held in January in 
New York for several years but this 
yew’s gathering will be the first at which 
the New York City producers will be 
present as a body. 

It is expected that the regional meet- 
ing will be devoted largelv to discussions 
of agents’ problems, including collections, 
casualty acquisition costs and many oth- 
ers, rather than to talks by company ex- 
ecutives. President Theodore L. Rogers 
of the New York State Association will 
be present as also the members of the 
state association executive committee and 
representatives of the National Associa- 
tion of Insurance Agents. The state 
executive committee will hold a meeting 
following the one-day convention. The 
regional session will open at 10 o’clock 
Thursday morning. There will be a 
luncheon at 12:30 o’clock to be followed 
by an afternoon business session. 


LOSS OFFICE IN JERSEY CITY 

To handle losses in Hudson County, 
N. J., east of the Hackensack River, the 
General Adjustment Bureau of New York 
has opened an office at 26 Journal 
Square, Jersey City. Philip M. Winches- 
ter, resident adjuster, will have charge 
there. He was transferred from the 
Newark office of the General Adjustment 
Bureau where he has -been an adjuster 
for several years. The Jersey City of- 
fice will be under the supervision of As- 
sistant General Manager Wilfred Gar- 
retson who is located at the New York 
main office. 





NATIONAL UNION CAPITAL CUT 

Stockholders of the National Union 
Fire of Pittsburgh last week approved 
a reduction in the authorized capital 
stock from $10,000,000, of which $5,500,000 
is outstanding, to $2,750,000 and also a 
change in the par value of the stock from 
$100 to $50 a share. The reduction in the 
outstanding stock will be transferred to 
surplus. 





E. S. & B. D. CHAIRMAN 
The Right Hon. Henry G. H. Mul- 
holland, member of Parliament for Coun- 
tv Down, has been appointed chairman 
of the Belfast board of directors of the 
Eagle, Star & British Dominions. 
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BUFFALO INSURANCE CHANGE —§& - 
Mayor and Comptroller to Have Charge _ NM 
of All Fire Coverage on Municipal . 
Property a 
Hereafter the mayor and the city 7 
comptroller of Buffalo will be among the 7 
largest buyers of fire insurance in this J 
country. They have just been designat- Lai 
ed to place such insurance on all city “J 
property, instead of having department 
heads make individual coverage as has 
been the time honored custom. 
A Republican council, just before it 
was succeeded by a Democratic major- <i 
ity on January 1, held the insurance [e &%°"? 
placing to be a job for specialists and [ae 2/ t) 
named the mayor and the comptroller y !!'/ 
as such. The Democrats had sought to @ $3,00 
block such action on the ground that it By 0%, 
deprived them of proper patronage. x _" 
KENTUCKY DEPUTY RESIGNS | @ /?!lo 
KER n 
A. H. Pulliam Served Eight Years With : ; : 
Insurance Dep’t; Talbott Succeeds eal 
Coleman As Auditor der 1 
After eight years’ service as deputy in- 9m 'e!t4 
surance commissioner of Kentucky, Arch 9 porta 
H. Pulliam of Bardstown has tendered “¥% ourse 
his resignation to State Auditor Clell (@ went 
Coleman, taking effect January 4. J. D. 9@ 
Talbott, who is the state auditor succeed- [9 @°SS- 
ing Coleman, is from Bardstown and the [for s 
two are not political allies although both WM that | 
are Democrats. Pulliam formerly was TM in rec 
clerk of the Nelson Circuit Court. Be 
Talbott took over the office of state Hg O°C4" 
auditor Monday and therefore becomes influe 
the head of the insurance department of (4 there! 
KKentucky. He has not indicated who he — 9 Prove 
will name insurance commissioner but re- 9 Were 
gardless of politics he has stated that | Mitte 
only well qualified men will be appoint- and tl 
ed to positions in his department. It is not o1 
regarded certain therefore that he will but th 
name someone commissioner from. the of th 
ranks of the insurance business in Ken- (9 be tal 
tucky. 5; been 
: that i 
AUTO MEETINGS IN NEW YORK treaty 
aemeaieniin ment, 
Divectors and Staff Committee of Na- | Profit. 
tional Association Gather Next Week to obs 
To Approve Manual for 1932 Pervis 
The board of directors of the National 9 “eng t 
Automobile Underwriters’ Association (jj."*S .P! 
will meet in New York next Tuesday, “J we ym 
January 12, and likewise on Wednesday, iol 
too. They will meet at the Hotel Penn- 3 eg 
sylvania to consider the recommen «la- y hed st 
tions for rates for the 1932 manual. Fol- 7 nap 6: 
lowing action by the directors it is cx- 7% the és 
pected that the manual will be in the 7 “agg 
hands of agents not later than February nein 
10. Shortly after the manual is issucd 7 
there will be a booklet issued on the i The 
new comprehensive policy, giving the Wiicontin, 
form, premium rates and other material Meance, 1 
essentials to agents. The staff commit- all cau 
tee of the National Association will also @jintens; 
meet next week in New York, on Mon- Wiiness ' 
day, the day just preceding the sessions W8has a 
of the directors. mathe o¢ 
eat eras Separt ot 
DE LANOY’S 50TH ANNIVERSARY the pri 
Villiam C. DeLanoy, president and on pro 
senior member of the New York insur- life bus 
ance brokerage office of DeLanoy, Kipp Hggoef all 
& Swan, Inc., has completed fifty yeurs Hjgtions jr 
of active service in insurance. He es- 9jgmot im 
tablished his own business on Janu°ry §ijgwith th 
2, 1882, in his own name and later his man incr 
brother Edwin P.. now deceased, joine! Hjthe inc 
him. In 1910 Reuben E. Kipp and John jjserv« 
L. Swan became officers of DeLanoy & Hjsarily « 
DeLanoy. In 1925 the name was agin MMs the | 
changed to DeLanoy, Kipp & Swan, Inc. Gjthis de 
During the World War Mr. DeLanoy was (jjelement 
in the service of the Government, having Hjjeven in 
been made director of the Bureau of Wart 9Wweathe: 
Risk Insurance of the Treasury Depart- Bjthe eff; 
ment. He resigned that office after the (MBS inscy 
war ended. Under his directorship the Ss that 
bureau made a profit of many millions onside 
on hull and cargo insurance of American Vears 
vessels. And 193 
er yea 
FIREMAN’S FUND DIVIDEND f Viey 
The directors of the Fireman’s Fund J ~ bus 
on December 31 in San Francisco de- Mae’''d p 
‘ared the usual dividend of $1.25 a share. J pacide 
The dividend will be paid on January 15 udital 
x atio a 


to stockholders of record January 5 
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Munich Re. Found German Fire 
Insurance Improved in 1930-31 


Large German Company Reports That Despite Aggravated 


Economic Conditions Underwriting Returns Were Not 
Unprofitable; Much Better Than in 1929 


‘ eln interesting view of imsurance in 
Germany ts given tn the annual report 


4 of the fifty-first year of the Munich Re- 


insurance Co., which has a capital of 
$5,000,000, premium income of $62,000,- 
000, reserves of ‘$4,000,000 and made 


TS $000,000 profits in the year ending June 


30, 1931. 
follow: 

Unlike 1929, which was such an event- 
ful year for our company, the year un- 
der review has been normal. We have 

refrained from entering upon any -im- 
} portant new operations and have devoted 
ourselves to the consolidation, develop- 
} ment and revision of the existing busi- 
In this connection it is a matter 
for satisfaction that the heavy losses 
that have been experienced by reinsurers 
in recent years and the failures that have 
occurred, have not been without their 


influence on competition; and we have, 
therefore, succeeded in effecting im- 
) provements in many cases where they 
) were evidently necessary. It must be ad- 
mitted that this is only a beginning; 
) and the fact that in choosing a reinsurer, 
not only the amount of the commission, 
but the business experience and solvency 
of the other party to the treaty must 
» be taken into consideration, has hitherto 
been as little appreciated generally, as 
that in the acceptance of a reinsurance 
treaty the object should be the attain- 
ment, not of premium income, but of 
Hproft. In this connection we are glad 
to observe that the Swiss Insurance Su- 
 pervisor’s Department, in accordance 
® with the intention previously announced, 
has prescribed that the companies under 
its Jurisdiction are to indicate in their 
reports the results of the direct and in- 
"direct business separately. We welcome 
| this step on the part of an authoritative 
‘ body, because it compels the companies 
to keep under observation, as well of 
)themselves as of others, the results of 
Ptheir reinsurance business, 


The Question of Profits 


rhe year 1930 was overshadowed by a 
@continually increasing economic disturb- 
"}2nce, which in 1931 extended to nearly 
mall countries and became very seriously 
Hntensified. Nevertheless, insurance busi- 
> s8ess was not unsatisfactory. Insurance 
MBhas a status of its own. It is true that 
MBthe general economic situation plays its 
Part on premium income. Turnover and 
the price of commodities affect insurance 
on property, earnings, the acquisition of 
life vusiness and the desire for insurance 
1 all classes. However, these fluctua- 
pptions in the growth of the business are 
ot important if taken in comparison 
with the existing portfolio; especially as 
n increase in the premium income, and 
the increased expenses and larger re- 
€rves involved therewith, do not neces- 
aged denote increased profits. Rather 
Ws the loss ratio the decisive factor; and 
his depends in hail insurance on the 
‘lements exclusively and in marine and 
‘ver. in fire insurance largely on the 
awner and on a number of other causes 
le effective force of which varies and 
s inscrutable. At all events, the fact 
a _— German fire insurance yielded 
onsiderably better returns in the worst 
st of the economic disturbance, 1930 
~ 1931, than in 1929, which was a bet- 
"4 yeas from the general economic point 
. a In a number of other classes 
hird sinese, such as personal accident, 
; qe and life, there is (apart from 
ena Page fraudulent claims) no in- 
table connection between the loss 
atio and the economic situation. Credit 


Some extracts from the report 
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insurance, however, depends entirely on 
trade generally. 

On the whole, our insurance business, 
we have pleasure in reporting, has not 
been unsatisfactory in the year 1930. 


Reinsurance Problems 


In the first place, Fire Insurance, in 
contrast to the heavy loss in 1929, has 
yielded a moderate profit, to which the 
agricultural business, which has been bad 
in nearly every country,.certainly did not 
contribute. It must be admitted that 
many improvements are still to be made 
before the business regains its old posi- 
tion; and this applies also to the rela- 
tionship between the reinsurer and the 
original insurer. More especially, recent 
flagrant cases of the arbitrary division of 
the premium into the premium and sur- 
charge for administration expenses—the 
surcharges being withheld from the re- 
insurer—have shown that this practice, 
customary in many countries, but fought 
against by us for years, may lead to 
abuses that should be avoided for the 
sake of the maintenance of probity in 
the relationship between the cedant and 
the reinsurer. 

Hail Insurance gave us a fair profit; 
but this must be set off against a loss 
of about the same amount during 1931. 
It is worthy of note that the loss arises 
from the territories where, in spite of 
the bad results of recent years, hardly 
anything has been done to improve the 
business, i. e. Germany and France. In 
Germany, in view of the competition be- 
tween companies, mutual societies and 
municipal institutions, it will be as dif- 
ficult as it is necessary to effect an al- 
teration in rates and policy conditions to 
correspond to the altered atmospheric 
conditions, as has been done long ago 
in other countries. 


Credit Insurance 


The different classes grouped under 
the heading “Sundry Branches” have 
brought us a good profit, which, how- 
ever, has been more than consumed by 
the losses in Credit Insurance. We 
transact this class of business almost 
exclusively as reinsurer of the Hermes 
Kreditversicherungsbank in Berlin; and 
believe that we are in a position to say 
from our close and continual investiga- 
tions and by companies of the Hermes 
methods with those followed elsewhere, 
that if Credit Insurance can be carried 
on at a profit at all in the long run, the 
Hermes principles are the most likely 
ones to obtain such a result. It is, how- 
ever, evident that insurance against in- 
solvency must, in spite of careful man- 
agement, lead to heavy losses during a 
time when there is an unprecedented 
number of failures. During the year 1930 
we lost more than two million marks 
on the Hermes business, and have to 
expect another heavy loss in 1931. Ow- 
ing to the obscurity of the economic 
situation, we had decided by friendly 
agreement with the Hermes in the spring 
of this year to cut down considerably 
the chief part of its business, whole ac- 
count (Delcredere) insurance, and after 
that, following the occurrences of July 
1931, to discontinue it altogether, but the 
Government in view of the importance 
of credit insurance in the national eco- 
nomy of our country, offered to take 
for a limited time a considerable share 
of this business from the Hermes in re- 
insurance, the management of the busi- 
ness remaining exclusively with the 
Hermes. In view of the relief obtained 
thereby, we have decided to continue 
transacting credit insurance in the old 
form, naturally at rates and on condi- 


(Continued on Page 45) 





FIRE RATE CASE APPEAL 





Decision by Virginia Supreme Court on 
Appeal of Fire Companies Against 
Lower Rates Expected 

Further extension has been granted 
fire companies operating in Virginia rel- 
ative to the order of the State Corpora- 
tion Commission requiring them to keep 
records by zones and by cities and coun- 
ties of their experience in the state. The 
time is now extended from December 31, 
1931, for a period of six months. 

Meanwhile it is expected that the Vir- 
ginia Supreme Court of Appeals will 
have given a decision in the fire rate 
case appealed by the companies from the 
action of the commission in ordering re- 
duction of rates and laying down certain 
rules as to how profit and loss experi- 
ence shall be determined. The case is 
scheduled to be argued at the forthcom- 
ing March term of the appellate court. 
If it argued and submitted at that time, 
it is hoped that a decision will be given 
at the next ensuing June term. The mat- 
ter has been pending before the appel- 
late court more than a year. 





ESSEX FIRE IS MERGED 





Becomes Part of the Sussex Fire, Also 
of Newark; Capital Now $1,000,000; 
Controlled by Eagle Fire 
The Essex Fire of Newark was merged 
into the Sussex Fire of the same city on 
December 31 with the appreval of the 
New Jersey Department of Banking and 
Insurance. Both companies have been 
under the control of the Eagle Fire of 
Newark for the last two years. All of- 
ficers and directors of the Essex and the 
Sussex will remain with the combined 
company. Franklin W. Fort, vice-presi- 
dent and manager of the Eagle Fire and 
United States manager of the Baltica of 
Copenhagen, is president of the Sussex. 
Following the merger the Sussex has 
a capital of $1,000,000. The assets of 
the company it is believed will exceed 
$4,000,000 and the unearned premium re- 
serve is about $1,750,000 and net sur- 
plus over $500,000. Arthur H. F. Schumm 
has been vice-president and_ general 
manager of the Sussex Fire since it be- 
business. Building and_loan asso- 


gan 
ciations formed the Ajax Fire, Essex 
and the Sussex in 1927 and 1928. The 


Eagle Fire interests bought control of 
all three in January, 1930. 





COMPLETE CHICAGO MERGER 





A. T. Tamblyn President of Enlarged 
Lincoln Fire of N. Y.; H. M. 
O’Brien Vice-President 
The merger of the Chicago Fire & Ma- 
rine with the Lincoln Fire of New York 
has been completed with the approval of 
the Illinois and New York Insurance De- 
partments. The merger results in the 
Lincoln Fire having capital of $1,000,000 
and substantially increased net surplus 
and reserves. The directors of the new 
company have elected the following of- 
ficers. all of whom were officers of either 
the Lincoln or the Chicago: president. 
A. T. Tamblyn: vice-presidents, Harold 
M. O’Brien, Frederick O’Brien and J. W. 
Cochran: vice-president and secretary, 
T. B. Boss, and treasurer, E. L. Mulve- 


hill. 

Wm. A. Blodgett and O. F. Wallin will 
continue in charge of the direct writing 
of the Lincoln. The business formerly 
hondled by the Chicago Fire & Marine 
will be carried on by the Chicago fire 
and marine department of the Lincoln. 





FRENCH FIRE CO.’S TAXES 

French fire underwriters paid during 
1930 the sum of 451.757.000 francs in 
taxes, of which sum 380,319,000 were con- 
tributed by stock companies and 71,438,- 
000 by mutuals. In this connection it 
must be mentioned that in line with the 
general preference shown to agriculture 
by the French government local agricul- 
tural insurance societies are free from 
taxation and in consequence enjoy ad- 
vantages over mutuals as well as stock 
companies. 





Munich Re. Invests in 
54 Foreign Companies 
LOCATED COUNTRIES 


Through World-Wide Investments Com- 
pany Assures Itself of Diversified 
Business Sources 





IN 25 








The recently published annual report 
of the Munich Reinsurance contains 
some interesting data regarding the in- 
vestment of the assets of the company, 
demonstrating the worldwide ramifica- 
tion of this enterprise. 

The total assets on June 30, 1931, the 
end of the current business year, 
amounted to RM 427,018,253. Of this 
sum RM 73,139,179 were invested in se- 
curities and participations in other in- 
surance companies. In percentages this 
sum was invested as follows: 
Government and _ government 


guaranteed loans ......4.000s00. 10.01% 
Communal and other public loans 2.67 


Mortgage certificates ........... 
Railroad, banking and industrial 
bonds and preferred stocks.... 3.45 
COMMAND CIOCIEE 6.5.6. 5500 600000050 5.85 
Shares of other insurance com- 
WOR ca cece seeas eneen sees 3.06 
100.00% 
The 73.06% in stocks of insurance 


companies amounted to RM _ 53,437,723. 
Over RM 29,000,000 was invested in the 
stocks of fifteen German companies and 
RM 24,229,419 in the stocks of fifty-four 
foreign companies located in twenty-five 
different countries. These investments 
must not be valued only according to the 
market quotations of such shares for 
they are practically the plant by which 
the Munich Re gets its business. 





N. J. SUBURBAN DEPARTMENT 





Great American Opens New Department 
at Home Office With Paul J. 
Clarke in Charge 

The Great American has opened a 
New Jersey suburban department at the 
home office in New York to serve all 
the companies in the fleet. Agency Su- 
perintendent Paul J. Clarke is in charge 
of the new department. He will be as- 
sisted by Special Agents Charles Reyn- 
olds, Earle McKay and Fred E. Stanton, 
Jr. Mr. Reynolds, whose headquarters 
are at 140 Market Street, Paterson, 
N. J., and Mr. Stanton, whose headquar- 
ters are at 1 Liberty Street, New York, 
have been traveling the field, but Mr. 
McKay has been transferred from an- 
other field. 





KINBACK TO PRACTICE LAW 

George F. Kinback, former special 
agent of the Northern Assurance in 
New York state, has become associated 
with the law firm of Melvin & Melvin 
of Syracuse, N. Y. The firm specializes 
on insurance law. Mr. Kinback, who is 
forty years old, is a native of Scranton, 
Pa. After getting a law degree from 
Syracuse in 1912 he practiced law for 
two years and then went with the claim 
department of the Royal Indemnity. 
From 1920 to 1923 he handled fire losses 
as an adjuster in the Syracuse branch , 
of the General Adjustment Bureau. For 
the next four years he was special agent 
of the Great American in New York 
state and then for two years field man- 
ager for the Century Indemnity. From 
1929 to 1931 he was special agent of the 
Northern Assurance in the same terri- 
tory. 


ISSUE COMBINED AUTO POLICY 
The Northern Assurance and its run- 
ning mate, the London & Scottish, are 
writing a combined fire and casualty 
coverage automobile policy with the 
American Surety of New York. The fire 
companies will write automobile fire, 
theft, collision and the miscellaneous 


lines and the American Surety will han- 
dle public liability, property damage and 
plate glass risks. 
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State Valuation Rulings Vary 


As To Amortization of Bonds 


New York, New Jersey and a Few Other States Will Not Per- 
mit Amortized Values; Others Not Insistent on Market 
Values of Bonds; Commissioners To Use 

Discretion on Securities . 


Although the National Convention of 
Insurance Commissioners at its Decem- 
ber meeting in New York recommended 
that average prices of securities, approxi- 
mately those of June 30, 1931, be used for 
valuation purposes in the December 31, 
1931, statements of insurance companies 
and although the great majority of state 
insurance departments are following this 
recommendation, there is considerable 
variance with regard to evaluating 
bonds. Most states will permit fire and 
casualty companies to carry their bonds 
on an amortized basis providing they are 
not in default and are fully secured but 
at least six states will insist upon bonds 
being carried at market values on June 
30 or whatever other date may be used. 

The six state insurance departments 
which to date have announced that mar- 
ket, rather than amortized, values of 
bonds must be used are those of New 
York, New Jersey, Maryland, Missouri, 
Alabama and Illinois, the last named 
with respect to fire companies only. A 
few state insurance commissioners have 
not made public their final decisions on 
valuations. 

A compilation of authorized statements 
of commissioners on valuations has been 
prepared by the United States Daily of 
Washington. By far the majority of 
states will permit the fire and casualty 
conipanies to use average or other than 
market values as of the end of 1931. 
Most commissioners say they will ex- 
ercise discretion in examining the hold- 
ings of each company but will reserve 
to themselves the right to demand De- 
cember 31 market values if in their opin- 
ion they feel that the condition of any 
company is such that in the interest of 
policyholders and other creditors year- 
end values are necessary. 

Following are extracts from some of 
the state insurance department heads: 


Alabama 


Charles C. Greer, Superintendent of 
Insurance: 

“Alabama will use June 30, 1931, or 
average over five quarterly periods end- 
ed September 30, 1931, values. The Su- 
perintendent, however, will retain dis- 
cretionary power to use actual values as 
of December 31 in individual cases when 
deemed advisable. Bonds owned by fire 
and casualty companies will not be val- 
ued on an amortized basis. 

“Companies in their discretion may use 
December 31, 1931, market values and 
must indicate in their published state- 
ments the valuation basis adopted. 

“I have given the matter careful con- 
sideration and it is my judgment that 
administrative officials will be compelled 
to exercise more discretion than usual 
with the problem of the valuation of se- 
curities.” 


Arizona 


George A. Brown, Assistant Secretary, 
State Corporation Commission: 

“December 31 values will be required 
by the Arizona Corporation Commis- 
sion. Whether bonds owned by fire and 
casualty companies may be carried on an 
amortized basis will depend upon re- 
quirements of the home states of com- 
panies.” 


California 

E. Forrest Mitchell, Insurance Com- 
missioner: 

“The California Insurance Division 
will accept reports as filed, but will exact 
a clear statement of the valuation basis 
used. It is not bound to adopt the valu- 
ation basis used, nor is it prescribing any 
basis other than that provided. by law. 

“It will also require from all compa- 


nies using valuations other than those 
obtaining on December 31, 1931, detailed 
schedules of securities owned, valued as 
of the latter date, and will publish with 
the reports filed a summary of the ef- 
fect indicated by such detailed schedules, 
as modified by audit.” 
District of Columbia 

Herbert L. Davis, Superintendent of 
Insurance: 

“The Superintendent of Insurance will 
use his best judgment and discretion in 
determining in individual cases the valu- 
ation basis to be adopted for annual 
statements due at the end of 1931. Aver- 
age market quotations will be used where 
it seems consistent so to do. Best avail- 
able data will be used in determining av- 
erage values. 

“Bonds owned by fire and casualty 
companies may be carried on an amor- 
tized basis if fully secured and not in 
default as to principal or interest, but 
in certain cases it will be required that 
a sufficient reserve be set up to take care 
of any difference between the amortized 
and market values.” 

Georgia 

Lewis A. Irons, Deputy Insurance 
Commissioner : 

“The Georgia law prescribes a sworn 
statement of the financial condition of 
an insurance company as of December 
31. The Georgia Department will call 
for December 31 values, but will use dis- 
cretion as to acceptance of other values 
furnished, depending on the general con- 
dition of the individual company. 

“In determining a fair average market 
value, where such values are permitted, 
an inquiry will be made into each class 
of security. 

“Bonds fully secured and not in de- 
fault may be carried on an amortized 


basis.” 
Idaho 

W. H. Bakes, Director, Bureau of In- 
surance: 

“The Idaho Insurance Department re- 
quires the use of December 31, 1931, mar- 
ket quotations as the general basis for 
valuing the securities owned by insur- 
ance companies. Bonds fully secured and 
not in default in principal or interest 
will be valued on an amortized basis. 
Companies will be required to show in 
their published statements the valuation 
basis used.” 

Illinois 

Harry W. Hanson, Superintendent of 
Insurance: 

“The Illinois Insurance Division will 
use Convention valuations agreed to by 


the National Convention of Insurance 
Commissioners at the December, 1931, 
meeting in New York. Discretionary 
power will be retained to use actual mar- 
ket values as of December 31 in indi- 
vidual cases when deemed advisable. If 
companies desire, they may use valua- 
tions of December 31. 

“Casualty companies are permitted by 
law to value their bonds on an amor- 
tized basis, but fire companies are not 
granted this privilege.” 

Indiana 


John C. Kidd, Insurance Commis- 
sioner. 

“The Indiana Department will use av- 
erage market quotations as recommend- 
ed by the National Convention of In- 
surance Commissioners at its December, 
1931, meeting in New York. When con- 
sidered necessary December 31 values 
may be required in individual cases. Pub- 
lished statements must show the valua- 
tion basis. 

“Amortized values may be used in the 
case of bonds fully secured and not in 
default in principal or interest.” 

lowa 


E. W. Clark, Insurance Commissioner : 

“The Iowa Insurance Department will 
follow the resolution on security valua- 
tions which was adopted by the National 
Convention of Insurance Commissioners. 

“The mere fact that the fair market 
value of.securities must be shown in the 
return of December 31 does not mean 
that we have to take the arbitrary fig- 
ures of some stock exchange.” 

Maine 

Wilbur D. Spencer, Insurance Commis- 
sioner: 

“The state law requires the use of De- 
cember 31 figures, but it may be neces- 
sary to accept average values for com- 
panies whose home states allow their 
use. The basis of valuation used must 
be indicated in published statements. 
Bonds may be carried on an amortized 
basis if not in default and if fully se- 
cured.” 

Maryland 

William C. Walsh, Insurance Commis- 
sioner: 

“Either December 31 or convention 
valuations may be used by companies re- 
porting to the Maryland Insurance De- 
partment. The right will be retained to 
insist upon the use of December 31 val- 
ues in instances where this course is 
deemed necessary. Published statements 
of insurance companies must show the 
valuation basis used. 

“Bonds owned by fire and casualty 
companies may not be carried on an 
amortized basis.” 

Michigan 

C. D. Livingston, Insurance Commis- 
sioner: 

“The valuation basis set by the Na- 
tional Convention of Insurance Commis- 
sioners will be used in Michigan. Any 
other basis will not be acceptable to the 
State Insurance Department.” 

Minnesota 

Garfield W. Brown, Insurance Com- 
missioner: 

“The Minnesota Insurance Department 


REINSURANCE 


FIRE AND CASUALTY 


ROSSIA INSURANCE COMPANY 


of 


America 


THE FIRE REASSURANCE COMPANY 
of New York 


METROPOLITAN FIRE INSURANCE COMPANY 
of New York 


THE FIRST REINSURANCE COMPANY 
of Hartford 


115 Broad Street 


‘ 





Hartford, Conn. 


will use average values for the five quar- 
ters ended September 30, 1931, as rec- 
ommended by the National Convention 
of Insurance Commissioners. Discretion 
will not be granted to companies to use 
December 31 values in their filed state- 
ments. In some individual cases, how- 
ever, December 31 values may be re- 
quired when considered necessary. The 


basis of valuation must be shown in 
published statements.” 
Missouri 
C. E. Nelson, Actuary, Insurance De- 


partment: 

“Average market quotations as adopt- 
ed by the National Convention of Insur- 
ance Commissioners will be used in Mis- 
souri, althougit companies will be given 
the option o1 using December 31 values 
if they so desire. Published statements 
must indicate the basis used. Discretion- 
ary power is retained to require the use 
of December 31 values when deemed ad- 
visable. 

“In valuing bonds held by fire and cas- 
ualty compamies no cHange will be made 
from the previous practice of using mar- 
ket values.” 

Nebraska 


B. B. Gribble, Actuary, Insurance Bu- 
reau: 

“Average market quotations for the 
five quarters ended September 30, 1931, 
as represented by June 30, 1931, value, 
will be used by the Nebraska Insurance 
Bureau. Bonds may be valued on an 
amortized basis if fully secured and not 
in default and companies will be given 
the option of using December 31 mar- 
ket values of securities. Published state- 
ments must state the valuation basis 
used.” 

New Hampshire 

John E. Sullivan, Insurance Commis- 
sioner: 

“In lieu of December 31 market quo- 
tations, the New Hampshire Insurance 
Department will recognize as a general 
basis for valuation ot securities by ad- 
mitted insurance companies the market 
value of securities June 30, 1931. If the 
market value of securities on December 
31 is lower than the June 30 values, the 
companies will be extended the option 
of using either June 30 or December 31 
values. Companies will not be required 
to exhibit in their statements which 
basis of value of securities is being ob- 
served. 

“Fire and casualty companies will be 
permitted to carry bonds on an amor- 
tized basis if fully secured and not ™ 
default as to principal or interest.” 

New Jersey 

C. A. Gough, Deputy Commissioner of 
Banking and Insurance: 

“The average market quotation basis 
of valuation adopted by the National 
Convention of Insurance Commissioners 
will be prescribed by New Jersey. De- 
cember 31 values may be used at the 
option of the companies, with the pub- 
lished statements showing the _ basis 
adopted. Discretionary power is reserved 
to insist upon December 31 values 
such instances as deemed advisable. 

“Amortized bond values may not be 
used by fire and casualty companies, this 
right being limited under the law to life 
companies.” 

New Mexico 


Max Fernandez, Superintendent of In- 
surance: 

“New Mexico will use average market 
quotations as adopted by the National 
Convention of Insurance Commissioners. 
In their discretion companies may us¢ 
December 31 values. The basis of val- 
uation used need not be indicated in pub- 
lished statements.” 

New York 

George S. Van Schaick, Superintenden! 
of Insurance: 

“The New York Insurance Depart 
ment will use average market values 
based on the recommendations of_ the 
National Convention of Insurance Con 
missioners. Companies will be permit 
ted at their option to use December 
values, but for uniformity each company 
must submit additional schedules show 
ing convention values. Published state 


(Continued on Page 32) 
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Courageous fire fighters are 
the first line of defense but 
without reserves of adequate 
insurance in sound stock com- 
panies, the result can only 
spell disaster. 


Are you giving your clients 
this protection ? 


Thee AMERICA FORE GROUP of Insurance Companies 


THE CONTINENTAL INSURANCE COMPANY  FIDELITY-PHENIX FIRE INSURANCE COMPANY NIAGARA FIRE INSURANCE COMPANY 


AMERICAN EAGLE FiRE INSURANCE COMPANY FIRST AMERICAN FiRE INSURANCE COMPANY MARYLAND INSURANCE COMPANY OF DELAWARE 
ERNEST STURM. Chairmen of the Boards 


Eighty Maiden Lane ond PAUL L. HAID. President Ss New York,N.Y. 
4 4 ‘ THE FIDELITY AND CASUALTY COMPANY 
ERNEST STURM. Chairinan of the Board 
WADE FETZER. Vice Chairman 
PAUL L. HAID., President 


NEW YORK CHICAGO SAN FRANCISCO — ATLANTA DALLAS MONTREAL 





Production of Bills _ 
To Show Fire Loss 


CASE IN N. J. SUPREME COURT 





Question Involved Is Whether Company 
Gave Proper Notice to Assured 
for Examination 

Davidson v. Providence Washington, 
New Tersey Supreme Court. 157 Atl. 148, 
i yn a fire policy covering a 
vakery and its contents. The insured 
uopli proofs of loss, which the insur- 
ince company rejected on the grounds 
that the claim was excessive, and that 





the origin of the fire was not correctly 
stated. The company’s letter called upon 
he sured to produce bills showing 


prices and quantities, and the amount of 
ined and to submit to an 
t na specified date 

isured appeared, as he stated, 
voluntarily. and submitted to examina- 
tion, but did not produce the bills, and 
‘laimed the notice was insufficient. At 
1 adjournment for the purpose of hav- 
him bring his bills, he did not ap- 
near He subsequently brought suit 
The trial court charged the jury that 
the notice to appear and produce was 
legally insufficient, but left it to the jury 
t ine whether the actual appear- 
in compliance with the notice 
of its defects. In this he 
uined by the Supreme Court on 
a new trial after a verdict for 











held that the notice was 
the pro- 
ee 
ie insured 
ination D\ 111 
yy the company and product 
But it also held that the plain- 





s. etc 


F should have stood on his rights and 
ited for a proper notice. As he ap- 
red in appare compliance with the 
the jury should have found a 

- 
The Supreme Court also thought the 
fa‘lure to produce the bills to be a seri- 
us indictment of the integrity of the 
laim. It s -roperly or improperly 
lema led la {tT 1 his rttornev 
knew they were desired, and professed 
) there ssist the company The 
i e to produce under such circum- 
stances gives rise to a strong inference 


that they would not substantiate the 
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NEW YEAR’S RESOLUTIONS: 


Never take the windstorm 
“season” for granted. 





Formerly the Southern windstorm season started in February. July 
to September was the Central-Western period. 


Windstorms come and “blow” when and where 
they please—in season and out of season. Arkansas in the South- 
west, for example, has just experienced this “blow” three months 
after the regular 1931 Western “season” and two months before 
the 1932 Southern “season”: 


But not nowadays. 

















(Special to N. Y. “Times”) 


CAMDEN, Ark.. Dec. 13 (AP).—A proposal to drop 
a $25,000 tornado insurance policy on the Methodist 
Church here for the sake of economy was voted down 


by the board of stewards last Monday night. 


The church was virtually destroyed by today’s tor- 








nado. 


Windstorms now happen year ’round, any time, any place. 


Windstorm Insurance is a staple; mortgagees require it along with 


fire insurance. 


Year ’round “live” agents solicit Windstorm Insurance with the help 
of our Business-Building Department. 


MERCANTILE 


wits ler -lukd 





Premium With Agent 7 
Not a Policy Waiver} 


N. J. SUPREME COURT DECISION : 





Waiver of Conditions in Standard Form 
Must Be Written with Knowledge 
of the Insurer 





Two fire policies in the standard Ney 7 


Jersey form were issued by the Scottish | 


Union & National and the Aetna Fire j 
on merchandise in a store. While the} 
policies were in force the insured, in| 


violation of the policy provisions, gave @ 


a bank a chattel mortgage on the prop. 
erty. On the destruction of the property 
by fire the insurance companies refused | 
to pay the loss. 


alleged waiver of 
agents who wrote the policies knowin 


of the placing of the mortgage, and the @ 


companies having kept the premiums. 
The New Jersey Supreme Court held 
Weatherby v. Scottish Union & Nationa! 
Ins. Co., Same v. Aetna Ins. Co. 157% 
Atl. 169, that the mere retention of the 
premiums after the policies were voided 
by a breach of their terms would not of 
itself constitute a waiver. The polic 





expressly required waiver to be written § 


on or attached thereto. The New Jersey 
courts hold that an agent of an insur- J 


ance company may waive a term or con- § 
mir pelligpico it a 
dition of the policy which is to be done § 


or performed after a loss has occurred 
but that no such power exists with rela- 
tion to the conditions and provisions of 


the policy relating to the formation and § 
continuance of the insurance. , 


Motion to strike the plaintiff’s com- 
plaints and replies was _ therefor 
granted. 

Kramer v. Western Assur. Co., 157 
Atl. 171, was a similar case, decided by 
the New Jersey court at the same tim: J 
in the same way. 

In all these cases the court held that 
when a policy is in standard form it wil! 
not be construed more strongly agains 
the party preparing it. 












FIVE ADMITTED AS PARTNERS 





Benedict & Benedict, Prominent New y 


York Brokers, Reward Employes 
For Efficient Service 
Benedict & Benedict, well-known New 
York insurance brokers, announce tha 
Herbert C. Ashton, Thomas R.’ Du 
Wesley L. Muckenfuss, Harold S. Smi 







and Lloyd F. Bowne, associated wit! 
firm for many years, have been admitte 
as partners as of January 1. Mr. Ashto 


has been a solicitor in the Brooklyn of- § 


fice for over twenty years, and contr 
considerable business. 

Mr. Duthie has been with the Ne 
York office for over twentv years, com- 
ing as an office boy, and has char 
the casualty denartment. is a valuabl 
contact man, controls considerable | 
ness and is recognized as one of 
best authorities in the business on 
ualty insurance. Mr. Vuckenfuss 
been with the New York office 
twenty years, has charge of the fir 
partment, is a contact man and als 
trols some business. Mr Smith has ee’ 
with the New York office over fif'ee’ 
years, has charge of the marine 
ment, and is recognized as an aut! 
on marine insurance 

Mr. Bowne of the Rrootlyn offic 
been with Benedict & Benedict 
twenty vears. controls some Business 
a valuable contect man. has char 
the casualty denartment in Brookly: 
is considered an exnert 


1 


RAILROAD RAIN RISKS 

During the last year the Czechos!ov2 
kian Government railroads Pr: 
South and Prague-North ran seven 
excursion trains and insured 1,362 excut 
sionists against rain risks who paid 16- 
689 Czech crowns in premiums. The 
surance companies had to pay out 
them the sum of 56,242 crowns on seve? 
excursions which were marred by r2!n. 





In actions on the poli- § 
cies, disposed of together, the insured 9 
the provision, the @ 
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LOYALTY GROU 


{UH HAMM MHUHAAHSH LIE 


TRUE OPTIMISM 


True Optimism is Faith; Faith in Humanity; Faith in the Nation; Faith in its Institutions; 
Faith in Yourself: Faith in the Present: and Faith in the Future. 

False Optimism is Hope based on Desire. 

Pessimism is compounded of lack of Faith in all that True Optimism is founded upon. and is acknowledg- 
ment of unbelief in self. too often coupled with the wish to profit through the misfortunes of others. 

History, that Just Judge of Humanity. reads the record and inexorably records the verdict. 

The Verdict is. always has been. and always will be that True Optimism is justified and its results proven. 
that False Optimism cannot last because of its unsound foundation. and that Pessimism cannot prevail. but 
must ever fail because of its inherent untruth and viciousness. 

History records that the world progressed. and was in every way better and more prosperous in the year 
100 than in the year 1 A. D.. History records that the world progressed. and was in every way better and 
more prosperous in the year 1000 than in the year 100 A. D.. History records that the world progressed. and 
was in every way better and more prosperous in the year 1906 than in the year 1000 A_D.. and History will 
continue to record the progress of the world. and this record will show the year 2000 in every way better and 
more prosperous than the year 1900 A. D. It is reasonable to believe, and it is wise to believe, and 
most people do believe that the year 1931 will bein every way better and more prosperous than the 
year 1930. Voice, therefore, your belief by word and act and aid it to come true in fullest measure. 

Almost two thousand years ago a wise teacher and leader of men said: 

‘‘Now Faith is the substance of things hoped for, the evidence of things not seen"’. 
Today Faith is as then. Today, as then, True Optimism is Faith. Thinking men must be and are True Opti- 
mists. That individuals have suffered misfortunes in the past and many have succumbed. and that individuals 
will suffer misfortunes in the future and more will succumb. cannot be denied, but such misfortunes. however 
hard for the individuals, are after all individual misfortunes and will not. in fact cannot stay the world march 
of progress and prosperity. 

Do not be ashamed of your True Optimism, and do not be afraid to express it because you 
fear some pessimist may ridicule it and tell you that some day he will say ‘‘I told you so’’. Have 
courage and make known your True Optimism by voice and deed; make known your Faith in 
Humanity; make known your Faith in your Nation; make known your Faith in the Future; 
make known your Faith in Yourself; and make known your Faith that the tide has turned and 
that Prosperity has its hand stretched to knock at the door, and will surely enter if we but heed 
it, instead of harkening to cowardly fear. 

NEAL BASSETT, President. 


Et OCI TCT RAC AMOR RUA MCC 


NEAL BASSETT, President 
JOHN KAY, Vice-President and Treasurer A. H. HASSINGER, Vice-President WELLS T. BASSETT. Vice-President ARCHIBALD KEMP. 2d Vice-President 


FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


NEAL BASSETT, Chairman of Board 
JOHN KAY, Vice-President 





0 





HENRY M GRATZ, President A. H. HASSINGER. Vice-President 
WELLS T BASSETT. Vice-President ARCHIBALD KEMP, 2d Vice-President 


THE GIRARD FIRE AND MARINE INSURANCE COMPANY 


NEAL BASSETT, President 
A. H. HASSINGER, Vice-President WELLS T BASSETT. Vice-President ARCHIBALD KEMP. 2d Vice-President 


THE MECHANICS INSURANCE COMPANY OF PHILADELPHIA 


NEAL BASSETT, President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


NATIONAL-BEN FRANKLIN FIRE INSURANCE CO. OF PITTSBURGH, PA. 


NEAL BASSETT, President 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President 


SUPERIOR FIRE INSURANCE COMPANY 


NEAL BASSETT, Chairman of Board 
JOHN KAY, Vice-President 





JOHN KAY, Vice-President 








JOHN KAY, Vice-President ARCHIBALD KEMP, 2d Vice-President 





W E WOLLAEGER, President A. H. HASSINGER, Vice-President 
WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 


CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 
JOHN KAY. Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


THE CAPITAL FIRE INSURANCE COMPANY 
CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 
UNDERWRITERS FIRE INSURANCE CO. OF CONCORD, N. H. 


NEAL BASSETT, Chairman of Board 
JOHN KAY, Vice-President 











CHAS. H. YUNKER, President . A. H. HASSINGER, Vice-President 
WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


MILWAUKEE MECHANICS’ INSURANCE COMPANY 


NEAL BASSETT, Chairman of Board 
J. SCOFIELD ROWE, President H.S. LANDERS, Vice-Pres. & Gen’l Counsel S. WM. BURTON, Vice-Pres. J. C HEYER, Vice-Pres. 
EARL R. HUNT, Vice-Pres. S. K. McCLURE, Vice-Pres. JOHN KAY, Vice-Pres, A. H. HASSINGER, Vice-Pres, WELLS T BASSETT, Vice-Pres, 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 


NEAL BASSETT, Chairman of Board 
H. S. LANDERS, Vice-Pres. & Gen’! Counsel W. VAN WINKLE, Vice-President E. C. FEIGENSPAN, Vice-President 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President 








Cc. W. FEIGENSPAN. President 
JOHN KAY, Vice-President 


COMMERCIAL CASUALTY INSURANCE COMPANY 





WESTERN DEPARTMENT 
844 Rush Street, Chicago, IIL 
H. A. CLARK, Manager 

Ass’t Managers 
H. R. M. SMITH 
JAMES SMITH FRED. W. SULLIVAN 


EASTERN DEPARTMENT 
10 Park Place 
Newark, New Jersey 


CANADIAN DEPARTMENT 


461-467 Bay St., Toronto, Canada Ass’t Manag 
MASSIE & RENWICK. Ltd. Managers JOHN R. COONEY CHAS. HL CATCHER 


PACIFIC DEPARTMENT 
San Francisco, California 
60 Sansome Street 


W. W. & E. G. POTTER, Managers 
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Ten Years’ Liquidation 
Of Moscow Fire Closed 


SOME ASSETS GOING TO PARIS 
They Will Be Given to Paul Lucke, 
Former Manager, Who Is Conser- 
vator For Shareholders 
After ten years of liquidation proceed- 
ings and litigation the last chapter has 
been written regarding the American as- 
sets of the Moscow Fire. The New York 
County Supreme Court has confirmed t! 
report of Richard A. Brennan, head of 
the Insurance Department's liquidation 
bureau. After setting up reserves by the 
liquidator for further expenses of l'qui- 
dation, the foreign claims remaining to 
be liquidated and for taxes, the assets 
consisting of cash and securities, amount- 
ing to $194,568, are available to be trans- 
ferred to Paul Lucke of Paris, sole sur- 
viving director of the Moscow Fire rec- 
ognized by Liquidator Brennan and t'e 
courts as the conservator of the com- 

pany’s property. 

Mr. Lucke spent his business career u» 
until the time of the Revolution as on 
insurance man in Russia. He was gen- 
eral manager of the Moscow Fire and 
was also connected with the First Re- 
insurance. Going to Paris some years 
ago he has been endeavoring to save the 
property from confiscation in the liqui- 
dation, and acting for the shareholders 
Campbell & Whipp, New York lawyers 
have been representing the Moscow Fire 
and the First Russian in these proceed- 
ings for a decade. 

The expenses of the liquidation to the 
N. Y. Insurance Department were less 
than 3.8% of the assets and income re- 
ceived, All American claims which werc 
made on the branch were paid, and the 
liquidator is now giving attention to the 
liquidation of foreign claims filed with 
him prior to August 11, 1931, which are 
based on Moscow Fire transactions at 
its home offices and foreign branches 
Such foreign claims to be liquidated are 
estimated at $1,155,698. 


¢ 


BLUE GOOSE DINNER HERE 


Beefsteak Dinner Monday Night in 
Newark in Honor of Most Loyal Grand 
Gander Wm. C. Fellers 
A beefsteak dinner of the New York 


City Pond of the Blue Goose, of which 
Samuel A. Mehorter is Most Loyal 
Gander, will be held in the Down Town 


Club, Newark, on Monday evening, Jan- 
uary 11. William C. Fellers, Most Loyal 
Grand Gander of the organization, of 
Jacksonville, Fla, will be the guest 
speaker. Mr. Mehorter may have as one 
of the guests Col. W. H. Kelly, the pro- 
posed commissioner of banking and in- 
surance of New Jersey. Thomas B. 
Donaldson of the Eagle Fire will be 
toastmaster. More than a hundred mem- 
bers of the pond will be present. 








Valuations 
(Continued from Page 28) 


ments must show the basis used. The 
right is reserved to require December 
31 values where conditions warrant such 
course. 

“Fire and casualty companies will not 
be permitted to carry bonds on an amor- 
tized basis.” 

North Carolina } 

Dan C. Boney, Insurance Commissioner : 

“The North Carolina Insurance Department 
will use average values as oer by clos- 
ing quotations of June 30, 1931. Companies 
will not be granted the privilege of using De- 
cember 31 values if they so desire, although the 
Department reserves the right to prescribe such 
valuations in cases where this seems warranted. 
All published statements must indicate the basis 
used. 

“Fire and casualty companies will be per- 
mitted to carry bonds fully secured and not in 
default on an amortized basis.’ 
io 
Superintendent of In- 


Charles T. Warner, 


surance: 
“The Ohio Insurance Division will follow the 
resolution of the National Convention of In- 
s‘rance Commissioners recommending the use 
of average values based on closing prices of 
secr'ties une 30, 1931 
“Companies in their discretion may use as an 








MAINTAINING 


the traditions of more 


than a century of faithful 
and reliable service to agents 
and policyholders in every 


part of the world. 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 


75 Maiden Lane, New York 
HART DARLINGTON, Manager 


EAGLE FIRE COMPANY 


of New York 


Incorporated 1806 
HART DARLINGTON, President 


75 Maiden Lane, New York 
The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


HART DARLINGTON, Chairman of the Board 
H. L. CALLANAN, President and General Manager 


In NORWICH UNION there is,strength 


COMPANIES } 











alternative the quotations of December 31, sub- 
ject to unforeseen future developments which 
might be considered unfair or hazardous to the 
policyholders or the general public. Published 
—~ oe must show the basis of valuation 
used. 

“Section 9363-1, General Code of Ohio, per- 
mits any insurance company, assessment life 
association or fraternal benefit saciety author- 
ized to do business in the state to amortize 
bonds or other evidences of debt having fixed 
terms and rate, if amply secured and not in de- 
fault as to principal and interest.’ 

Oklahoma 

Jess G. Read, Insurance Commissioner : 

“Average market quotations, as prescribed by 
the National Convention of Insurance Commis- 
sioners, will be used by the Oklahoma Insur- 
ance Department. Discretion will be granted 
companies to use December 31 values unless 
‘arbitrary’ action is taken in other states. The 
basis of valuation must be shown in published 
statements. At the discretion of the Depart- 
ment December 31 values may be required in 
unusual instances. 

“Bonds held by fire and casualty compa- 
nies may be valued on an amortized basis.” 

Tennessee 

J. I. Reece, Commissioner of Insurance and 
Banking: 

“Tennessee will use average market quota- 
tions as recommended by the National Con- 
vention of Insurance Commissioners, with the 
option granted to companies to use Decem- 
ber 31 values and with the right reserved by 
the Department to insist upon December 31 
values in particular individual cases. Published 
statements must show the adopted valuation 
basis. Bonds may be amortized.” 

Texas 

W. A. Tarver, Chairman, Board of Insurance 
Commissioners : 

“Texas will follow the plan adopted by the 
National Convention of Insurance Commission- 
ers. The Convention statement form will be 
followed with respect to valuation of bomas. 

“December 31 values may be used by com- 
panies at their discretion and such values may 
be required by the Board of Commissioners 
when deemed necessary in particular instances. 
Published statements must indicate the basis 
used.” 

Virginia 

George A. Bowles, Deputy Commissioner ot 
Insurance and Banking: 

“The Virginia Department will permit the 
use of average quotations as suggested and 
approved by the National Convention of In- 
surance Commissioners. Companies may use 
December 31 values if they desire. Discre- 
tionary power will be retained by the Depart- 
ment to use market values as of December 31 
in individual cases when deemed advisable. 

“Bonds may be carried on an amortized basis 
2s provided by section 4246a of the Virginia 
Code of 1930. 

“Published statements must show the valua- 
tion basis used.” 

Washington 

H. O. Fishback, Insurance Commissioner : 

“The Washington Department will be guided 
by the action of the National Convention of 
Insurance Commissioners.” 

West Virginia 

Edgar C. Lawson, Auditor 
Commissioner : 

“West Virginia will use average market val- 
ues. December 31 values may be used, how- 
ever, at the option of individual companies. The 
Department may require the use of December 
31 values in unusual cases. All published state- 
ments must indicate the valuation basis used. 

“Bonds amply secured and not in default 
as to principal or interest may be valued on 
an amortization basis.” 


Wyoming 
Thulemeyer, Insurance 


and Insurance 


Theodore Commis- 
sioner: 

“The Wyoming Insurance Department will 
follow the resolution passed by the National 
Convention cf Insurance Commissioners at its 
December meeting in New York. 

“Some variation must necessarily be made for 
each individual company whose statements may 
vary from the convention reports as adopted by 
the Commissioners, and such statements will be 
judged upon their own merits.” 

Oregon 

The Oregon Insurance Department desires 
the use of December 31 values for securities of 
insurance companies in the preparation of state- 
ments for the year 1931, but other conditions 
being favorable, it will accept average values, 
according to the State Insurance Commissioner, 
A. H. Averill. The average values to be ac- 
cepted will probably be June 30, 1931, prices, 
he said. Companies may use December 31 valu 
and in certain cases such values may be re- 
quired, it was stated. Published statements 
must show the valuation basis used. Bonds 
owned by fire and casualty companies may be 
carried on an amortized basis if fully secured 
and not in default as to principal or interest. 


Watch Conn. Stand 


(Continued from Page 1) 


board -where there are more sellers than 
buyers?” Some time ago the comp- 
troller’s office ruled that banks might 
charge off 25% of the depreciation of 
bonds held but the new ruling made this 
week permits greater liberality to the 
banks. Examiners are instructed to 
close banks that are found to be un- 
sound regardless of their security valu- 
ations. 
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A New Year 


A New Year has come, with its usual problems, hopes, plans 
and expectations. We all hope that it brings better and more 
prosperous conditions, not only to our country but the entire world. 


But whether times are good or bad, there are some principles 
that do not change. If anything, observance of them becomes 
more important when business is hard to get. 


In insurance one is a systematic plan of production and service 
to assureds. Another is an effective method of collections. 


The agent has another question in mind, the attitude of his 
companies. He wants them to be consistent in their underwriting 
policies, neither too lax in good times nor too severe in bad. Then 
he expects them to show an unvarying interest in him and his 
problems at all times. 


Such an attitude removes uncertainty from the agent’s mind 
and aids him in serving his assureds. That is why our companies 
try always to be consistent and agency-minded. 


CCORROON & REYNOLDS 


Incorporated - 


INSURANCE UNDERWRITERS 


Manager 
92 William Street New York, N. Y. 
AMERICAN EQUITABLE ASSURANCE COMPANY OF NEW YORK KNICKERBOCKER INSURANCE COMPANY OF NEW YORK 
Capital, $1,000,000.00 Capital, $1,000,000.00 
Grose & REPUBLIC INSURANCE COMPANY OF AMERICA MERCHANTS AND MANUFACTURERS FIRE INSURANCE CoO. 
Philadelphia, Pa. (Established 1862) Newark, N. J. (Chartered 1849) 
Capital, $1,000,000.00 Capital, $1,000,000.00 


New York Fire INsurANCE COMPANY (Incorporated 1832) 
Capital, $1,000,000.00 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








When in 1912 or thereabouts | was 
defeated as candidate for president of 
the Underwriters Association of N. Y. 
State, at Syracuse, N. Y., Frank L. 
Curtis being elected by a big majority, 
it was customary for the successful can- 
didate to invite the Association members 
to refreshments at the local hotel, which 
Frank Curtis did. Our elections were 
devoid of animus or ill-will, and when it 
was all over, I rose to a point of privi- 
lege and stated that “the defeated can- 
didate also invited the members to par- 
take of refreshments with him.” This 
was met with a rousing cheer, being, as 
I was told afterwards, a tribute to good 
sportsmanship. 

The reason I reminisce on this episode 
is because it was one of the things that 
impressed me very much at the time, and 
which I have remembered all my life, as 
an evidence of the American tendency 
to pay tribute to a good loser after a 
square fight. There are plenty of “good 
winners” in this world, but few “good 
losers.” The average man will not enter 
a losing fight, the all pervading desire to 
win deterring him from taking up a 
good fight for what he considers a good 
cause, when success is not definitely in 
sight. The American War for Indepen- 
dence looked like a losing fight at the 
start, and if it had not been for men 
like Washington, Adams, Jefferson, Han- 
cock, Henry and many other great men 
at the time, it would not have succeeded. 
As Franklin said at the time: “Gentle- 
men, we must all stand together, or all 
hang separately.” 

. * 
Tribute to Percy Clark 

To old-timers comes the sad news of 
the passing of Percy Clark, assistant 
secretary of the Insurance Co. of North 
America, at Philadelphia, in the sixty- 
second year of his life. Mr. Clark came 
into the New York field from New York 
City about 1894 as special agent of the 
old United States Fire, traveling the 
entire State. Later he went with the 
Farmers of York, and then about 1902 
with the Westchester, finally leaving the 
latter to go with the North America 
about 1910. He was considered one of 
the ablest men in the field among both 
fieldmen and agents, and a square shoot- 
er. He and Mrs. Clark were regular 
attendants of the Summer meetings of 
the “Old Association,” and Mrs. Clark 
delighted us by her French Canadian 
anecdotes, told in her inimitable style. 
(She is a Canadian by birth, but not 
French Canadian, and has made quite 
a study of the French Canadian dialect.) 

Recently Mr. Clark devoted most of 
his time at the Home Office to conduct- 
ing classes for the education of the 
home office employes and fieldmen reg- 
ularly every week, being exceptionally 
well qualified for this work by his long 
training as adjuster, and special agent 
in the field, and then years of experience 
with home office underwriting and ad- 
justment work. His long affiliation with 
the Underwriters Association of N. Y. 


State, when the fieldmen made the rates, 
both judgment and later schedule, his 
work in various committees previous to 
the bureauizing methods that followed, 
and his experience as an adjuster, long 
before there were adjustment bureaus, 
gave him a fund of knowledge that has 
not been equaled often. 

Besides that he was a pleasant per- 
sonality to meet, and enjoyed life in- 
tensely. While on the subject, I never 
forget the midnight seance Percy Clark, 
Frank Jenkins, myself and “another” 
had one July night in 1903 at the Saga- 
more Hotel on Lake George dock dur- 
ing the annual meeting of the Old Asso- 
ciation. We had brought part of the 
barroom paraphernalia and a chemical 
extinguisher or two with us. Percy Clark 
had determined to investigate then and 
there whether the hotel was maintaining 
proper internal protection by testing the 
chemical extinguishers in our presence, 
which he did, and I can still certify to 
the fact that the extinguisher worked 
well, it bespattering my clothing quite 
efficiently. It also happened that there 
were four barrels of coal on the dock. 
The “another” mentioned before, who 
was known for his Herculean strength, 
lifted these four barrels himself and 
placed them, one each, on top of the 
four pile heads, saying: “Now, lIet’s see 
if those two by four porters can remove 
them.” It was the greatest feat of mus- 
cular strength I have ever witnessed— 
altogether a very large evening was had 
by all. 

Whenever my old travelling compan- 
ions pass-on, I like to remember them 
as they were in the full strength of their 
splendid young manhood at work and at 
play. We worked hard, but also played 
hard. Another good fellow gone! 

* 


Hostile Reactions to Movie Publicity 

Most travelling men are steady pa- 
trons of the movies. Years ago all we 
could go to see in the smaller towns were 
poor “barnstomers” shows, and even 
the larger towns were sometimes short 
of good theatrical entertainment. 

Recently I went to a movie house at 
Binghamton, and, as usual the “prevues” 
contained the usual blatant statement: 
“This play was presented on Broadway 
at $2.00 admission, etc., etc.” 

If the Messrs. Zukor, Lasky, Laemmle, 
De Mille, Warner, et al., think that that 
kind of blah goes over up-State, they 
need revision of their views. In fact, 
up Staters don’t care a hoot in Harlem 
whtther “it went over bib on Broad- 
way” at $2.00 per head or not. If it 
happens to be a much heralded show and 
it proves a flop up State on its merits, 
we are apt to say “What saps New 
Yorkers must have been to pay $2.00 for 
such a rotten output.” 

As a salesmen, allow me to tell you 
gentlemen of the silver screen, that your 
advertising psychology in above respect 
is all wrong. Don’t think for a minute 
that all people living outside of your 
really provincial town called “Broadway” 


are lying awake nights to hear which - 
your shows were paid for at $2.00 

person. Person for person, the rahabi- 
tants of what you call the “sticks” are 
better educated, broader minded, better 
posted and have better artistic judgment 
than all your wise N. Y. theatrical guys, 
‘Broadway wise-crackers, pseudo artistic 
producers, flaneurs, poseurs, etc., etc. To 
see and know real America you have to 
leave New York City. Because a show 
went over big at $2.00 on Broadway does 
not mean a single thing to us up State. 
In fact it is liable to prejudice us against 
your much touted play. We are not all 
morons up here in New York State. 

x ok Ox 


The Albanian of Albany 

Recently I had to inspect a mercantile 
risk at Albany, the proprietor of which 
had a foreign name. To settle the ques- 
tion of his nationality, I asked him, after 
some preliminary talk to smooth the 
way, what he was; that is of what na- 
tionality. Most examiners think you can 
walk right into a man’s store and at once 
ask personal questions about his finan- 
cinl standing, fire records, nationality 
and what not, as if he were on the wit- 
ness stand just because he is insured by 
their company. It isn’t done that way, 
successiully, at least. Well, anyway, he 
renlied. “I am an Albanian.” 

I replied, with a smile that, of couirse, 
as he was now living in Albany and 
was a property owner that he was a 
citizen of Albany, viz., an “Albanian,” 
but that wasn’t what I wanted to know. 
Smilingly, knowing that he had puzzled 
others before in same matter, his part- 
ner spoke up: “He is an Albanian in 
two ways—he is a citizen of Albany, 
N. Y., U. S. A., and a native of Albania 
of Eurone.” Thus the matter was cleared 
up satisfactorily all around without any 


friction. 
* * * 


Meeting Mrs. Jim Daly 

While at Binghamton recently, calling 
on my old friend, Jim Daly, veteran 
local agent, at his office, I had the pleas- 
ure of being introduced to Mrs. Daly, 
who says she is one of my most inter- 
ested readers. Mr. Daly never told me 
this. Jim and I were discussing how 
the world should be run, when Mrs. Daly 
came in and he introduced me to her: 
“Have you ever met Mr. Tales of the 
Road? Well, here he is, and now you 
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two get out of my way, and sit down 
ever there and talk.” Which he did. 
Mrs. Daly commented on the fact of 
my memory, when I recalled having met 
her and her husband at Cobourg, On- 
tario, in September, 1921, when they 
were motoring from Toronto to Mon- 
treal, or vice-versa, and I was staying 
at : summer hotel there over the week- 
end. 

I was then manager of the Canadian 
department of the National Liberty, with 
headquarters at Ottawa, the Dominion 
capital, and had not been in the “States,” 
as Canadians refer to the U. S., for some 
time, and- when these good Binghamton 
people motored up, it was “a good sight 
for sore eyes,” as the saying goes, to see 
people from one’s own country, and es- 
pecially from Up State New York. It 
is hard for you who have never lived 
out of your own country to realize how 
homesick one gets once in a while. 

Mrs. Daly said jokingly she would 
not have liked to have been my wife, 
as I was too observing and had too good 
a memory, judging from my stories, I 
told her my wife often tells me that I 
remember things that I should forget 
and forget things I should remember, 
and that my powers of observation often 
annoy her when I glance around the 
house. I had one of the pleasantest 
visits I have had for a long time with 
this delightful lady, and was immensely 
flattered with her good opinion of me 
and my writing. I would not be human 
if I did not feel pleased when someone 
tells me they enjoy reading my output. 
This kind of thrill cannot be measured 
by money standards. 
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~ “Safe as a vault!” .. . the last word in mechanical safety . . . so safe that 
the comparison is frequently used to describe the acme of safety. 
The modern bank vault affords a degree of safety from loss that is 
ALMOST absolute. 
Insurance written by the right company affords a degree of safety that 
IS absolute . . . absolute assurance of indemnity in the event of loss. 
The “right” company is the ROYAL...look for the ROYAL shield F 
... the sign of SECURITY FIRST. 
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Finds Ne ew in 
Offer Record Values 


SURVEY BY THE CONTINENTAL 


Safety Factor Being Enhanced; Period 
of Depression Brings Buying Op- 
portunities for Public 





The 1932 model automobiles being of- 
fered to the public represent the great- 
in this field, ac- 
cording to an analysis made by the auto- 
Continental 


est values ever seen 
mobile department of the 
of the America Fire group. 

In order to modify the unsatisfactory 
conditions in their market, due to the 
apathy of buyers, the motor car manu- 
most at- 
tractive offerings they have ever placed 


facturers are presenting the 


before the public, according to an officer 


of the company. Their appeal to the 


eye and to the pocketbook is so strong 
that sales should be definitely stimulated. 
“Engineering skill and the art of body 
design have been exercised to a note- 
worthy degree, under the pressure of the 
market situation that has prevailed for 
some months, and the result is the pro- 
duction of exceptional values. This ap- 
plies to engine performance, appearance, 
body construction, and riding comfort. 
“In addition,” this officer continued, 
“equipment is unusually complete so that 
buyers will have nothing extra to pur- 
chase in order to obtain the utmost in 
the way of accessories and conveniences 
Safety Factor Enhanced 


“The heavier accident toll, due partly 
to the generally higher speed of opera- 
tion, has been given consideration by 
the trade, and manufacturers have met 
this situation by giving attention to the 
safety factor involved; braking capacity 


has been greatly augmented, general 
body construction has been strength- 
ened, and in some Cars, shatter- proof 


glass has been made regular equipment 
for all models. 

“In 1924, when sales conditions were 
somewhat stagnant, one of the leading 
producers of cars revolutionized the 
business and galvanized the market by 
including in the cost of its passenger 
vehicles what was then considered a sur- 
prising amount of equipment. The easy 
selling era followed, and it is quite pos- 
sible that automotive engineers became 
slothful—or perhaps their brain children 
were simply kept out of public sight 
until the present emergency arose. At 
any rate, the many betterments make 
evident a realization that today the pub- 
lic is interested in values as never be- 
fore and that sales are to be made on 
the basis of real worth. 


“The motor car manufacturers are to 
be commended for rising to the occa- 
sion; in doing so, they furnish an ex- 


ample of merchandising effort that might 
well be emulated by other lines of en- 
deavor.’ 

In regard to the insurance of automo- 
biles against fire and theft, the Conti- 
nental registered an increase last month 
in the Eastern territory. 





NEW UNDERWRITERS’ DEP’TS 

Corroon & Reynolds, Inc., have cre- 
ated new underwriters departments fol- 
lowing the completion of mergers of sev- 
eral companies in the group. The new 
underwriters are the following: the 
Globe-Equitable Underwriters and the 
Republic Fire Underwriters of the Globe 
& Republic of America; the New York 
Equitable Underwriters of the Ameri- 
can Equitable and the New York Fire 
and the Independence Underwriters of 
the American Equitable. 





JERSEY TOWN LOSSES 
The fire loss for 1931 in Summit, N. J., 
a residential township, was a little less 
than $9,000, the lowest in the past twenty 
years. The town council has recommend- 
ed a new fire alarm system, the present 
one being obsolete. 


HEADS OKLAHOMA CITY ASS’N 

Woody Clark, of Gardner, Clark & 
Sullivan, was elected president of the 
Associated Fire & Casualty Under- 
writers of Oklahoma City, at Saturday’s 
meeting, succeeding John Adams. Harry 
Carlin of Workman-Carlin Co., was 
chosen vice-president ; and Leland Booth, 
of the Gould Agency, was re-elected sec- 
retary-treasurer. Mott Keys was re- 
tained as manager and assistant to the 
secretary. 





DEATH OF MRS. ROBERT INCH 

Mrs. Robert Inch, mother of Miss 
Maude E. Inch, widely respected as- 
sistant secretary of the Insurance So- 
ciety of New York, died at their home 
in Montclair, N. J., on New Year’s Day. 
Funeral services were held Saturday. 
Mrs. Inch was 85 years of age and had 
been in poor health for some time. 


WAGNER WITH SCOTTISH UNION 

William H. Wagner has been ap- 
pointed special agent of the Scottish 
Union & National group for Philadelphia 
and the Philadelphia suburban territory, 
with headquarters in Philadelphia. He 
will also have supervision over all agents 
of the American Union of New York in 
Pennsylvania. Mr. Wagner has repre- 
sented the Allemannia Fire for many 
years and has a thorough knowledge of 
the Pennsylvania field. 





AGENCY INCORPORATED 

George W. Blanchard & Son, insur- 
ance agency at Boonton, N. J., one of the 
large agencies in that part of the state, 
has been incorporated with a capital of 
$25,000. The incorporators include 
George W. Blanchard, C. Lloyd Blanch- 
ard and George W. Blanchard, all of 
Boonton. 


SOLOMON ARON DIES 

Solomon Aron, 56 years old, died at 
his home in East Orange on Monday, 
January 4 after an illness of five months. 
Since the close of the World War he 
was engaged in the insurance and real 
estate business in East Orange. He is 
survived by his wife, four sons and four 
daughters. 


DEATH OF WINSTON E. PENN 

Winston E. Penn, state agent of the 
Liverpool & London & Globe, the Star 
of America and the Federal Union for 
northern Mississippi, died December 30 
at Grenada, Miss. 


FLORIDA GENERAL AGENTS 
George E. Edmondson & Co., Inc., of 
Tampa, Fla., have been appointed gen- 
eral agents in Florida for the Sun Un- 
derwriters Insurance Co. of New York. 
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Aum policyholders and others having relations with the Fire- 
man’s Fund Group have the assurance that—come what may — 
this sixty-nine year old institution will continue as it has in the past 
to stand for fair dealing, stability and permanence. 7 7 7 Liv 
business throughout the United States and Canada the Fireman’s 
Fund Group, by sound underwriting and zealous devotion to the 
highest business ethics, has won and held the sterling loyalty of 
its vast agency staff. ¥ 7 7 A Fireman’s Fund Group connection 
means facilities for writing practically every form of insurance ex- 
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L. these times, when the insuring public is demanding security of 
unquestioned dependability, a connection with a company of the 
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Growth of Chicago Agency 


Moore, Case, Lyman & Hubbard Established in 1859; 
Frederick W. Moore Senior Partner; R. M. Bissell 
Started Career With This Agency 


By John C. Leissler 


\ history that is commensurate with 
the inspiring development of the city 
of Chicago itself is the possession of 
Chicago’s oldest general agency, Moore, 
Case, Lyman &.Hubbard. This agency 
is now in its seventy-third year. 

Moore, Case, Lyman & Hubbard was 
established in 1859 by S. M. Moore when 
Chicago was hardly more than a village, 
and when fire insurance was a line un- 
hampered by bureaus, rate schedules and 
state premium taxes. 

In 1863 James H. Moore joined his 
brother, S. M. Moore, in the agency. 
Soon John J. Janes became associated. 
the name of the agency being changed 
to Moore & Janes. James H. Moore was 
the father of Frederick W. Moore, pres- 
ent senior member of the firm. 

Growth of Agency 

In the same year that the agency was 
established Harper’s Weekly described 
Chicago as the “New York of the West” 
and, continuing, it spoke of “its miracu- 
lous growth, extraordinary energy of its 
people, public spirit shown in promoting 
public works, unparalelled advantage of 
its situation, immense commerce.” In 
that thriving city Moore, Case, Lyman 
& Hubbard was founded and it has taken 
an active part in the business develop- 
ment of the city ever since. 

_The name of Moore & Janes was con- 
tinued until 1901 when the agency of 
Lyman & Herrick was absorbed. Soon 
thereafterward the agency took over the 
business of Case, Nye, Shepherd & Bow- 
den, and the present name of the agency 
was adopted when James S. Hubbard 
became associated. Later it absorbed 
the business of Law Brothers. 

_The agency, a co-partnership, now has 
six firm members. Frederick W. Moore 
is senior partner and has been with the 
agency for 45 years and a member for 
thirty-three years. Other members are 
Fred Y. Coffin, Edward W. Poinier, John 
K. Walker, Harry E. Knight and Theo- 
dore G. Rockwell. 

Has Represented Hartford Fire 69 Years 


The agency started with four fire in- 
surance companies: Merchants of Hart- 
ford, City Fire of New Haven, Relief of 
New York and Irving of New York. 
Those companies are all memories. It 
is with the Hartford Fire that the affairs 
of the agency have been most actively 
intermingled because it has represented 
that company for sixty-nine years, while 
the St. Paul Fire & Marine runs the 
Hartford a close second with more than 


sixty years of continuous representation.’ 


An interesting sidclight of the long 
association of the agency and the Hart- 
ford is the fact that that company’s pres- 
ident, R. M. Bissell, one of the great 
leaders in fire insurance, started his in- 
surance career with the agency and then 
went to the head of the agency’s oldest 
company. The agency now represents 
as Cook County general agents nine fire 
Msurance companies, two casualty and 
Surety comn?ries and one life insurance 
Hier aed all leaders in their respective 

elds. 

With the companies already named 
the fire line-up includes the Roval, Na- 
tional of Hartford, Niagara, Knicker- 
bocker, Sun, Merchants of New York 
and the National Union. Its casualty 
and suretv equipment include the Hart- 
ford Accident & Indemnity and the 
Maryland Casualty, while its life com- 
Panv is the Travelers. 

The agency has subdivided its organi- 
zation into numerous departments, each 
manned by an expert. It has over 136 
gnoloves on salary and over seventy- 

ve brokers who route all of their busi- 
hess through the organization. Some of 


the brokers have been with the organi- 
zation more than fifty years. 

Several years ago Mr. Moore gave a 
dinner to brokers and employes who 
had been with the agency for more than 
forty years. Six attended. 

Fire Loss Settlement Record 

The agency holds a unique loss settle- 
ment record, because in the seventy-two 
years of its existence only three claims 
have been settled through the courts, and 
that of course includes the many claims 
arising out of the great fire of 1871. The 
last’ claim suit was so long ago that the 


FREDERICK W. MOORE 


present partners have forgotten the date 
and the files now are hidden away in a 
musty corner of the vaults. 

During the seventieth year the Hart- 
ford Accident & Indemnity Co. prepared 
a special accident policy and dedicated 
it to the agency to commemorate the 
occasion. Another interesting item is the 
fact that the cable address is a reminder 
of its early name, “Morjane.” The agen- 
cy is a member of the Chicago Board 
of Underwriters, the Association of Com- 
merce and other insurance civic bodies. 

The Partners 

Following are thumbnail sketches of 
the partners: 

Mr. Moore entered the agency in 1866 
and worked his way to the top. being 
taken into partnership in 1893. He has 
lived all his life in Chicago, though he 
is a direct descendant of the Pilgrims 
of New England and is active in several 
clubs and societies of Chicago. 

Mr. Coffin joined the agency thirty- 
nine years ago and became a partner 
in 1910. He is active in insurance and 
civic affairs. 

Mr. Poinier joined the agency in 1903 
and became a partner in 1910. Both he 
and Messrs. Moore and Coffin are large 
producers of insurance. 

Mr. Walker, prior to his association 
with the agency, was assistant western 
manager of the Insurance Co. of North 
America and also had built up a large 
personal line of business. He became a 
partner upon his association with the 
firm in 1920. 

Mr. Knight entered the employ of the 
agency in 1901 as a counterman and his 
fidelity to duty and his capacity for 
learning was rewarded in December, 
1925, when he was taken into the firm. 
He actively supervises the fire insur- 
ance department. 

Mr. Rockwell is a Cornell man. He 





25 YEARS WITH N. B. & M. 





S. R. Howard, Popular State Agent in 
New Jersey, Gets Complimentary 
Business From Local Agents 
S. R. Howard, state agent for the 
North British & Mercantile and affii- 
ated companies in New Jersey, last Sat- 
urday celebrated his twenty-fifth anni- 
versary with that group. Because of his 
initiative, ability and knowledge of fire 
insurance he has come up successfully 
from office boy in 1907 through the posts 
of reinsurance clerk, assistant counter- 
man, examiner, special agent, and finally, 
state agent for the whole New Jersey 

field. 

Mr. Howard’s good humor, pleasing 
personality and fine character go far in 
making him welcomed by his agents. 
“Cy” Howard’s integrity and eager de- 
sire to be of practical service to all his 
agents—insurancewise—makes him an 
exceptionally able co-operator with them 
in building up and diversifying their bus- 
iness. Though slow to criticize, he is at 
all times ready to comment and indicate 
practical ways and means of reaching a 
desired peak. 

All his agents are being invited to cele- 
brate with him his twenty-five years of 
service by the use of a complimentary 
business sticker to be attached to their 
policies. The sticker is attractive, being 
printed in black with a silver beam de- 
picting a spot-light directed upon Mr. 
Howard’s silhouette. The words “One 
Score and Five.” carried at the top, fol- 
lowed by the dates “1907—1932,” at the 
bottom, makes the sticker unusually dis- 
tinctive. 





WM. G. MAURY KILLED 


William G. Maury, prominent in Rich- 
mond, Va., local agency circles, who was 
fatally injured last week when struck by 
an automobile while standing in a safety 
zone on Broad Street waiting for a 
street car, had long been sole agent in 
that city for the National Liberty. He 
gained his early insurance experience in 
the office of John B. Cary & Son as 
manager of that firm’s fire business when 
it was representing the Northwestern 
Mutual Life and the Germania Fire. He 
later acquired the fire business of the 
agency continuing to represent the Ger- 
mania whose name was_ subsequently 
changed to the National Liberty. Mr. 
Maury was 69 years old. His widow sur- 
vives. 





LOWER N. J. FIRE RATES 


The Schedule Rating Office of New 
Jersey has lowered fire insurance rates 
in Belleville, which adjoins Newark, put- 
ting the town in Class D from Class E. 
The savings under the new rate will be 
one cent a hundred dollars on two-family 
frame and brick dwellings, eight cents a 
$100 on brick buildings housing stores or 
stores and dwellings, five cents a $100 on 
4rame structures housing stores or stores 
and apartments and a half cent a $100 on 
frame or brick one-family dwellings. The 
new rating has been brought about 
through the recent purchase of a 600 gal- 
lon pumper and improved water system. 





W. E. BONNER SUCCEEDS HUNTER 


The Commercial Union organization 
announces the appointment of W. E. 
Bonner as general agent in Texas to 
fill the vacancy caused by the death of 
W. Hugh Hunter. Mr. Bonner entered 
the service of the Commercial Union 
group at Dallas in 1921 and has fitted 
himself for his added responsibilities by 
close application and intimate associa- 
tion with the affairs of the Texas De- 
partment. It is a matter of satisfaction 
to the management that the organization 
could fill the position by a promotion 
from within its ranks. 





joined the Travelers in Chicago in 1911 
as a producer and was very successful. 
He joined the agency in 1916 and he, 
too, was taken into the firm in Decem- 
ber, 1925. He heads the life, accident 
and casualty departments of the agency. 
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Oral Agreement Of 
Agent Is Held Void 


NO COMPANY WAS SPECIFIED 





Texas Appeal Court Holds Insurer Must 
Be Acquainted With Coverage Be- 
fore Liability Is Accepted 





Where a fire policy has been issued 
covering a certain building, an agreement 
to write a policy against another building 
for a different amount is in no sense a 
renewal of the old policy, and this is 
true even though the parties may so des- 
ignate it. The very request to renew a 
policy implies that the new policy shall 
be exactly like and similar to the old pol- 
icy. A contract for insurance upon a 


different risk and in a larger sum than 
the old policy cannot by any sound proc- 
ess of reasoning be held to constitute an 
agreement for the renewal of the exist- 
ing policy. Springfield F. & M. v. 
Hubbs-Johnson Motor Co., Texas Com- 
mission of Appeals. 

In this case the existing policy was 
canceled by agreement of the parties. 
The agent represented a large number 
of insurance companies. The insured ad- 
mitted they did not know which of these 
companies carried the risk on their prop- 
erty at the old location, and that they 
did not mention what company they de- 
sired the new insurance should be placed 
with. They merely instructed the agent 
to see that insurance was placed on their 
new location in a higher amount than on 
the old. 

The insured never at any time agreed 
with the insurance company insuring the 
old location to accept.any lesser amount, 
nor was any offer made by the insurance 
company rejecting the amount applied 
for and proposing to issue a policy for a 
lesser sum. Therefore it was held that 
under no view of the evidence could it 
be said that the minds of the parties ever 
met upon a contract for insurance at the 
new location in the amount of the orig- 
in>! nolicy on the old location. 

Where an agent represents a number 
of companies, a parol contract with such 
agent for insurance is not effective un- 
less the particular company in which the 
insurance is to be written is specified 
by the insured, or unless the agent has 
designated a particular company to carry 
the risk prior to the time a loss occurs. 





BAILEY IN 1996 AND TODAY 


In his letters to the stockholders of 
the American of Newark, President C. 
Weston Bailey called their particular at- 
tention to the fact that “for eighteen 
months after the great San Francisco 
earthquake conflagration of 1906 your 
dividends were 16% per annum; then for 
twenty-three years the company paid 
20%. The current stagnation of business 
and mark-down of securities has been 
many ‘times costlier to insurance compa- 
nies than any conflagration that has ever 
happened or probably ever will. Yet at 
this writing your company’s surplus be- 
yond all liabilities is larger in proportion 
to the volume of its business than it was 
in 1925, and amply secures the stockhold- 
ers and policyholders.” 





OKLAHOMA CITY DRILLING 


All movements toward extending oil 
well drilling permits to the Harn addi- 
tion at Oklahoma City, Okla., have been 
halted by an edict issued by Governor 
Murray prohibiting drilling of wells 
within one mile of the state capitol. The 
governor further directed that national 
guardsmen be held in readiness to en- 
force his edict, if necessary. His action 
followed his learning that John Dickson, 
oil operator, planned litigation to force 
the city council to issue permits for 
drilling three wells within 500 yards of 
the state buildings. Property owners 
and citizens have organized for the pur- 
pose of preventing the issuance of such 
a permit, and extending the drilling zone 
within the city limits. 
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Shipowner Held Not Liable For 
Negligence Of Chief Engineer 


Federal Circuit Court Decides Against Cargo Interests in 
Galileo Case; Owner Had No Knowledge 
Vessel Was Unseaworthy 


The Federal Circuit Court of Appeals 
for the Second District has affirmed a 
decision of the District Court in New 
York to the effect that a shipowner is 
not liable for loss of cargo when the 
said loss was caused by the negligence 
of the chief engineer but without the 
knowledge of the owner. In the case of 
Earle & Stoddart, Inc., et al., against the 
Ellerman’s Wilson Line, operators of the 
Galileo, the Circuit Court refused to 
recognize the contention of the cargo 
owners that the shipowner should be de- 
clared liable because of failure to ascer- 
tain that the vessel was seaworthy be- 
fore she left port on her final voyage. 

In August, 1926, the Galileo left New 
York for Hull, England, with cargo. 
Within six hours after her departure fire 
was discovered in coal carried in a tem- 
porary bunker and although the ship put 
back to New York she sank with total 
loss to the cargo. A number of insur- 
ance companies were interested in the 
outcome of this suit, having paid the 
cargo claims and _ taken subrogation 
rights against’ the owners of the Galileo. 
In the suit the cargo interests charged 
breach of contract in failure to deliver 
the cargo to destination and the defense 
used the so-called fire statute to which 
the bills of lading issued to the cargo 
owners expressly referred. 

Circuit Judge Swan in his opinion out- 
lined the case in part as follows: 

Cause of Loss Discussed 

The parties agree that the fire was the 
proximate cause of the loss; and the dis- 
trict court has found that the fire was 
caused not by any neglect of the owner 
but by the gross negligence of the ship’s 
chief engineer in putting new coal on 
top of old coal at a time when the old 
coal had become so hot in spots as to 
burn the boots of the trimmers, and 
after the chief engineer had been warned 
by the foreman of the coal trimmers of 
this condition. 

Under these circumstances, the libel- 
lants contend, her owner may not claim 
exoneration from liability under the fire 
statute. This contention presents the 
main issue of this appeal. 

Sec‘ion 4282 is in substance section 1 
of the Limited Liability Act of March 3, 
1851 (9 Stat. 635). It provides that no 
owner of a vessel shall be liable to make 
good any loss or damage to cargo caused 
by fire, “unless such fire is caused by 
the design or neglect of such owner.” 
The phrase “neglect of such owner” 
means negligence of the owner person- 
ally. or, in the case of a corporate owner, 
negligence of its managing officers or 
agents, and it is perfectly clear under 
the authorities that negligence of the 
shin’s officers in causing a fire is not to 
he imnuted to the owner so as to deprive 
him of the statutory immunity. 

So far as we are advised. in all cases 
where exoneration from liability under 
the fire statute has been denied, there 
has been proof that the fire was due to 
the negligence of the owner himself or of 
some representatives of the owner other 
than the shin’s officers and crew. 

Lack of Due Diligence Charged 

Conceding this to be the law when the 
shin is seaworthy at the commencement 
of her voyage, the libellants contend that 
the rule is different when she sets out in 
an unseaworthy condition and due dili- 
gence has not heen used bv the ship’s of- 
ficers to make her seaworthy. The libel- 
lants ask. in effect, that to the exception 
expressed in the statute—“unless such 
fire is caused by the design or neglect 


of the owner” we add as a further ex- 
ception “or unless such owner or his 
agents have failed to use due diligence 
to make the vessel seaworthy.” 

There is no language in the Limited 
Liability Act to justify such a judicial 
amendment. . The requirement of due 
diligence to make the vessel seaworthy 
is expressly made a condition to claim- 
ing the benefits of the Harter Act (27 
Stat. 445), and lack of diligence by any 
agent of the owner may be imputed to 
the owner. Int. Nav. Co. v. Farr & 
Bailey Mfg. Co., 181 U. S. 218 But we 
find nothing in the Limited Liability Act 
which makes such diligence a condition 
precedent to the exoneration granted by 
section 4282. Nor can it be urged that 
the Harter Act has modified the former 
statute, for section 6 of the Harter Act 
expressly declares the contrary. 

Our statute was taken from an earlier 
British act (26 Geo. III c. 8&6), as was 
pointed out in Norwich Ins. Co. v. 
Wright, and the present British statute 
is very similar to our own. Hence the 
construction put upon their statute by 
the British courts has a peculiar signifi- 
cance, additional to any weight to be ac- 
corded to the general desirability of uni- 
formity in British and American law in 
matters maritime—a consideration noted 
in Queen Ins. Co. v. Globe & Rutgers 
Ins. Co.. 263 U. S. 487, 493. Under the 
British law it seems to be well settled 
that a shinowner does not lose exemption 
from liability for loss by fire because the 
shin’s officers have failed to exercise due 
diligence to make the ship seaworthy 
when her voyage starts. 


Recourse to Harter Act 


The libellants argue that whatever the 
British law may be, our decision must 
be rendered in their favor because of 
The Malcolm Baxter, Jr., 277 U. S. 323. 
While the fire statute was not involved in 
that litigation, limitation of liability 
under section 4283 was, and the libellants 


seize upon the following language at 
page 331: 
“Both courts below agreed that the 


Baxter was unseaworthy on sailing and 
that respondent failed to exercise due 
negligence to ascertain her condition be- 
fore sailing. This was sufficient ground 
for denying the netition for exoneration 
and limitation of Unbility under the 
Herter Act. Act of Feb. 13, 1893, c. 105, 
27 S:at. 445, and acts permitting limita- 


tion of liability to the vessel and pend- 
ing freight. R. S. secs. 4282-4289. * * *” 

It will be noticed that the failure to 
exercise due diligence was referred to as 
that of the respondent, the vessel owner. 
Had it been only that of the vessel’s 
master, the benefits of the Harter Act 
would have been lost but not the bene- 
fits of the Limitation of Liability Act, 
under the authorities. Section 4283 (46 
USCA. sec. 183) permits limitation of 
liability for loss or damage to cargo 
caused “without the privity or knowl- 
edge of the owner.” 

The phrase quoted has been construed 
to refer to some personal fault of the 
owner or his “higher representatives,” 
and not to exclude limitation merelv be- 
cause of negligence on the part of the 
shin’s officers. 

We feel confident that the Supreme 
Court did not intend by this brief ref- 
erence to the limitation statute to mod- 
ify the long established construction of 
the phrase “without the privity or 
knowledge of the owner.” Unseaworthi- 
ness of a vessel has nothing to do with 
limitation of liability unless it exists With 
the owner’s privity or knowledge. Lack 
of diligence to make the vessel sea- 
worthy is, therefore, immaterial unless 
it is within the owner’s privity or 
knowledge. 

In the case of The Malcolm Baxter, 
Tr., as appears from the decision of the 
District Court (not officially reported), 
the vessel’s hull had defects which an in- 
spection would have disclosed, but the 
owner did not provide a suitable person 
to inspect the vessel, which it had pur- 
chased without any guaranty of sea- 
worthiness in the hill of sale. Hence 
the lack of diligence was the owner’s, 
and the loss resulting from unseaworthi- 
ness was within the owner’s “privity.” 
So understood the case is quite in line 
with earlier authorities. 


Owner Had No Knowledge of Negligence 


In the case at bar, however, the lack 
of diligence was that of the chief en- 
gineer and the owner was not only in 
privity with the engineer’s default, but 
was found by the court to be free from 
personal neglect. Therefore, The Mal- 
colm Baxter would not be inconsistent 
with allowing limitation under section 
4283, and is even less inconsistent with 
allowing exoneration under section 4282. 
Insofar as The Etna Maru, 20 F. (2nd) 
143 (S. D. Tex.), affirmed upon another 
ground in 33 F. (2nd) 232 (C.C.A. 5) sup- 
ports the rule contended for by the li- 
beliants, we cannot follow it. 

The libellants’ attempts to attribute to 
the shipowner personal neglect contrib- 
uting to the dangerous condition which 
resulted in the outbreak of the fire. It is 
argued that the respondent was charg- 
able personal neglect (1) in not notify- 
ing Huff, the cargo surveyor, that the 
coal put in No. 3 ’tween deck was being 
carried for delivery to another of re- 
snondent’s ships. (2) in not having a 
shore superintendent to supervise coaling 
at New York, (3) in not requiring a 
more rigid inspection of the bulkhead in 
No. 3 ’tween deck. (4) in nroviding a 
bulkhead not air tight, and ((5) in acqui- 
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escing in the practice of placing new coal 
on old. 

All these charges except the first have 
been satisfactorily dealt with in the 
opinion below, and we find it unneces- 
sary to add to what is there said. The 
charge of fault in failing to notify Huff 
that 850 tons of coal taken on board at 
New York were not to be used on the 
Galileo but were intended for another 
vessel was apparently not urged below. 
In our opinion it is without merit. Huff 
was employed by the New York Board 
of Underwriters, although his fee for 
surveying the Galileo’s cargo was paid by 
the respondent. 

He knew that coal was being carried 
in No. 3 ’tween deck but did not consider 
it his duty to inspect the coal bunkers, 
and he testified that it would have made 
no difference to him whether the coal 
were bunker or cargo. The failure to 
notify him was immaterial. Indeed, if 
the respondent was under a duty to have 
the loading of coal inspected by anyone 
other than the ship’s officers, it should 
have appointed a shore superintendent 
for that purpose. That contention was 
adequately disposed of below, and _ the 
denial of it is in substance a denial of 
the charge now made regarding a fail- 
ure to have an inspection by Huff. The 
District Court rightly found the owner 
free from personal fault. 

T. Catesby Jones and James W. Ryan 
of Bigham, Englar, Jones & Houston ap- 
peared for the cargo interests and Cletus 
Keating and James Herbert of Kirlin, 
Campbell, Hickox, Keating & McGrann 
for the shipowners. 





F. A. MEYER DIES 





Buffalo Agent Was an Expert in the 
Marine Field; Over 40 Years 
in Insurance 

Upper New York state insurance cir- 
cles lost a prominent figure on Decem- 
ber 30 when Frederick A. Meyer passed 
away in his home in Snyder, near Buf- 
falo, at the age of 64 years. Mr. Meyer 
was taken ill less than two weeks before 
his death. In young manhood Mr. Meyer 
enlisted in the federal army and served 
in several Indian campaigns in the then 
wilds of the West. He entered the in- 
surance business in Buffalo more than 
forty years ago, becoming associated 
with the firm of Smith, Davis & Co. and 
advancing through its ranks to the pres- 
idency, which office he held at the time 
of his death. 

Mr. Meyer was regarded as an out- 
standing authority on marine insurance 
matters and also had a broad knowledge 
of other forms of underwriting. He 
made the Buffalo agency one of the 
largest in its territory. Masonic affairs 
occupied much of the Buffalo man’s 
time, his funeral being under the aus- 
pices of that order. He held a charter 
membership in the American Associa- 
tion of Average Adjusters. Surviving are 
the widow, his mother, and a brother. 
The funeral took place on January 2 in 
3uffalo. 





KURT SCHMITT CHAIRMAN 
The Union for Private Insurance re- 
cently held its annual meeting in Ber- 
lin. Chairman Hans Riese (of the Nord- 
stern Group) declined to be re-elected, 
as he is retiring at the end of the year 


from the active management of the 
Nordstern. In his place Dr. kurt 
Schmitt of the Allianz was elected 


chairman of the Union. Two hundred 
representatives from German compauies 
took part in the meeting. 





CITROEN TO HAVE OWN CO. 

The well-known French Citroen auto- 
mobile concern, the Ford of France. will 
carry out a long cherished plan and have 
its own insurance company. A fund of 
20,000,000 francs kas been set aside as 
the capital for such an enterprise. 


LUSITANIA SALVAGE 

The salvaging of the Lusitania will 

soon be started. The contract of wat 

risk insurance will be signed according 

to which all recovered values will be- 

come the property of the insurance com- 
panies. 
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CASUALTY AND SURETY 





The Past Year in Retrospect 
And Forecast of What’s Ahead 


By G. F. Michelbacher, 


Vice-President, Great American Indemnity 


At atime when the leaders of the business are attempting to interpret the devastat- 
ing effects of the depression year of 1931 and looking with hopefulness to the future, it 
is refreshing to get a frank and dispassionate point of view on uppermost problems 


such as is presented in the following ariicle. 


The author minces no words in saying 


that the past year was one of the most difficult ever experienced by the casualty busi- 
ness, but at the same time he points to certain advantages which always spring from 


a period of adversity. 


And it is by these very advantages that the business must take 


anew grip and start the new year with chins up and a determination to make a better 


showing. Many problems stre 


w the path of the companies, it is pointed out, prominent 


among them being the necessity for more strict enforcement of a set of acquisition 


cost rules; rate regulation; 
fronted 


should be one of courageousness. 


Ninteen hundred and thirty-one will 
go down in history as one of the most 
difficult years ever experienced by the 
business of casualty insurance. Those 
who, still groggy from the adversities of 
1930, looked forward optimistically to 1931 
were badly disappointed. In retrospect 
we see that one year ago these persons 
were relatively in the same position as 
Pat, who, having fallen from a scaffold 
twenty stories high, remarked as he 
passed the third floor on the way down, 
“Begorra, I am all right so far.” On or 
before December 31, 1931, they had hit 
the bottom (or at least we fervently hope 
it was the bottom, and X marks the spot 
where they landed! 

Name any adverse factor that plagued 
the carriers in 1930 and I will guarantee 
to demonstrate not only that the same 
factor was present in 1931, but that its 
influence was markedly greater; in fact, 
1930 was a Sunday school picnic com- 
pared with 1931. Just check off a few 
items taken from the record for 1931: 


Some of the Dark Clouds 


1. Premiums were decidedly “off” 
not only because of low exposures on 
insured risks, but also because of sales 
resistance against all but the most es- 
sential coverages, 

2. Expense ratios were higher in 
spite of stern measures of economy. 

3. Loss ratios were abnormal in 
€very department notwithstanding 
more conservative underwriting. 
4+. Expense and loss ratios com- 
bined to produce an almost unprece- 
dented underwriting loss. 

9. Collections were ee for car- 
riers and producers alike. Bank fail- 
ures in every section of the country 
did not help matters any. Unemploy- 
ment and loss or lack of income were 
other contributing factors. Cancella- 
tons for non-payment of premiums 
were never greater. Overdue and un- 
collectible agency balances aggregated 
an unusual total. 

_ The investment account failed to 
Perform yeoman service as it had in 
oom times. With defaults of princi- 

Pal and intere st, reduced dividends, 
dividend omissions and a tobogganing 
Stock market not only was investment 
income curtailed but the value of in- 


pe: 


graded commissions and graded expense loadings. 
with a dislocation of world-wide scope, the author feels that the 1932 attitude 


Con- 


vestment portfolios was greatly depre- 
ciated. 

7. Combine underwriting and invest- 
ment results, deduct dividend pay- 
ments, if any, and the answer is a ter- 
rific reduction in surplus. Without ex- 
ception, surplus accounts that appeared 
to be hale and hearty on January 1 
were badly in need of resuscitation be- 
fore December 31. Vigorous measures 
were taken in many instances to re- 
habilitate the financial conditions of 
individual carriers. New issues of stock, 
reduction in par value of stock and 
payment of funds directly into surplus 
(where a carrier was fully owned by 
one interest) were resorted to singly 
or in combination for this purpose. 

8. A number of carriers failed and 
were liquidated; others were absorbed 
by consolidation or reinsurance. 

9. In the field of production finan- 
cial stress was also evident. Failure, 
consolidation and reorganization of 
agencies and brokerage houses made 
the year decidedly one of concentration 
rather than expansion. 


A Few of the Bright Spots 


And so the dismal catalogue might con- 
tinue until practically every phase of the 
business had been touched without dis- 
closing a single bright spot. Well, that’s 
not quite true either. A few advantages 
always spring from a period of adversity. 
The business has had a thorough house- 
cleaning: unsound and_ unscrupulously 
managed carriers and producers have 
been eliminated; unsafe and extravagant 
practices have been abolished or re- 
formed. A profound respect for funda- 
mental principles has been re-established. 
(For example. the gag which was prev- 
alent during the boom period to the ef- 
fect that an underwriting profit was not 
essential because the investment account 
might be relied upon to produce a sub- 
stantial profit for a carrier will not be 
heard for many moons.) 

Recognition of the necessity for care- 
ful selection of intelligently and conserv- 
atively managed carriers of unusual fi- 
nancial strength has been forced upon 
producers and policyholders. The atti- 
tude of legislatures and supervising state 
officials has been temporarily changed 
for the better: very little inimical legis- 
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lation was enacted in 1931; needed rate 
increases received a far more sympathet- 
ic reception, and in a few cases contro- 
versies of many years standing were re- 
solved in favor of the carriers, These 
and other advantages have not been real- 
ized during 1931; they represent an in- 
tangible asset that should pay dividends 
in years to come. 


Some very interesting developments 
have taken place in the field of produc- 
tion cost regulation. Early in the year 
a special committee of the National Con- 
vention of Insurance Commissioners re- 
ported to the convention that enforce- 
ment of the rules of the Conference on 
Acquisition and Field Supervision Cost 
for Casualty Insurance would provide the 
best means for regulating production cost 
for casualty insurance, whereupon the 
convention promptly reaffirmed its earlier 
approval of these rules. (A wise deci- 
sion since these rules—imperfect as they 
are—are demonstrably the most workable 
and equitable rules that the diverse in- 
terests of the carriers will permit them 
to agree upon.) 

The action of the convention revived 
interest in the conference, which imme- 
diately began to show signs of activity 
in Chicago, California and elsewhere, 
where the production situation never had 
been effectively regulated. Superintend- 
ent Van Schaick of New York evidenced 
his intention to support the conference 
not only by public utterances (once be- 
fore a mass meeting of chief executives 
of fire, casualty and surety companies 
that had been called for that specific pur- 
pose) but also by direct action in re- 
questing the conference to file its rules 
as an auxiliary rating organization so 
that théy might have the same status 
under the law as rates and rating plans. 
Apparently the Superintendent means 
business; if he enforces the rules of the 
conference as assiduously as he has en- 
foreed rates, the production situation 
will be measurably improved. 


Frank Comment on Van Schaick’s Action 


The Superintendent’s intention to 
classify the conference as an auxiliary 
rating organization has aroused some 
criticism from executives and producers 
actuated in many cases, I fear, by a de- 
sire to avoid the enforcement of the rules 
of the conference. With this criticism 
I have little sympathy, for I personally 
am convinced, after four years’ experi- 
ence as secretary of the conference, that 
the carriers acting independently will not 


(Continued on Page 46) 


1931 Volume Held Up 
Surprisingly Well 


SOME COMPANIES WENT AHEAD 





Travelers and Aetna Companies in the 
Lead; Estimates of Net Premiums 
Written Tabulated 





Preliminary estimates from a number 
of the representative casualty and surety 
companies on their net premiums written 
in 1931 reveal that production in these 
lines held up surprisingly well in 1931. 
Although decreases in volume are gen- 
erally reported they were not severe and 
some companies, in fact, went ahead of 
1930. It was to be expected that losses 
would be heavy but they were reported 
by a number of companies as represent- 
ing to some extent liabilities incurred 
during previous years. For this reason 
The Eastern Underwriter tabulation be- 
low does not include losses paid. 


Travelers Volume $66,015,000 


The Travelers again is the leader. Its 
total casualty premium income combined 
with that of the Travelers Indemnity was 
$66,015,000 as compared with about $71,- 
000,000 the previous year. A line by line 
comparison is given as follows for these 
years and it indicated how closely the 
fravelers companies last year kept up 
to the fast pace set in 1930: 


1930 1931 

2 Saar $14,665,000 $13,719,000 
ERE x Sueee ct otws 5,743,000 5,392,000 
Auto Casualty ...... 26,665,000 26,399,000 
errr re 19,299,000 16,043,000 
EOE ae 2,492,000 2,452,000 
| re 975,000 883,0U0 
Machinery, Flywheel 

. Py orrrrerererrre: 496,000 474,000 
Ge aksa sre andas okt 734,000 653,000 


In commenting on the 1931 production 
L. E. Zacher, president of the Travelers, 
shows his pleasure over the results by 
saying that the accomplishments of the 
field force prove that the adverse condi- 
tions of the past year have been met 
courageously and successfully. He added: 
“The total premium income was well 
maintained, and with the exception of 
1930 was the largest in the companies’ 
history. A decrease in premiums in cer- 
tain lines affected by industrial inactivity 
was to be expected. These decreases” 
were largely overcome in other lines, in- 
dicating the splendid work of the organi- 
zation. The income from investments ex- 
ceeded the figures of 1930.” 

Cash premium income of the Travelers 
for December was the largest in its his- 
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tory with the final day’s cash premium 
income breaking all records for a total 
exceeding $4,000,000. 


Aetna Companies’ Volume Maintained 


The field force of the Aetna Life & 
Affiliated Companies also met the chal- 
lenge of 1931 with a total production of 
$43,116,000 in casualty and surety lines, 
only about 2% below that of 1930. Asa 
matter of fact, increases were made in 
all lines excepting workmen’s compensa- 
tion where payrolls were off approx- 
imately $1,200,000. 

It was admittedly “tough going” in the 
surety field with underwriting greatly re- 
stricted because of disturbed conditions. 
The National Surety’s production figure, 
for example, will probably be about 10% 
off country- -wide largely because of this 
re striction but in Greater New York the 
company’s William Street office, headed 
by Vice-President Vincent Cullen, closed 
the year with $4,900,000 net premiums 
written as compared with $5,433,111 in 
1930. The U. S. Guarantee and the Sea- 
board Surety, writing preferred lines, 
finished respectively at $4,000,000 and 
$647,904. Both companies showed a gain 
over 1930 volume. 

In the metropolitan New York terri- 
tory preliminary estimates show the 
Aetna Life & Affiliated Companies with 
$10,500,000 net premiums written, fol- 
lowed by the Hartford Accident with 
$7,370.273. The Globe Indemnity main- 

tained its swift pace of 1930 with an es- 
mn ated production of: $6,500,000. 

The production figures countrywide 
and metropolitan New York are grouped 
below: 

COUNTRYWIDE 


1931 1930 
Travelers and Travel- 

ers Indemnity (com- 

bined casualty net 

premiums) ........ $66,015,000 $71,069,000 
Aetna Life (casualty 

dep’t) and Aetna 

Casualty & Surety.. 43,116,000 44,030,000 
Royal Indemnity . 13,850,000 14,936,252 
New Amsterdam Cas.. 13,800,000 13,647,419 
Ocean Accident and 

Guarantee ........ 9,800,000 11,115,097 
London Guarantee & 

Aaeldemt osciccvens 8,800,000 8,781,382 
Home Indemnity .... 8,500,000 2,741,359 
Great American  In- 

ar 6,550,000 5,444,756 
Preferred Accident .. 5,150,000 5,301,673 
Century Indemnity .. 4,573,546 6,290,327 
U. S. Guarantee..... 4,000,000 2,668,102 
Bankers Indemnity .. 3,475,000 3,011,245 
Eagle Indemnity ..... 3,500,000 3,828,587 
Norwich Union Indem- 

CE cvebeekaecewes 2,900,000 3,163,580 
Fireman’s Fund _ In- 

SOM ccciacvccc 1,950,000 *127,498 
Standard Surety & Cas. 1,800,000 1,381,433 
Seaboard Surety ..... 647,904 514,866 


* From inception, Oct. 20 to Dec. 31. 


Mertropotitan N. Y. TERRITORY 
1931 
Aetna Life & Affiliated Companies. .$10,500,000 
Hartford Accident ....ccccccscccees 7,370,273 
Globe Indemnity ......cccccccecccs 6,500,000 
National Surety ...ccccscccsvcccsce 4,900,000 
Beatard Dee cvkcecesoccccases 3,225,412 
Continental Casualty ..........0005 1,200,000 
Constitution Indemnity ............. 1,025,000 





INDUSTRIAL DEATHS LOWER 


There were fewer industrial deaths in 
Virginia in 1931 than in 1930, but the 
lower number was partly due to a re- 
duced number of total working hours. 
There were 40,500 injuries reported to 
the state industrial commission, 1,200 less 
than in 1930. One hundred sixty cases 
were fatal, compared with 200 during the 
previous year. The biggest drop was in 
the coal industry. 





AGENT TOWN SUPERVISOR 


Roy R. Brockett began his second term 
as supervisor of the town of Tonawanda, 
near Buffalo, on January 1, having been 
re-elected for a two year term. Mr. 
3rockett is vice-president of the A. A. 
Bettinger Co., Buffalo general insurance 
agency. 


German Government 
Backs Credit Insurance 


CREATES FUND FOR THE HERMES 





Only One Such Company Left Doing 
Business in That Country; Reich 
Becomes Reinsurer 





The German government is now the 
financial backer of credit insurance in 
that country, as the Reich has made an 
agreement with the Hermes Credit In- 
surance Co., the only remaining company 
to write that line in Germany whereby 
the government will do the reinsuring 
that was formerly taken care of by the 
Allianz of Berlin and the Munich Rein- 
surance. The Reich had previously been 
co-operating with the Hermes to the ex- 
tent of taking 50% of the reinsurance. 

The Reich is expected to limit its ac- 
tivities to reinsurance and not to ac- 
quire any of the shares of the Hermes. 
which is owned by the Munich Re and 
the Allianz. 


Definite Need for the Hermes 


After the collapse of the Frankfort 
General and the Vaterlandische the 
Hermes was left alone in the credit in- 
surance field so far as Germany is con- 
cerned. It was deemed advisable to re- 
tain the organization built up by the 
Hermes for the investigation of credits, 
as it was economically valuable for the 
whole business life of the country; some 
credit insurance company was necessary, 
it was felt, to keep up the export trade. 

Credit losses have been heavy due to 
the general economic conditions and 
while the Hermes is believed not to be 
endangered it had to reduce lines due to 
the fact that many of its reinsurers had 
withdrawn thir facilities. The two com- 
panies that control the Hermes did not 
feel that they could continue with the 
Hermes along the same lines and many 
cancellations became necessary. 

So far the Reich is not represented in 
the operation of the Hermes but it is ex- 
pected that some such step will be taken 
to prevent over-expansion. 

The Reich put up a fund of 30,000,000 
marks from which claims in excess of 
premium income are to be paid. The 
guaranty is not only for export business, 
as had been expected. 


Czechoslovakian Situation 


For some time the Czechoslovakian 
government at Prague has been figuring 
on a way to take a hand in export credit 
insurance in order to further export busi- 
ness. A commission is expected to be 
appointed soon to work out the details of 
a plan of participation by government 
in this business, acting in concert with 
the Kreditversicherungs Anstalt at 
Prague, and negotiations have been go- 
ing on to that effect. 





BIG FEDERAL PROJECTS 





Conference Between Insurance Compa- 
nies, Government and Department of 
Labor and Industries on Coast 

The two meetings held in California 
between the insurance companies, the 
Department of Labor and Industries and 
Assistant Attorney General Foster did 
not bring any definite understanding as 
to when the liability of one ceased and 
the other attached. 

‘The Pacific Northwest Underwriter 
reports the result of the meeting as fol- 
lows: 

“Out of the meeting some definite in- 
formation emanated, however, in that 
the Attorney General’s office ruled that 
henceforth the state fund would collect 
premiums on all Federal work unless the 
property upon which it was being done 
was acquired by the Federal Govern- 
ment prior to October 4, 1911. They 
ruled that the Industrial Compensation 
Act would apply to all road work, work 
in Camn Lewis. Duwamish waterway, 
part of Rainier National Park, Reclama- 
tion projects, Indian reservations and 
other National forests which were ac- 
ouired by the Federal Government after 
October 4, 1911.” 


Typical Phil Braniff 1932 Message 
Wishes Agents Bigger and Better Year 


Appropriately Phil Braniff, the agent 
sage of Oklahoma City, devotes his 
Message Number 655 of The Tebco Mes- 
senger to the hopes and aspirations of 
the New Year. “If it’s insurance premi- 
ums you're after just double the wishes. 
There’s nothin’ ’ll make my New Year 
happier than to have you enjoy yours,” 
he says in the following letter: 

Gentlemen of The Field Force: 

Well, it was a great year, wasn’t 
it? There were days when it looked 
like it couldn’t get any worse—'n’ then 
it did. And when the last day drips 
from the glass this year ’n’ the last 
page falls from the calendar and you 
and I start out on 1932 with a firm de- 
termination to get back up the hill— 
we can look back at all this ’n’ twist 
our scars into a smile ’n’ say, “Whew! 
That was a bad spot!” 

There’s a winter ahead. A winter 
with rain ’n’ snow ’n’ ice. We've got 
to take care of each other this win- 
ter so next spring everybody can start 
makin’ money again ’n’ we can start 
takin’ it off each other. 

1932 looks better to me than any 
year I’ve seen so far. It looks like a 
healthy baby. Its parents are rugged 
and wise. Of course when you look 
at it you can’t hardly resist saying, 


“Baby, your mama is sure a sick man!”, 
but when you stop to think that here 
you are and the New Year to make the 
best of—it isn’t bad at all. 

Have you noticed that people are 
working harder? Have you noticed 
that friendships have been more close- 
ly sealed? Have you observed that 
adjustments have been made by which 
captains of industry again go into the 


field with bigger, more sound objec- | 
They | 


tives? They are smart men. 
have learned. 

We're not so bad off. We lost our 
apples in the orchard. There are still 
plenty to gather. How much worse it 
would have been if we had spilled the 
apples after we had left the orchard. 

So here we go into the new year— 
smarter men—with better days to en- 
joy and firmer fruit to gather. 


—a wish that you might find in the 
twelve months ahead, a year of con- 
tinued health, happiness, and an abund- 
ance of whatever you're after. If it’s 
insurance premiums you're after, just 
double the wish. There’s nothin’ 'll 


make my New Year happier than to 


have you enjoy yours, 
and here we go! 
Phil. 





WRITING VIRGINIA BONDS 





Companies Want Increase on County 
Treasurer Rates, However, and 
New Deposit Law 

A majority of the Virginia county 
treasurers whose terms began January 1 
were able to obtain some corporate sure- 
ty, while a few found personal surety. 
The companies who wrote the bonds, 
however, mostly did so with the under- 
standing that the general assembly will 
pass a law under which funds deposited 
by treasurers in small banks will be safe- 
guarded by deposit of securities by these 
banks in larger institutions. The compa- 
nies are seeking a 100% raise in rates on 
the bonds of these county treasurers. 
Application for increased rates was not 
filed the stipulated thirty days in advance 
of the desired date, so the increase is 
still hanging fire. T. Coleman Andrews, 
state auditor, was very active at the close 
of the year trying to arrange for surety 
bonds on the treasurers. 

The new system of accounting installed 
by Auditor Andrews among the treasur- 
ers has met with the approval of most 
of the companies but legislation is still 
lacking to protect the funds of treasurers 
in banks and to prevent treasurers from 
taking out the tax tickets of their friends 
and then failing to report them as delin- 
quents. This practice is said to be quite 
prevalent in Virginia. 

The county treasurers are allowed by 
law to file personal surety in lieu of cor- 
porate bonds, but many are not able to 
find persons of sufficient financial stand- 
ing to go their bonds. 





LOWER COAL MINE DEATHS 


Deaths in coal mining in the United 
States were fewer during 1931 than in 
any previous year, according to Scott 
Turner, director of the United States 
Bureau of Mines, Department of Com- 
merce. Production during the year av- 
eraged 296,000 tons of coal for each life 
lost through accident. Five years ago it 
was 261,000 tons and ten years ago 
254,000 tons. 





The city of Rome, N. Y., has voted to 
enter the Oneida County Compensation 
Department, self insurance scheme start- 
ed in the city of Utica, and now extend- 
ed to the majority of the towns of that 
county. 


WIS. DEPOSITS BILL PASSED 





ag 
Premiums to New State Fund Com- — 


pulsory; Relieve Company 
Liability 
Counties as depositors in Wisconsin 
must pay 1% insurance fee on their daily 
balances. in banks into the state deposit 
fund as a premium for the insurance of 
their deposits, according to an opinion 
rendered by the Wisconsin attorney gen- 


eral to James L. MacGinnis, district at- 7 
torney of Polk County. The insurance 7 
premiums are to be made by the banks | 
and then subtracted from the interest al- 7 


lowances, to the counties. 


The new bill just passed contains 4) 
clause which provides that when the state 7 
treasurer or the treasurer of any other | 
governmental unit has deposited public 7 
funds in accordance with the instruc: ” 
tions of his governing board, he shall be © 


relieved of further liability. The state 
board of deposits will consist of the gov- 


ernor, secretary of state, state treasurer © 
Small political 7 


and attorney general. 
units will have their own boards. 
The provisions for protecting the de- 


posits after they are made include 1) 


state deposit fund, to which the deposi 
tories will pay one-quarter of 1% of the 
average daily state deposits. Should this 
fund not prove sufficient to meet losses 
the secretary of state will draw his wat 
rant on the general fund as directed by 
the board of deposits. The legislation 
was prepared under the supervision 0 
Herman L. Ekern, former insurance 
commissioner and now a Chicago lawyé!. 





EMPLOYERS’ APPOINTMENTS 


Stanley G. Reid has been app: ‘inted 
manager for the Employers’ Liability fo 
the province of Ontario, with offices ™ 
Toronto. John Fanning has been name! 
assistant manager of the office. Bot! 
appointments took effect January |. M' 
Reid has been with the company sinc 
1903, and Mr. Fanning since 1915. 





EVANS HERE FOR BOWLES 


Frank P. Evans, statistician of the Vir- 
ginia industrial commission, was in New 
York this week as temporary chairmal 
of the governing committee of th 
Workmen’s Compensation Insuranct 
Rating Bureau at a meeting here. Georg 
A. Bowles, Virginia insurance commis 
sioner, was unable to make the trip. 





t Tebco | 
sends you a hearty wish for a big year | 
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Why Charting Courses 
Is of Prime Importance 


BUSINESS FACTS AND FIGURES 





Need for Business Audits and Sales 
Analyses Pointed Out in Recording 
& Statistical Corp. Book 





In a period of extreme stress and 
strain such as business has been passing 
in the past few years it is generally rec- 
ognized in executive ranks that the 
greater the attention paid in their own 
organizations to analyses of operations 
the more smoothly the business will run 
and with a minimum of waste. It is for 
this reason that a recent book out known 
as “Charting Courses” has aroused in- 
terest and centered attention on the 
work being done by the Recording & 
Statistical Corporation along these lines. 

Jecause of the intense development 
and keen competition of recent years, 
the handling of facts and figures has 
become a more vitally important activity 
than ever before. Business is being glut- 
ted with figures but is starving for facts. 
Where there are few figures it is easy to 
translate them. But the Recording & 
Statistical Corporation points out that 
the more figures, the more complex their 
relations, the harder becomes the task. 


Independent, Unprejudiced Audits 


A perusal of “Charting Courses” re- 
veals that this organization is prepared 
to distribute confidential data through 
definitely established exchanges having 
to do with insurance and kindred activi- 
ties, and at the same time render a 
thorough-going sales analysis of a client’s 
business from one to five days after the 
receipt of closing figures. Such speed 
is not the expensive result of overtime 
work, it is pointed out, neither is. it 
achieved at the cost of accuracy. It is 
the result of adequate and flexible facili- 
ties. In other words, an independent 
audit is conducted; an  unprejudiced 
statement of a concern’s facts and 
figures. 

The book makes clear that Recording 
& Statistical service does not play the 
role of production engineer; it never dic- 
tates procedure. Its business is to ar- 
range and tabulate figures so that they 
become vital, profitable facts, frequently 
pointing to where notable economies may 
be effected. 

_ By way of indicating emergency serv- 
ice, a well-known fire insurance company 
was confronted with the impossibility of 
meeting the filing dates on its annual 
statements owing to volume business. 
Recording & Statistical service stepped 
in, statements were submitted on time; 
no fines and consequent embarrassments. 

The idea of the statistical service ori- 
ginated some thirty years ago with R. G. 
Clarke, who, with R. E. Fletcher have 
devoted their business careers to devel- 
oping and interpreting both industrial 
and insurance statistics. Mr. Fletcher 
Was associated with the late Dr. Herman 
Hollerith during the development of the 
Punch card method and in the census 
work of the United States, Cuba, Porto 

ico, Norway and the Russian Imperial 
Government. He also acted in an ad- 
visory capacity for the French medico- 
Surgical and customs statistics at the 
time of the world war. 

Branches of Recording & Statistical 
Corporation are maintained in New 
York, Boston, Philadelphia, Chicago, De- 
troit, Montreal and Toronto, each branch 
manager having had from ten to twenty 
years’ experience in handling the prob- 


lems of industrial, insurance and research 
analyses, 





S. W. BURTON RESIGNS 
After thirty-eight years with the Met- 
Topolitan Casualty S. William Burton, 
vice-president and secretary-treasurer, 


as resigned. When he ioined the com- 
Panv in 1893 it operated as the Metro- 
Politan Plate Glass. 





your business. 


month or year. 


How they pay their accounts. 


suit your requirements. 


Bookkeeping System. 
Price is $26.50, check with order. 





HINK of a complete bookkeeping system, which 
shows at a glance every day—every week—at any 
time, the essential figures you need to know about 


How much insurance you placed each day, month or year. 
How much insurance you placed with each company every day, 


How much money you have outstanding every day, month or year. 
How many active customers you have and the policies they carry. 


All these questions will be easily and 
economically answered with the Ever- 
Ready Insurance Bookkeeping System— 
your whole business right before you. 


Eliminate the cumbersome variety of so- 
called bookkeeping systems, index cards, 
loose-slip systems, accumulation of vari- 
ous forms that you perhaps thought would 


Let us show you Now this Complete 


If not satis- 
factory, your money will be promptly refunded. 
Of course, that is the only way we do business. 


McQuade, Hart & Spencer 


Consultants and Business Engineers 
Metropolitan Life Bldg., New York 











ACQUIRES TWO COMPANIES 





Carl M. Hansen Now in Control of Un- 
derwriters Casualty, Milwaukee, 
and Liberty Surety Bond 

Carl M. Hansen, head of the Interna- 
tional Re. and the controlling factor in 
the Independence Indemnity, started off 
the New Year with the acquisition of 
two companies—the Underwriters Cas- 
ualty of Milwaukee and the Liberty 
Surety Bond of Trenton for, which con- 
trol negotiations have been under way 
for many months. The Milwaukee com- 
pany acquisition has been approved by 
State Commissioner Mortensen, and its 
vice-president, J. E. Rasmussen, will be- 
come an Independence Indemnity vice- 
president. * 

In discussing the Liberty Surety Bond 
deal Mr. Hansen says that 100% of its 
stock is now in his name and that the 
minority stuckholders’ legal action has 
been discontinued. The resources of the 
company will merge into the Independ- 
ence, swelling net assets of that company 


by about $700,000. 





TO TEST NEW LAW 





New Statute in New Jersey for Review 
of Compensation Awards Before 
Supreme Court ; 

A technical legal point in regard to 
differences arising over awards made by 
workmen’s compensation commissioners 
will be tested before the Supreme Court 
of New Jersey in the case of Louis 
Hammond and widow against the Penn- 
brook Golf Club of Basking “Ridge. The 
question is as to the effectiveness of a 
law passed last June providing for writs 
of certiorari instead of appeals to the 
Court of Common Pleas in compensation 
disagreements. 

Louis Hammond, green-keeper of the 
go club, was injured by a fall after 
storing tools in the club barn. Commis- 
sioner Daniel A. Spear awarded damages 
of $9,400 for the injuries. Shortly after- 
ward Hammond died, and. the golf club, 
through William Holmwood, attorney, 
endeavored to re-open the case by ob- 
taining a writ of certiorari. O. M. Sil- 
ber, counsel for Hammond’s widow, op- 
posed the application, although admit- 
ting a change in status of the case fol- 
lowing Hammond’s death. Silber con- 
tended Holmwood should have asked for 
a modification of the award rather than 
the writ. ‘ ; 

Chief Justice Gummere in granting 
Holmwood’s application said that it was 
advisable to have the Supreme Court 
review this first case to come under the 
new law. 


MONARCH ACCIDENT ABSORBED 





Its Merger With Mnoarch Life Com- 
pleted; New Company to Write Life 
adn A. & H. in 31 States 

Final details of the merger of the 
Monarch Accident with the Monarch 
Life, both of Springfield, Mass. have 
been completed, giving the new Monarch 
Life total assets of $2,600,000 and capital 
stock of $445,600. It will be licensed in 
thirty-one states, in all of which it has 
an active agency force. 

Both life insurance and accident and 
health lines will be written by the new 
company and the former restrictions ob- 
served by the Monarch in limiting its 
policyholders to Masonic members will 
be dropped. This, it is felt, will give 
agents of the company a wider field of 
operation and offer greater possibilities 
for growth than under the plan adhered 
to in the past. 

The organization will have at its helm 

Clyde W. Young, formerly president of 
the two companies involved, who has 
been with the Monarch since 1904. As- 
sociated with him are Vice-Presidents G. 
W. Gordon, C. H. Munsell and J. W. 
Blunt who is also agency manager; C. E. 
Nay, secretary; L. C. Clarke, treasurer; 
H. M. Graham, assistant treasurer; and 
Assistant Secretaries W. P. Underwood 
and E. J. Cadwell. The medical adviser 
is Dr. Fred F. Dexter. 
- The Monarch Accident, now absorbed, 
has been among the leaders in the sale 
of non-cancellable accident and health 
policies. It closed the year 1931 with 
more than $2,000,000 in annual premiums 
for this type of business. It started is- 
suing non-cancellable disability contracts 
in 1921 and during the past three years 
has offered this type of business exclu- 
sively. It is the purpose of the consoli- 
dated company to continue with sub- 
stantially the same forms of disability 
contracts during 1932, 





GEORGE BATTE’S SUDDEN DEATH 


The sudden death of George McP. 
Batte, veteran Fidelity & Deposit super- 
intendent of agents on the Pacific Coast, 
this week was a shock to surety men. 
= Batte was widely known and popu- 
ar. 





RICHMOND VIOLENT DEATHS 

Automobile fatalities led violent deaths 
in Richmond, Va., during 1931, sixty- 
eight out of 167 deaths being from that 
cause. Twenty deaths were attributed 
to murder, thirty-one to suicide and 
eleven to drowning. 


Football Games Show 
Cash Isn’t All Gone 


HARTFORD GIVES ARGUMENTS 





Company Tells How Collections and New 
Business Are Obtained; Today’s 
Workers the Leaders Tomorrow 





The Hartford Fire group is not allow- 
ing itself to become downhearted about 
premium income because of the business 
depression. Officers of the Hartford 
Fire and the Hartford Accident & In- 
demnity refuse to believe that surplus 
cash has dried up in the United States 
after reading the attendance figures of 
faotball games all over the country. Each 
week during October and November and 
part of last month also hundreds of 
thousands of football fans paid up to 
$5 apiece for tickets, not counting higher 
prices paid to speculators. Many mil- 
lions of dollars have been contributed 
from New York to San Francisco to un- 
ployment funds. 

While the wealth of the individual 
family generally has dwindled it has not 
disappeared and the very fact that the 
average person has less than a few years 
ago is all the more reason why what 
remains should be protected by insur- 


ance as far as that is possible. Through 
the columns of the Hartford Agent, 
monthly publication of the Hartford 


Fire companies, local agents are receiv- 
ing some first class sales tips. Here are 
some of them: 


Collecting $4,500 in Five Days 


We know of a producer who was be- 
hind in his balances and who with his 
partner decided to report to the office 
at 7:30 every morning until they per- 
sonally interviewed every single delin- 
quent on the books. The result was that 
$4,500 was collected within five days and 
that seven out of ten people interviewed 
drew checks for the overdue accounts. 
These partners spent the time between 
7:30 and 9:00 each morning checking up 
on the previous day’s work and making 
a list of individuals who were to be 
visited during the day and the amounts 
due from them. The rest of the day was 
merely a series of personal calls and if 
the assured was out of his office, he was 
located and followed up or else a return 
call was made until the interview was 
secured, 

What is true of collections is true of 
the solicitation of new business. It is 
ridiculous to assume that every individ- 
ual in a community is so completely out 
of funds that he cannot buy insurance 
or that corporations are unable to pay for 
essential forms of protection. If ever 
people needed insurance, they need it 
now. Look at the cars on the road! 
Are their owners any less in need of 
liability insurance today than they ever 
were? Far from it! A man who was 
worth $50,000 on paper three years ago 
and whose assets may be less than $10,- 
000 today had better do everything he 
can to keep his $10,000. 


Auto Liability Essential 

The mere fact that he can drive an 
automobile and pay for his car license, 
gasoline, oil and repairs indicates that 
by some means or other he can raise the 
money to pay for adequate liability in- 
surance. If he cannot, he would be wise 
to put up his car until he can save tht 
money to pay the liability premium. 

In certain states laws are being passed 
to make it possible for judgments to be 
paid on the instalment plan. That’s your 
answer to the man who claims he is 
‘judgment proof.” No man is judgment 
proof if he has a cent in his bank ac- 
count, or who is not entirely agreeable 
to the idea of having a mortgage placed 
on his future earnings. 

There are scores of good prospects for 
all forms of insurance in every commu- 
nity. There is a waiting market for ev- 
ery form of insurance that protects 
against the largest single conceivable loss 
that could occur to that individual or 
corporation. It makes no difference 
whether or not the loss is likely to oc- 


cur. If it can conceivably occur, then 
the protection is needed and needed 
badly. 






THE EASTERN 
UNDERWRITER 











January 8, 1932 








Newspaper Insurance 
War in Britain Looms 


“DAILY MAIL” BENEFITS RAISED 





News of This Action Leaked Out Pre- 
maturely; Other British Papers Ex- 
pected to Follow Suit 





A new newspaper coupon insurance 
war is likely to break out in London in 
1932. The Daily Mail announced on De- 
cember 22 that, beginning January 1 it 
would “offer its readers further free in- 
surance benefits, which will constitute an 
entirely new departure in free newspaper 
insurance.” This confirmed the prediction 
made by the “World’s Press News,” the 
organ of the British newspaper world 


at the end of November, that the in- 
surance war between leading London 
daily papers which has been in abeyance 
since the end of 1929, is to be renewed. 

The last “war” was ended by the sign- 
ing of agreements by members of the 
Newspaper Proprietors’ Association and 
the Newspaper Society, limiting aggre- 
gate benefits to be offered by each paper 
during 1930. This was later extended to 
cover 1931 but, on the initiative of the 
“Daily Mail” it was allowed to lapse 
automatically without renewal as of De- 
cember 31, 1931. 


Premature Announcement 


According to “World’s Press News” 
it was not intended to announce the new 
departure so early as December 22 but 
unfortunately the bills carrying a similar 
announcement, which had been prepared 
for later posting, were in error posted 
prematurely. The directors were in- 
formed and immediately decided that an 
editorial statement must follow at once. 
Hence the appearance of the announce- 
ment in the Daily Mail of December 22. 

The exact nature of the new benefits 
is a closely guarded secret but it is be- 
lieved that the “Daily Mail” will raise 
its death benefits from £5,000, single 
death, and £10,000, husband and wife, to 
£10,000 single and £20,000 double. The 
£10,000 single benefit is a return to the 
figure given in the schedules issued in 
April, 1927; it was raised to £12,000 in 
June, 1928. but reduced to £5,000 single 
and £10,000 double in January, 1929, fol- 
lowing cut-throat competition between 
the “Daily Mail” and the “Daily Ex- 


In addition to increased death benefits 
it is reported that the “Dailv Mail” will 
offer educational benefits to the children 
of those killed, and this scheme may be 
run with the help of the Boy Scouts and 
Girl Guides. 

No announcements have yet been 
made that the other big British newsna- 
pers are to compete with the “Dailv 
Mail” in offering increased benefits but 
it is practically certain that they also 
will revise their schemes and fight to re- 
tain and increase their circulations by of- 
fering larger benefits. 





PLANS EXPANSION PROGRAM 





Equitable Life & Casualty, Headed by 
J. R. Duffin, Expects to Enter New 
Territory in 1932 

James R. Duffin, former president of 

the Inter-Southern Life, who was recent- 
ly elected vice-president and general 
manager of the Equitable Life & Casual- 
ty of Louisville, an accident and health 
carrier doing business now in four states, 
is planning to extend its lines and enter 
new states in 1932. Its capital is given 
at $128,000 and assets at more than 
$200,000. 
_ Mr. Duffin, an attorney, is well versed 
in company management and was a 
storm center in a fight for control of the 
Inter-Southern a few years ago. 





GETS ILLINOIS LICENSE 


The Illinois department has licensed 
the Lake Shore Mutual of Chicago, a 
mutual casualty company, to write auto- 
mobile business. 


HOLLAND REPORTS ON EUROPE 





More Optimism in England Than in New 
York, He Says; Foreign Insurance 
Men Not Downhearted 

Charles H. Holland, who has been va- 
cationing in Europe since resigning from 
the Independence Indemnity, is back in 
this country with an interesting account 
of meetings with bankers, insurance ex- 
ecutives and others. He found more op- 
timism in England than in New York, 
based on the belief that the new National 
Government has been willing to ignore 
party politics and devote all its energies 
to reorganizing the country’s economic 
program. Protective duties were also be- 
ing looked forward to as an element in 
reviving British industry. 

Bankers he says were all of the opin- 
ion that until the situation in Germany 
is straightened out there can be no set- 
tled financial status in Europe and Am- 
erica. They predicted that the next few 
months will be the crisis. 

Insurance executives he met abroad 
were not pessimistic despite very poor 
experience, with a great increase in mor- 
al-hazard claims and the substantial writ- 
ing off of security values. Many of the 
British companies have special reserve 
funds to offset such conditions, and in 
addition their securities are generally of 
the sort to suffer least during a period 
of deflation. 





WINS $137,500 AWARD 





College Student Gets Record Verdict in 
Automobile Accident Case 
in New Jersey 

Of considerable interest to automobile 
insurance men is the $137,500 verdict 
against the Public Service Interstate 
Transportation Co. in favor of Robert 
Zimmerman of Montclair, N. J.. who was 
injured in an automobile accident in- 
volving one of the company’s buses. The 
award is said to be a record for the New 
Jersey Circuit Court to a single plaintiff, 
and illustrates the need for high liability 
limits. 

Zimmerman was internally injured 
Thanksgiving Day, 1929, while riding in 
a car driven by his uncle, Wallace B. 
Mackey, when the car and a Public 
Service bus collided. The jury took one 
hour and forty minutes to reach its de- 
cision. It cleared Mackey, who had been 
included in the suit for $150,000 on the 
grounds of contributory negligence, and 
directed the entire verdict against the 
Public Service. The trial took over a 
week. 

Zimmerman was in his third year at 
Yale Medical School at the time of the 
accident, having won a scholarship after 
graduation from high school. It was 
claimed that he was forced by his injury 
to give up his medical career. Doctors 
testified that he will have to submit to 
painful treatments for the rest of his life 
and will never be normal. He had al- 
ready undergone a number of operations. 





$35,000 VERDICT 


A jury in the St. Louis, Mo., Circuit 
Court recently returned a verdict of 
$35,000 damages against the St. Louis 
Public Service Co. and the Dyer & 
O’Hare Hauling Co. in favor of Wesley 
Krueger, 19 years old, who was injured 
while riding on a truck belonging to the 
hauling company on January 17, 1930. 
The truck and a street car collided at 
1600 North Broadway and Krueger was 
pinned beneath the overturned truck. 
Krueger, who is confined in a hospital 
with paralysis caused by an injury to his 
spine, did not appear in court. Both the 
street car company and the hauling con- 
cern denied responsibility for Krueger’s 
injuries. The verdict will be appealed if 
a new trial is not granted the defendants. 





GO TO JAIL IN INDIA 


Twenty-three persons connected with 
the People’s Own Provident & General 
Insurance Co., Ltd. India, have been 
charged with criminal conspiracy to 
cheat the public and misappropriation of 
funds entrusted by the public. They 
were sent to jail. 


Digest of Financial Responsibility 
Laws in Force in Sixteen States 


Harold M. Hine, automobile division of 
the Travelers, has made a valuable con- 
tribution to the business by his compila- 
tion in the current Travelers Protection 
of the requirements of the various finan- 
cial responsibility laws now existent m 
sixteen states. They follow: 

1. Name of state and effective date 

of law. 

2. Method available for self-insurers 

to comply. 

3. Additional payments 

dents happen. . 

4. Any interest paid on deposit. _ 

5. Length of time deposit is required. 

6. Must the motor vehicle depart- 

ment be notified of accidents and 
claim demands? 


California 
1. Original effective August 14, 1929. 
Amended effective August 14, 1931. 
Bond or cash deposit of $11,000. 
No provision. 
No provision. 
No provision. 
. No provision. 


Connecticut 

1. Original effective date January 1, 
1926. Latest amendment effective 
July 1, 1931. 

2. Bond or collateral in amount deter- 
mined by Commissioner. 

3. Additional evidence may be re- 
quired at any time. 

4. Shall pay interest not to exceed 5% 
if directed by board of finance and 


when acci- 


Ou pwh 


control. 
5. Three years. _ 
6. Shall notify Commissioner upon 


service of writ or summons arising 
out of action for damages caused by 
motor vehicle. 


Delaware 
1. Effective April 22, 1931. ; 
2. Bond or collatefal deposit satisfac- 
tory to Commissioner. : 
3. Additional evidence to be furnished 
on demand. ; 
4. State to pay interest on deposit at 
3%. . 
5. Three years. 
6. No provision. 
Indiana 
Effective October 1, 1931. 
Bond or collateral in amount of 
$11,000. 
No provision. 
No provision, 
. Three years. 
No provision. 


Anke Ne 


lowa 

Effective July 4, 1929. 

Judgment Law—License suspended un- 

til judgment is paid at least to extent 

of $5,000/$10,000. 
Maine 

1. Original act effective January 1, 
1928. Revision effective November 
3, 1930. 

2. Bond or collateral 
secretary of State. 
subject to regulation 
Utilities Commission other 
may be accepted. 

3. Additional security may be required 
at any time. 

4. Interest at not greater than 5% if 

directed by Secretary of State. 

5. Three years. 
6. No provision, 
Maryland 

1. Effective January 1, 1932. 

2. Bond or collateral in amount of 
$11,000. 

3. Additional evidence may be required 
at any time. 

. No provision. 

6 


satisfactory to 
If a corporation 
by Public 
proof 


. Three years. 
. No provision. 
Nebraska 
1. Effective August 3, 1931. 
2. Bond or cash deposit of $11,000. 
3. No provision. 


4. No provision. 

5. Three years. 

6. No provision. 

New Hampshire 

1. Original act effective June 1, 1927. 
Amended effective April 29, 1929. 

2. Bond or collateral satisfactory to 
Commissioner. 

3. No provision. 

4. Defendant entitled to any interest 
accruing and to income payable in 
securities deposited. 

5. No provision. 

6. No provision. 

New Jersey 


1. Original effective November 15, 
1929. Amended July 4, 1931. 

2. Bond or collateral in amount of 

$11,000. 

Additional evidence when requested. 

No provision. 

Three years. 

Shall notify Commissioner on serv- 

ice of writ or summons arising out 

of action caused by motor vehicle. 


New York 


Dun owe 


1. Original effective September 1, 
1929. Amendments April 22, 1931. 

2. Bond or collateral in amount of 
$11,000. 


3. Additional evidence when requested. 
4. No provision, 
5. Three years. 
6. No provision. 
North Carolina 
1. Effective July 1, 1931. 
2. Bond. 
3. Additional evidence when demanded. 
4. No deposit accepted. 
5. Three years. 
6. No provision. 
Rhode Island 


1. Original effective June 21, 
Later act effective July 1, 1929, 

2. Bond in amount of $11,000 or sworn 
statement setting forth assets and 
liabilities showing ability to meet 
claims up to $20,000. 

3. Statement filed annually by those 
not filing insurance certificate or 
bond, 


1927. 


4. No deposit accepted. 
5. No provision. 
6. No provision. 
South Dakota 
1. Effective July 1, 1931. 
2. Bond in amount of $2,000. 
3. No provision. 
4. No deposit accepted. 
5. Two years. 
6. No provision. 
Vermont 


1. Original effective June 1, 1927. 

Amendment February 6, 1931. 

Bond in amounts of $5,000/$10,000 

and $1,000. 

Additional evidence shall be fur- 

nished at any time upon request. 

No deposit accepted. 

Three years. 

. No provision. 

Wisconsin 

. Original effective May 8, 1929. 
Amendment effective July 9, 1931. 
Bond or collateral deposit in amount 
of $11,000. 

. Additional evidence shall be 

nished on demand. 

No provision. 

Three years. 

No provision. 


BAR AIR MAN’S DEPENDENTS 

Judge Harington, at Croydon County 
Court, England, has handed down a de- 
cision that the dependents of an air pilot 
cannot have compensation under the 
Workmen’s Compensation Act. The 
pilot, his Honor said, could not be de- 
fined as a manual worker. This case 8 
the first of its kind to be decided and the 
verdict means that a pilot is not eligible 
for the benefits that are open to other 
transport workers, such as street caf 
motormen and locomotive drivers. 
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The Law Relating to Automobile Insurance 

THe Law RELATING TO AUTOMOBILE INSURANCE is The new Second Edition cites and analyzes more than 1000 auto- 
27. I already well known as the first text book on a subject mobile insurance cases and contains more than three times the amount 
‘ of constantly increasing importance. of text contained in the First Edition. All the English and Canadian 
% The First Edition, published in 1921, has been out cases are included. 

of print for several years. It received commenda- 

—_ tion from many high legal authorities. Many requests Every phase of automobile insurance law is covered. The state- 


have been received for a new edition. ment of the law necessarily includes many of the leading principles 


of insurance law generally. 


Where necessary, the essential facts of each case are stated in 
detail. 


The Second Edition is not a mere digest, but a treatise of 477 pages, 
arranged in 21 chapters, containing 380 sections. 


A Table of Cases and a comprehensive analytical Index facilitate 
reference. 


The book is the work of a legal author and editor of many years’ 
experience, for several years contributing editor of the American 
and English Encyclopedia of Law, Second Edition, and author, editor 
and translator of several legal text books. 


ted. 


° 
<a 
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The following is one of many endorsements: 


led. “You may be interested to know that our people who have 





studied the book are most enthusiastic in their commendation 
| of it.” 
927. 4 
pe - PART I PART II 
leet Automobile Insurance Generally Matters Pertaining to the Different 
sod Chapter Kinds of Automobile Insurance 
a I. Constitution of the Contract Chapter 
II. Construction of Policy XIII. Fire Insurance 
; III. Reformation of Policy — Theft Insurance 
y IV. Cancellation of Policy - Collision Insurance 
i V. Maties and Pocets of Lew XVI. Confiscation Insurance 
: VI. Agents, Brokers and Adjusters XVII. Transportation Insurance 
VII. Arbitration, Appraisal and XVIII. Liability Insurance 
Award XIX. Insurance Policies and Bonds 
VIII. Extent of Loss and Amount of ae Public Service 
Recovery mar ueeet 
IX. Option to Repair XX. Compulsory Liability Insur- 
1927. X. Representations and Warran- ered : 
; tien XXI. — er ye Com- 
: s and Associations 
),000 XI.. Subrogation Table of Cases 
bal XII. Actions and Defenses Index 
1929. 
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Treasury Dep’t For 
Average Valuations 


ALLOWS SURETIES TO USE THEM 





Prescribes Procedure to Follow in Filing 
Of Treasury Form 356 on December 
31 Financial Condition 





In view of the commissioners’ conven- 
tion action in approving average security 
valuations in year-end financial state- 
ments A. A. Ballantine, Assistant Secre- 
tary of the Treasury Department has ad- 
vised surety companies that they will be 
permitted to value their securities in the 
December 31 filing with the Treasury 
Department on the basis of prices al- 
lowed as of that date by the commission- 
ers. For the securities not in the Con- 
vention’s valuations, actual market quo- 
dations can be used as listed in the Bank 
and Quotation Record, issue as of June 
30, 1931, Mr. Ballantine says. The mean 
between bid and asked prices should be 
used when no sales are reported. 

Where quotations are not available in 
the Convention valuations or the Bank 
and Quotation Record, the Treasury will 
allow such securities at a value in ac- 
cordance with the best information ob- 
tainable, and in this connection it will 
be helpful to the Treasury if the com- 
panies will submit valuations by any 
bank, banker or reliable brokerage firm, 
in support of the market values claimed 
for such securities. 

The next issue of Treasury form 356, 
based upon financial statements of re- 
porting companies as of December 31, 
1931, will show in all cases the surplus 
of each company on the basis of its se- 
curities carried in accordance with the 
Convention valuations. 

In order to obtain this uniformity, all 
companies not submitting their financial 
reports with their securities valued in ac- 
cordance with the Convention valuations, 
but using actual market quotations as of 
December 31, 1931, instead, will be re- 
quired by the Treasury Department to 
submit with their reports a supplemental 
schedule of bonds and stocks owned as 
of that date, valued in accordance with 
the Convention valuations. The Treas- 
ury will make the necessary adjustment 
in such companies’ reported surpluses to 
reflect for rating purposes their securi- 
ties on the basis of Convention valua- 
tions. 

The Treasury will also require all com- 
panies using the Convention valuations 
for their securities in the reports filed 
with it, to submit for its information, 
supplemental schedules of bonds and 
stocks owned as of December 31, 1931, 
valued on the basis of market quotations 
as of December 31, 1931, as listed in the 
Bank and Quotation Record, issued as of 
that date. 





GOV. ROOSEVELT’S MESSAGE 





Urges N. Y. Legislature to Extend 
State’s Compensation Law to Cover 
Occupational Diseases 
Governor Franklin D. Roosevelt in his 
annual message to the New York State 
Legislature this week on the subject of 

labor had this to say: 

“There are still several reforms which 
I have urged in previous messages and 
which seem to me to be the very minimum 
which the laboring classes of our state 
are entitled to insist upon. These in- 
clude: 1—Extension of the workmen’s 
compensation law to cover all occupa- 
tional diseases. 2—The state regulation 
of. fee-charging employment agencies. 
3—The declaration by law that the labor 
of human beings is not a commodity. 
4—The establishment for women and 
children of an advisory minimum wage 
board. 

“T believe that if possible the laws rela- 
tive to state contracts on all public work 
should be amended so as to insure so 
far as is possible, the actual payment of 
wages legitimately earned to employes 
where contracts are defaulted.” 





Pedestrians’ Liability Covered By 
New and Timely British Personal Policy 


Pedestrians’ liability is protected 
against by one of the newest forms of 
coverage to become popular in England. 
That there is need for such a coverage 
on strollers is shown by two recent dam- 
age awards. In one a motorist received 
a judgment for $470 against a pedestrian 
who caused an accident, while in another 
case $150 damages was awarded to a 
motorist against a man who “walked to 
the public danger.” The policy is a com- 
plete personal liability cover and pro- 
tects against liability of any member of 
the family away from the house itself. 

Here are a few instances where this 
coverage would apply: A man may leave 
the pavement to cross the street without 
undue care, and through “negligent 
walking” may cause a serious accident 
and be liable for heavy compensation; 
hot ash from a cigar or pipe may injure 
the eye of a passer-by; the occupant of 
an automobile who opened the door be- 
fore the vehicle had stopped had to pay 
damages to a pedestrian injured as a 
result of his action; a golfer, slicing his 
ball, has been known to cause loss of 
sight to a passing taxi-driver; a smok- 


er’s lighted match, thrown from the top 
of a bus, has set fire to a lady’s hat, 
resulting in a law case and the payment 
of compensation. 

- The above are instances of the lia- 
bilities which are covered under the new 
policy, which, however, does not overlap 
the cover provided under the “third 
party” section of the householder’s com- 
prehensive policy, which confines its op- 
eration to the house and its immediate 
precincts. The personal liability policy 
indemnifies the insured and his family 
against claims for injuries to the public 
and damage to their property arising 
away from home. The annual premium 
varies with the company insuring the 
risk, and also with the amount of in- 
demnity for a single accident. In one 
instance the basis of rating for a policy 
to grant indemnity of $12,500 for an ac- 
cident, or $25,000 in any one year of in- 
surance, is; the proposer 60 cents, each 
member of his family 25 cents, each in- 
door servant 10 cents, each outdoor ser- 
vant 25 cents, golfer 50 cents, dog 25 
cents, pedal cyclist $1 additional to the 
minimum premium. 








BRITISH WALKING DANGEROUS 





10% Increase in Peril from Automobiles, 
Despite Lowered Amount of 
Traffic During Year 

“During the past year the roads 
have become for the walking public at 
least 10% more dangerous,” states a re- 
port of the British Pedestrians’ Asso- 
ciation on the number of accidents in the 
London Metropolitan Police area during 
the first nine months of last year. If 
motorists have changed their standards 
of care and driving at all, it is much for 
the worse as regards pedestrians the as- 
sociation maintains. The abolition of the 
speed limits appears to have made suc- 
cessful police prosecutions much more 
difficult. 

The largest increase in the number of 
deaths was among children under five 
years of age, the return continues. There 
were large increases in two other classes 
of accident in which no blame could be 
attached to pedestrians. 

“If conditions have become so much 
worse in an abnormal year of reduced 
traffic what will hapnen when traffic re- 
sumes once more its normal develop- 
ment? It is obvious that immediate ac- 
tion is urgently necessary.” 





GIVE TIME FOR CLAIM 





Inventory Was Stolen Along With 
Jewelry; Sixty-Day Notice Clause 
Set Aside 
The “proof of loss within sixty days” 
clause in a jeweller’s robbery policy does 
not hold where circumstances make it 
unreasonable, the Ohio Supreme Court 
has held in Wolinsky v. National Cas- 

ualty, 177 N. E. 588. 

In this case the store was robbed not 
only of the merchandise but also of the 
book containing the inventory. The mer- 
chant was beaten by the robbers, and 
was therefore ill for a time, suffering 
from shock. The claim was made short- 
ly after the sixty day period was up. 

The court held that under such cir- 
cumstances an insured should be given 
reasonable time and opportunity to dis- 
cover the extent of the loss, so that the 
company could be advised not only of the 
robbery but of the amount of loss suf- 
fered. 





AMER. MOTORISTS DIVIDEND 

The regular quarterly dividend to 
stockholders on record as of December 
31, 1931, payable January 1, 1932, was de- 
clared by the board of directors of the 
American Motorists, according to James 
S. Kemper, president. The American 


Motorists is on a 6% dividend basis. 





Many Bay State Bills 

With the opening of the Massachu- 
setts legislature on Wednesday the 
interest of automobile insurance men 
in that state centered on the many 
bills to amend the compulsory law 
which have already been filed. One 
of the most important of these is an 
act which would create a rating and 
control board with the power to fix 
and establish classifications of risks 
and premium charges and which 
would take over the duties of the 
present board of appeals. This board. 
it will be remembered, was considered 
a few months ago when a special leg- 
islative session convened to study the 
situation. 
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Indemnity Co. of North America Calls 
Him From Los Angeles to Home 


Office; His Career 


E. Fletcher Holmes, formerly Califor- 
nia southern department manager of the 
Indemnity Insurance Co. of North Amer- 
ica with headquarters at Los Angeles, 
has been elected vice-president of the 
company and will take up executive du- 
ties at the home office shortly. 

Mr. Holmes made his start in 1911 as 
special agent of the Home Fire of Ar- 
kansas and four years later connected 
with the Insurange Co. of North Amer- 
ica as its Arkansas field representative. 
After agency work in New Orleans he 
returned for a time to Arkansas as 
Home Accident vice-president, rejoining 
the Insurance Co. of North America fleet 
in 1925. He has many friends in the 
business. 





CUT DOLE AND PRICES 

The dole is being used by Germany 
in an effort to combat British coal com- 
petition, growing stronger as a result of 
the suspension of the gold standard. 
Mineowners and miners in the Ruhr 
coalfield are released by an emergency 
decree from paying contributions to the 
unemployment fund, the government 
making good the loss to the fund. This 
is expected to reduce prices. 





F. Highlands Burns, president, Mary- 
land Casualty, is a member of the newly 
formed council! of representative business 
and civic leaders formed by the National 
Advisory Board of the America-at-Work 
movement for the purpose of making a 
concentrated drive to influence public 
opinion as to the positive and construc- 
tive aspects of the general industrial 
situation. 








Industrial Board’s 
Unemployment Stand 


NOT SUBJECT FOR INSURANCE 





Conference Report Now Being Issued; 
Suggests No Legislation Till Vol- 
unteer Plans Have Trial 





The National Industrial Conference 
Board, after many months studying ex- 
isting plans of unemployment insurance 
in foreign countries and developments 
here, has come to the conclusion that in- 
surance, as it is understood in this coun- 
try, is not applicable to unemployment 
in general. In taking this stand the con- 
ference board, which represents the in- 
dustrial leadership of the country, takes 
the same position as many of the life in- 
surance companies. The board scores the 
operation of plans abroad, especially in 
Great Britain, and advises against any 
legislative action until a voluntary sys- 
tem has had a reasonable trial. 

The board summarized its conclusions 
in a recent statement in advance of 
publication of its report on “Unemploy- 
ment Benefits and Insurance.” In the 
report the conference board will indicate 
the essentials of a sound policy for deal- 
ing with the problem of unemployment 
relief as it appears to them. 

The statement reads in part: - 

“A careful study of the various forms 
of so-called unemployment insurance in 
use in foreign countries has convinced 
the conference board that insurance, as it 
is understood in this country, is not ap- 
plicable to unemployment in general. The 
use of the term ‘insurance’ in connection 
with the general unemployment relief 
schemes of Great Britain, Germany and 
other European countries is a misnomer. 
Taken as a whole, the risk of unemploy- 
ment cannot be either measured or pre- 
dicted on the basis of existing actuarial 
data. The probabilities cannot be re- 
duced to a mathematical determination. 

“An unemployment insurance plan 
might perhaps be successfully operated, 
if kept within certain specified limits as 
to coverage, definitely laid down at the 
start. But the experience of foreign 
countries has amply demonstrated that 
this cannot be done in the case of a pub- 
lic unemployment insurance scheme. The 
latter is subject to constant and irresist- 
ible pressure to increase the benefits, ex- 
tend the limits of coverage, relax the 
safeguards, and thus expand the plan 
from a self-supporting insurance system 
to a general relief scheme supported by 
public funds and, in the end, paid for by 
taxation. 

Forcing Unwilling Employers 

“The operation of private voluntary 
unemployment benefit plans in the United 
States, as they are gradually perfected 
and extended, will develop a body of ex- 
perience that will yield valuable actuarial 
data as a basis for this insurance and will 
indicate the limits within which it may 
be possible to apply insurance principles 
to the unemployment risk. For these 
and other reasons set forth in the report 
legislation at this stage is believed to he 
inadvisable, as likely to interfere with the 
development of the plans now in opera- 
tion or in contemplation for dealing with 
the problem of unemployment by meth- 
ods of private initiative and voluntary 
co-operation. On the basis of this find- 
ing of the report, however, the inference 
may be drawn that, if it should be found 
after a reasonable period of time that 
the development of these plans failed to 
receive the general support of employers, 
then legislation might be advisable to 
compel unprogressive employers to make 
provision for the payment of unemploy- 
ment benefits, either by taking out an in- 
surance policy to cover this liability, or 
by setting up unemployment reserves, 
according to standards prescribed by leg- 
islation, as has been done in the case of 
workmen’s compensation insurance.” 


FILES BANKRUPTCY PETITION 

Harold Spielberg, former board chair- 
man of the defunct Equitable Casualty 
& Surety, last week filed a petition i" 
bankruptcy, listing liabilities of $3,518,089 
and assets of $197,109. 
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Group Accident Policy 
For Firemen Popular 


COVERS VOLUNTEER COMPANIES 





Lump Sum for Death or Dismemberment; 
Weekly Income for Year Otherwise; 
Hospital Expenses May Be Added 





Compensation for volunteer firemen 
who are injured in the line of duty is 
provided for in the iatest form of stand- 
ard group accident insurance for fire- 
fighting departments, adopted by the ma- 
jority of members of the Bureau of Per- 
sonal Accident and Health Underwriters. 
This cover has met with a most favor- 
able response. 

The policy covers firemen while in line 
of duty and pays a lump sum for death 
or dismemberments or a weekly income 
for fifty-two weeks. It provides for 
medical expenses not to exceed the 
amount payable for disability of one 
week—if no other indemnity is payable. 
A provision for hospital expenses may 
be added to the policy by endorsement 
if so desired. 

Each fire company must be considered 
as a separate unit for the purpose of 
issuing a policy even though they are 
part of a fire department. The rates are 
based on this rule. 

In issuing this insurance companies 
must know the name of the fire com- 
pany, its location, the number of pieces 
of fire fighting apparatus, the amount of 


insurance desired and whether or not 
hospital coverage is to be added. 
Rates 
The rates are as follows: 
Principal Weekly Annual 
Sum Indemnity Premium 
$1,000.00 $10.00 $75.00 
1,000.00 15.00 100.00 
1,000.00 20.00 125.00 
2,000.00 15.00 125.00 
2,000.00 20.00 150.00 
2,500.00 15.00 137.50 
2,500.00 20.00 162.50 
3,000.00 15.00 150.00 
3,000.00 20.00 175.00 


Hospital Indemnity—To be provided, 
when applied for, by rider and the pay- 


ment of an extra premium. Benefits 
payable for ten. weeks. The rates are: 
Weekly Payments Annual 
for Ten Weeks Premium 
$10.00 $10.00 
15.00 15.00 
20.00 20.00 


_If a fire company has more than one 
piece of apparatus, 25% of the total pre- 
mium for each extra piece is added. 





AETNA C. & S. COURSE GROWING 





1,500 Students Studying the Casualty 
Multiple Lines; Agents Recognize 
Need For Knowledge 


The present business situation has 
greatly increased the popularity of the 
Aetna Casualty & Surety educational ex- 
tension courses. During November the 
students completed more than 1,600 les- 
sons, which was 200 better than the pre- 
vious high month of October. The total 
number of lessons completed by students 
in 1930 was larger than the totals for 
1929 and 1928 combined, and the 1931 
total was greater than the correspond- 
Ing period of 1930. 

Recognition of the need for increased 

knowledge of multiple lines of insurance 
is shown by this increase, the Aetna be- 
lieves. There are now 1,500 students en- 
rolled, 1,000 being agents and 500 em- 
Ploves of the company. 
. The course itself is being continually 
Improved, both in make-up and the 
method of conducting it, and the produc- 
tion records made by some of the grad- 
— have convinced many agents of its 
value. 

.The Aetna course is very comprehen- 
Sive and students are given a practical, 
working knowledge of all casualty and 
surety lines. The lessons contain an ex- 
Planation of the policy provisions, rating 
methods, underwriting requirements and 
an outline of proven sales points. Some 
eal with general subjects, such as ad- 
Vertising, accident prevention, safety en- 
Sineering and the Aetna plan. 


N. Y. State Bonding Fund Proposed 
By Col. Greene Meets Opposition 


Opposition from a number of sources 
makes it seem unlikely that any substan- 
tial action will be taken on the proposal 
made by Col. Frederick Stuart Greene, 


superintendent of public works of New 
York state, to have the state do its own 
bonding of contractors cn state works. 
There is some question as to whether 
such a measure as Col. Greene proposes 
to put before the 1932 legislature would 
be constitutional, as it is virtually going 
into the bonding business. Col. Greene’s 
plan has not met with much approval 
among Albany officials, although a num- 
ber of business men have written him in 
approbation. 

Col. Greene, explaining his plan in a 
newspaper interview, said: 

“If the state carries on a construction 
program of $100,000,000 as it did in 1931, 
it means that these bonds cost the state 
indirectly $1,000000. On top of this ex- 
pense our experience with bonding com- 
panies has been anything but satisfac- 
tory. To settle with a bonding company 
after a contractor has failed, always re- 
quires time and frequently necessitates a 
law suit. 

“I am in favor of the state bonding 


itself by creating a fund of $1,000,000. 
This fund could be invested by the state 
comptroller and it is my opinion that the 
interest paid on it, with other precau- 
tions as to letting contracts, would ap- 
proximately equal the loss which the 
state might sustain. 

“This fund could be obtained in two 
ways. First by setting aside from every 
appropriation for every project, 1%, 
until $1,000,000 had been raised. Then 
discontinue this 1% unti! the fund has 
been drawn upon to such an extent as 
to reduce it below the million dollar 
mark. 

“Second—The legislature could ap- 
propriate by one stroke the $1,000,000. 
The only advantage of this, however, is 
that ft would simplify bookkeeping.” 

One objection made to the plan is that 
it applies only to completion bonds and 
has no reference to. bonds for material 
men and laborers. 

A statute to be backed by organized 
labor in the new legislature calls for 
prequalification of bidders on all public 
works, with the contractor satisfying the 
official receiving bids as to his fitness to 
perform the work if the contract. should 
be awarded. 





FEAR OXLAHOMA STATE FUND 





Difficulty of Placing Compensation 
Business Desp’te 47.5% Rate In- 
crease Makes Move Probable 


A compensation state insurance fund 
looms up as a possibility in Oklahoma 
due to the “present rates which despite 
the recent 47.5% increase, are still not 
enough to pay losses. The recent in- 
crease was made largely to take care 
of the liberal allowances granted by the 
state industrial commission. Companies 
are now very cautious in their selection 
of risks, with many restrictions, so that 
it is dificult to place compensation busi- 


ness. According to agents, the restric- 
tions are frequently embarrassing even 
to the would-be policyholders. Agents 
are having difficulty in placing business. 

It 1s as a result of this condition, em- 
ployers being almost without facilities 
for obtaining coverage, that the state 
fund vlan may be carried through by 
the Associated Industries of Oklahoma, 

The Associated Industries, it is learned, 
has filed an appeal in the state Supreme 
court from the 47.5% rate increase order. 
Their petition asks that the order be 
set aside, declared null and void. The 
petition further contends that a major- 
ity of industries should be allowed a 
rate decrease instead of increase. At- 
tacking the constitutionality of the en- 
tire rate making structure, Robert M. 
Rainy, attorney for the organization, 
claims that the Oklahoma insurance 
hoard should consider separately rates 
for each industry instead of the entire 
classification as a whole. 

John S. Adams, president of the As- 
sociated Fire & Casualty Underwriters 
of Oklahoma City, says of the situation: 
“Employers who pay the largest pre- 
miums are apprehensive over the situa- 
tion and many of them are not in sym- 
pathy with the fight being made by the 
Associated Industries. Most of the agi- 
tetien comes from the secretary. Em- 
plovers do not-want state insurance but 
they have just about reached the point 
of exasperation and irritation which has 
created such a frame of mind that they 
will accept anything.” 





BERLIN AUTO THEFTS UP 


Thefts of automobiles have recently in- 
creased in Berlin, and the policy depart- 
ment has worked out new rules for in- 
vestigating thefts and recovering stolen 
cars. ‘ 





389 Indicted in Fraud 


The court at Oppeln, Silesia, will 
soon have to pass on a criminal suit 
brought by the state against a num- 
ber of people who have filed fraudu- 
lent accident claims against insurance 
companies. Not less than 380 persons 
have been indicted. Most of them 
live in the open country surrounding 
Oppeln and it is stated that all of 
them have been taught by a company 
agent how to bring about trifling ac- 
cidents and use them to file exag- 
gerated claims against the companies. 
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tions suitable to the times, in the hope 
that this branch of business, which’ has 
got into an unfortunate state through 
unforeseen circumstances, may yet -bear 
fruit. 

Marine Insurance Written With Caution 


Marine Insurance again has resulted 
in a loss. In spite of improvements 
effected during recent years, the busi- 
ness can by no means be regarded as 
in a healthy condition. The apparent 
“improvement in the results of recent 
years is to be attributed rather to the 
absence of large total shipwrecks, than 
to adequate rates and reasonable condi- 
tions. As may be seen by the continual 
decline in our premium income, we are 
conducting this class of business with 
all due caution. 

In the Personal Accident, Liability and 
Auto-Car Departments, we have on the 
whole to report a satisfactory result. It 
would, however, have been better if in 
many fields of operation of the motor 
third par‘y risk insurance, the recogni- 
tion of the necessity of adequate rates 
were converted more decidedly into 
practice, and extended to apply to the 
old inadequately rated risks on the 
books. 

Life Insurance 

In Life Business the gross increase 
amounted to RM 497,951,269 (in com- 
parison with RM 713,206,972, previous 
year) sums assured. and RM 385,095 (in 
comparison with RM 427,705) annuities. 
This reduction is explained by the fact 
that in the previous year’s figures were 
contained those for the policies taken 
over from the Frankfurter Allgemeine. 
The total of the sums assured after de- 
duction of lapses through death, ma- 


tured policies and redemptions, was in- 
creased to RM 2,124,400,255 (in compari- 
son with RM 1,985,477,624) sums assured 
and RM 2,245,380 (in comparison with 
RM 2,102,951) annuities. The compara- 
tively small net increase of RM 138,922,- 
631, sums assured and RM 142,429 an- 
nuities, is, apart from the increase in 
cancellations due to the bad economic 
conditions, owing to the fact that by 
amicable arrangement with a friendly 
company, we have returned to it during 
the year under review a part of the 
business ceded by it to us. The retro- 
cessions amounted to RM 558,852,248 (in 
comparison with RM _ 513,648,033) sums 
assured, and RM 808,423 (in comparison 
with RM 719,050) annuities. Therefore 
at the end of the year under review the 
net sums assured amounted to RM 1,- 
565,548,007 (in comparison with RM 1,- 
471,829,591) and the net annuities to RM 
136,957 (in comnarison with RM 1.383 - 
901). The mortality would not have been 
high if it had not been adversely affected 
by a high percentage of claims in con- 
sequence of suicide, more especially in 
the German. surplus business. In 1928, 
13.4% of the total amounts paid for death 
claims from this business was attribut- 
able to that cause; and last year, 18.04% 
This year the figure has increased to 
20.72% of the sums assured paid. Ex- 
pressed per mille of our averege Ger- 
man gross reinsurances, the figures for 
the same years would be 1.55°/0, 2.6°/0 
and 2.88°/o; whilst the ratio of suicides 
to the total German male population in 
1928 (the last year for which records are 
available) amounted only to 0.36"/o. The 
recent announcement from official sources 
that the increase in the number of sui- 
cides is moderate in comparison with 
that of pre-war times, may be true as 
far as the whole of the insuring public 
is concerned, since there is a preponder- 
ance of policies of the smaller and aver- 
age amounts; but large sums assured, 
which’ give rise to the reinsurance of 
surpluses. indicate, as just shown, an in- 
crease of suicides from year to year. 
As unfortunately we notice this year a 
continuance of this tendency, we con- 
sider it absolutely necessary that the 
companies should strive to protect them- 
selves and the general body of their 
policy holders against losses arising from 
this cause. Until Art. 169 of the Policy- 
Wording Act is altered to provide that 
the sum assured is to be paid only when 
proof is furnished of mental disorder, 
the companies can only protect them- 
selves to some extent by extending the 
period of limitation provided for by the 
suicide clause and by reducing the sum 
assured if the claim arises through sui- 
cide. 


Took Average Method of Exchange 


The interest on Funds Invested has in- 
creased from RM 4,878,818.97 to RM 5,- 
448,937.65. Losses by Depreciation and 
Foreign Exchange amount to RM 2,514,- 
222.94, in which figure is included an ade- 
quate amount written off the portfolio 
purchase price which last year was taken 
credit for in respect of our participntion 
in the Neue Frankfurter Allgemeine Ver- 
sicherungs-Aktien-Gesellschaft. 

With regard to the figures in the Bal- 
ance Sheet we have to observe: 

As in previous years on balancing the 
accounts in Foreign Currencies we took 
the middle rate of exchange on the date 
on which the books were closed. The 
difference between the exchange rates 
of this year and those of last year ex- 
plains the difference between the out- 
going reserves last year and the incom- 
ing reserves this year. 


Our investments in Real Estate have 


not undergone any important change 
this year. We have acquired the build- 
ing, Liebherrstrasse 3, Munich, and 


have disposed of Orlandostrasse 1, Mu- 
nich, at a profit. 

The amount carried on. the balance 
sheet for our real estate is RM 7,568,000, 
or not quite two-thirds of the value as 
ascertained by the Ordnance on Valua- 
tions dated June 9, 1928, and the regula- 
tions for its application; and it is below 
the value that may be expected when 
the new stipulations for 1931 are applied. 
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rules. Whether 


and cannot enforce these 
i fact that the 


we like it or not, it is a 


regulation of practices in the zone of 
fierce competitive activity requires the 
aid of a powerful outside force. (Please 


don’t spring that old one about a Judge 
Landis on me!) 

Isn’t it about time anyway to face the 
issue squarely and consider what is best 
for the insuring public and for the cas- 
ualty insurance business as a whole? 

The regulation of rates is necessary to 
avoid rate inadequacy and a vicious form 
of discrimination in which influence pro- 
duces low rates for a few at the expense 
of many. The regulation of production 
cost is necessary to prevent the cost of 
acquiring business from becoming ex- 
cessive. Both forms of regulation are 
indispensable to any program which re- 
quires that insurance rates shall be ade- 
quate, reasonable and non-discriminatory. 

So far as possible, regulation of rates 
and commissions should be within the 
control of the carriers themselves; cer- 
tainly the establishment of rules and 
rates is primarily a matter for company 
rather than state action. But if it is im- 
possible for carriers to enforce their 
rules and rates because a few executives, 
for selfish reasons, desire to play a lone 
hand, the insurance departments should 
force these recalcitrant executives to play 
the game with their colleagues. 

Bring Non-Conformists Into Line 


For example, if the majority of carriers 
combine to fix rates and a single carrier, 
operating as a free lance, devises a sys- 
tem for acquiring a few good risks which 
disturbs the situation and imperils the 
co-operative rate-making venture, that 
carrier should be forced to relinquish its 
competitive advantage and to conform to 
the common practice. The function of 
insurance is to provide needed protection 
to all who require it. The plan of the 
non-conformist is designed for the fa- 
vored few. If all used the rates of the 
non-conference carrier and wished to re- 
main. solvent, large numbers of policy- 
holders would be deprived of insurance 
protection. If you doubt this, take pen- 
cil and paper and compute the loss which 
the largest and most firmly established 
casualty insurance carriers would have 
sustained during the last decade if they 
had cut their rates an average of 10% 
(a small cut for some of our non-confer- 
ence friends). 

The greatest good of all requires ad- 
herence to a program which will produce 
adequate, reasonable and equitable rates 
for general application, and inasmuch as 
this program cannot be successful with 
a few carriers pirating the “cream of the 
business” I say force should be exerted 
upon all to maintain the integrity of the 
rating system. 

Similarly, with regard to production 
cost regulation. A set of rules can be 
devised by the carriers themselves which 
will afford carriers of all classes equal 
competitive advantages. If the rules of 
the conference do not meet this require- 
ment, amend them or, if necessary, scrap 
them and devise new rules that will. But 
once these rules have been established, 
compel every stock insurance carrier to 
observe them! 


Swope Plan Analogy 


Sounds socialistic, doesn’t it? Fortu- 
nately, for my reputation as a conserva- 
tive, this “radical” idea is being circulat- 
ed in other quarters. It is embodied, for 
example, in the plan announced earlier 
this year by Gerald Swope, president of 
the General Electric Company, for deal- 
ing with unemployment. 

Mr. Swope’s plan, it will be recalled, 
provides, first, for the organization of 
Trade Associations to function under the 
supervision of a Federal Trade Commis- 
sion; second, for the establishment by 
these associations of codes of trade prac- 
tices; and, finally, to insure the uniform 
these trade _ practices 
industry, provision is 


observance of 
throughout 


the 


Trade 
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made for compulsory membership in the 
Associations by all companies 
within the group employing fifty or more 
cmployes, 

\ deadly parallel! The Conference on 
Acquisition and Field Supervision Cost 
for Casualty Insurance and the National 
Sureau of Casualty & Surety Under- 
writers are our trade assoc iations ope rat- 
ing under the supervision of the insur- 
ance departments of New York and else- 
where. These organizations have formu- 
lated trade practices relating to prices 
(rates) and business production which 
have been approved by state authorities. 
All that we need to complete the com- 
parison is to make membership in the 
conference and the National Bureau com- 
pulsory so that practices which are gen- 
erally conceded to be for the common 
good will not be placed in jeopardy by 
the selfish activities of a few carriers ca- 
tering to selected groups of producers or 
policyholders. 


I realize that such a plan will require 
a somewhat different type of state su- 
pervision than we have enjoyed to date 
in most states. The state official in this 
scheme of things must be wise, patient, 
diplomatic, forceful; his attitude must 
vary with the requirements of the par- 
ticular situation with which he is con- 
fronted. In order that the benefits of 
private initiative may be fully realized, 
he must delegate to the carriers them- 
selves absolute freedom to establish rates, 
rules and practices, imposing upon them 
only general requirements implied by 
such criteria as adequacy, reasonableness, 
equity and non-discrimination. But he 
must know when and how to inject him- 
self into the situation whenever it is nec- 
essary to curb the activities of individual 
carriers so that there may be assurance 
that the program which has been adopt- 
ed and approved will be successful in ap- 
plication. 


Protection of Those “Vested Interests” 


Now that a serious effort to enforce 
the rules of the conference appears likely 
to be made, all sorts of proposals are 
being advanced to protect “vested inter- 
ests.” One proposal would name the cit- 
ies in which general agencies or branch 
offices may be located as if location were 
the sole criterion of the value, influence, 
following, ability, plant or volume of an 
agency. Another would provide that if 
company A were forced to reduce the 
grade of an agent receiving preferential 
commissions in order to comply with the 
rules, no other company might pay the 
agent similar commissions for a specified 
length of time as if it were just to say 
that a bona fide general agent dropped 
by company A because of conflict with 
the rules should be made to forego the 
privilege of representing company B in a 








similar capacity. A third would define 
a general agency to suit the present con- 
ditions of a few and thus practically close 
the field against all newcomers. Such 
propesals will fail of adoption because 
production cost rules to be enforcible 
must be equitable to all carriers and pro- 
ducers—large and small, new and old. 


Rate Making Developments 


In the field of rate making, also, there 
have been interesting developments. Re- 
cent experience indicates the necessity 
for rate increases in practically every line 
of business. The tremendous task of 
producing new rates is “in process.” The 
emergency rate program for workmen’s 
compensation insurance has been widely 
adopted. Revised automobile insurance 
rates are on the way. Accident and 
health insurance is at least undergoing 
needed study, and although the revision 
which is contemplated seems quite su- 
perficial, it is certainly a move in the 
right direction. Other rates will be forth- 
coming as rapidly as the machinery can 
function and it is a foregone conclusion 
that the trend will be uniformly upward. 

Incidentally, an evil omen may be ob- 
served in the fact that agents are oppos- 
ing efforts of the carriers to obtain need- 
ed rate increases in one or two jurisdic- 
tions. This is most regretable. Agents 
must realize that their future is insep- 
arably linked with that of stock insur- 
ance carriers. It is to be hoped that 
conferences will remove differences of 
opinion so that the insurance business 
may present a united front in this im- 
portant matter. 


Saner Merit Rating Plan Seen 


Merit rating will not be neglected 
the program for the immediate future. 
There is reason to believe that a some- 
what saner plan will supplant the present 
farcical merit rating plan for individual 
private passenger automobiles. In work- 
men’s compensation insurance the influ- 
ence of schedule rating is waning. The 
present plan deals with only a few haz- 
ards and the feeling is growing that the 
results, in terms of accident prevention 
and rate variation, do not justify the ex- 
pense of operating the system. If sched- 
ule rating passes out of the picture, ex- 
perience rating will readily absorb its 
function and, I am convinced, will per- 
form it most acceptably. 

As rates increase, an adverse selection 
will be noted against stock insurance 
carriers. This is a large problem that we 
cannot take time to solve in the present 
emergency. It has many angles, among 
which the questions of graded commis- 
sions and graded expense loadings are 
important. Some day our rating system 
will be so flexible that we can obtain 
needed relief against an adverse loss ra- 
tio without unduly increasing rates for 
desirable risks where perhaps no _ in- 
crease at all is warranted. 


I fear such a system will increase rath- 
er than diminish the complexity of our 
rating process; even so, it is urgently 
needed, for unless we can break down 
the vicious circle of adverse selection, 
stock insurance carriers will continue to 
lose the better risks, will, therefore, ex- 
perience abnormal loss ratios and will 
increase rates; thus will be started one 
new cycle after another until participat- 
ing carriers acquire far more than their 
share of the preferred business. 


Sees Rate Violation Penalties Justly 
Applied 

In New York State severe penalties 
imposed upon erring carriers and pro- 
ducers for rate violations have had a 
salutary effect. It takes only a few pen- 
alties to convince the insurance fraternity 
that rate cutting is an unhealthy and un- 
profitable pastime. As a general rule, I 
am opposed to drastic penalties because 
they usually fall upon the stupid person 
who is not adept at evasion and is, there- 
fore, caught while the artful violator is 
clever enough to “pull his stuff” fre- 
quently without being apprehended, thus 
encouraging a feeling of resentment be- 
cause the regulatory force is not justly 
applied. In New York, however, penal- 
ties have been distributed impartially and 
respect for the police power of the In- 





surance Department is at present un- 
questioned. 


Security Valuation Controversy 


A lively controversy was waged in the 
National Convention of Insurance Com- 
missioners over the question of security 
valuations to be used by the carriers in 
preparing their annual statements, al- 
though the latest utterances of some of 
the contestants may be taken to mean 
that the difference of opinion was not as 
great as the earlier discussions would in- 
dicate. The decision of the convention 
to authorize the use of average valua- 
tions, which fortunately were substan- 
tially equivalent to the market prices as 
of June 30, 1931. was a just one. Mar- 
ket values are likely to be so erratic in 
times like these that the values on a 
given date are not a fair basis for valu- 
ing a carrier’s holdings. 

A requirement that the individual car- 
rier must be able at a moment’s notice 
to discharge its entire obligations would 
obviously be absurd as a hard and fast 
rule. It is far more rational to admit 
that in general a carrier may take a rea- 
sonable length of time to liquidate its 
obligations. The values to be used, there- 
fore, should represent the prices which 
securities may be expected to bring in 
normal times. This is not a unique con- 
ception as something similar is done in 
the field of banking, where latitude is 
permitted in the valuation of securities 
for statement purposes. That the June 
3%, 1931, valuations reasonably represent 
the prices of normal times may be judged 
by the following exhibit of the New York 
Times’ averages: 


AVERAGE MARKET PRICES 

50 Combined Rail 40 Domes- 

Date & Industrial Stocks tic Bonds 
Dec. 31, 1925 137.46 87.29 
Dec. 31, 1926 139.53 89.49 
Dec. 31, 1927 181.96 92.90 
Dec. 31, 1928 230.52 89.91 
Dec. 31, 1929 206.40 86.51 
Dec. 31, 1930 144.80 82.86 
Dec. 31, 1931 138.30 83.64 


Extravagant Ideas Deflated 


And what of the future? I wish I 
knew, for such knowledge would be of 
great assistance in many ways. I am 
convinced, however, that predictions are 
useless because they cannot possibly rest 
upon a factual basis. Our own past ex- 
periences are of no help under present 
conditions. We are confronted, not with 
a comparatively simple domestic depres- 
sion, but with a dislocation of world-wide 
scope. In the face of this tremendous 
problem, the great minds are at a loss 
even as you and I. Our attitude against 
all this uncertainty should be a courage- 
ous one. Ninteen hundred and thirty and 
nineteen hundred and thirty-one have de- 
flated our extravagant ideas and brought 
us back to earth; the deflationary proc- 
ess has made us realize that a few fun- 
damental principles still govern our ac- 
tivities; we have been forced to adopt a 
program of rigid economy and of con- 
servative underwriting; improved prac- 
tices. prevail. hastened in spirit and 
cleansed in body, let us move forw: urd 
confident in the thought that our busi- 
ness is indispensable to progress and that 
one day it will function smoothly again. 
If this day does not arrive in 1932, per- 
haps it will arrive in 1933. In the mean- 
time we can only “keep our chins up.” 





GERMAN FIRST AID 


The Aha Autohilfe of Germany has is- 
sued its annual report for the year past, 
ending October 1, 1931. The first aid 
stations of the Aha have rendered as- 
sistance in 360 accidents and the stations 
on German highways have been called on 
for assistance in 1,600 cases. This means 
one and one-half calls per kilometer 
(1,000 yards) of highway supplied with 
stations. On November 1, 1931, there 
were 2,000 kilometers of highways 
equipped with such telephone and al 
stations, or 650 stations. 





COMPULSORY LAW IN ROME 

Compulsory liability insurance for 
public conveyances, motor or anima 
drawn, went into force in Rome, Italy, 
on the first of the year under a decree 
by the governor of the city. 
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It took months in an old covered wagon: 


... «Airplanes, automobiles 
and trains have cut the time 
needed to travel from place to 
place. 

Radio, telephone and tele- 
graph have done the same for 
communication. 

Life insurance, too, has 
effected a tremendous saving in 
time. By means of life insur- 
ance you can create a $25,000 


estate in a very few minutes. 
Without it, such a sum could 
be built up only by’ many 
years of careful and consistent 
accumulations. 

TheTravelers offers a modern 
life insurance combination, in 
one unit, that fits present eco- 
nomic conditions. This provides 
for the family and for retirement. 
The cost is guaranteed. 
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THE TRAVELERS INSURANCE COMPANY 
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THE TRAVELERS INDEMNITY CoMPANY 


THE TRAVELERS Fire InsuRANCE CoMPANY 
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Year in and year out 
— you'll do well with 
the HARTFORD AC- 
_ CIDENT and INDEM- 
NITY COMPANY 


——_—_——_—$—$—$——— 






































